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Distributors we are Proud of... 





e In our advertisements throughout the year, we invite our 
dealer-friends to “order our products from our distributors.” 
We are mighty proud of our distributors—some of them have 
handled our merchandise for fifty years, or even longer! They 
are strategically (and conveniently) located throughout the 
SOUTHERN HARDWARE territory, as this map shows. They are 
ideally prepared at all times to serve your chain needs with 
ACCO Better Values. 








American Chain Division 
AMERICAN CHAIN & CABLE 


Bridgeport, Conn.* Factories: “York and “Braddock, Pa. 








Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
“Indicates Warehouse Stocks *Portland, Ore., *San Francisco 
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NIXDORFF-KREIN MANUFACTURING CO. 


916 HOWARD STREET * ST. LOUIS 6, MO 


JOHN T. EVERETT & COMPANY «+ SALES REPRESENTATIVES + MEMPHIS 4, TENN 
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the one really new look in 
Power Lawn Mowers... 
from America's finest and 
most complete line. 


»> Swept-Line Design by 


Here is an entirely new concept 
in lawn equipment design 

the one power mower line with 
everything ... styling, products 
and excellent list prices. Design 
that sets it apart . . . perform- 
ance that keeps it apart. This is 
HOMKO for 1958! 
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24” Model AE-180 30” Mode! RR-140 18” Model JK-50 20° Mode! LP-230 
THE 


THE LAWNMOWBILE THE THE FIREBIRD 
Deluxe 4-wheel riding LAWN TRAVELER Popular trimmer-type 
rotary now with new Deluxe 4-wheel riding rotary 

4-cycle engine reel type 


LAWN MARKSMAN 
Selt-propelled reel type 
Also in 18” and 24" cut- 
ting widths 











All New 


Homko 


Power Arm 
Model PA-258 


World's most complete 
self-propelled rotary 


Front wheel drive with 2-speed trans- 

mission. New 3-in-one fingertip throttle 

chokes, stops and controls speed of 

engine. Fingertip clutch lever. 2% h.p., 

” - 4-cycle Briggs & Stratton gas engine 
22" Model RA-222 with recoil starter. All steel. Flexor 
Blade prevents drive shaft damage. 


The Thunderbird Trimmer type. New streamlined look. 


g 


Edger-Trimmer 
Chassis 
Model PA-261 


Mower Chassis 


Write Today For Complete Information On Homko ... You'll Be Glad You Did Model PA-259 


WESTERN TOOL AND STAMPING CO. DEPT. SH-32 
The World's Largest Producer of Power Lawn Mowers 
2725 Second Avenue, Des Moines 13, lowa 


Rotary Tiller Chassis © 
Mode! PA-260 


Seeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 
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No other jig saw has all 
these features ... and is 


4 A R DW ARE so low priced for volume sales 


Hordware & Allied Lines - - Farm Operating Equipment 
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Industry News 


a | Outsell others 2 to 1 


Suddenly . . . It's Spring 
Merchandising a $30,000 Line . 


Lawa Service Boosts Sales wn with the sensational 


100 Power Mowers Sold Annually 
The Outdoor Chef 


Lawn Mower Rentals Pay Off : 
Week-End Specials—tTraffic Builder all-new Shopmate Jig Saw 
Catalogs & Bulletins 
Dealer Sales Aids Early sales tests show you can expect two to three 
> lnc times the volume with this new Shopmate quarter-horse 
husky. It cuts 2 x 4’s, makes 45° bevels on either side, cuts 
FARM EQUIPMENT SECTION perfect circles and even makes its own starting hole. 
Paste end Tends || Auxiliary handle attaches to either side for added control. 
owe antes —"" The new Shopmate cuts everything from metals to 
Thi Seles cody Sr SS leathers. Comes with three special blades that give it the 
combined versatility of seven other saws: rip, band, 

ANNUAL SUBSCRIPTION—S81.00 coping, crosscut, scroll, keyhole and hacksaw. 


MODEL 2100 





























Business Representatives | (1) New — See-As-You-Saw © New — Eight Inch Rip and 
W. L. Rocers, Room 610, 7 East 42nd St., New York 17, N. ¥ Jig-Lite Circle Guide 


Phone: Murray Hill 2-4959; J. D. Parsons, 39 Atlantic Ave 
2] New— Left or Right New — Auxiliary Guide 


Angle Adjustment to 45 Handle 


Cohasset, Mass., Phone: Cohasset 4-0712; James R. Corcre 
Philadelphia, 27 E. Windermere Terrace, Lansdowne, Pa., Phone 
MA 6-9145; HueGu AvLL, 333 N. Michigan Ave., Chicago, Ill 
Phone: CE 6-4131; Josern B. Rocers, 16404 Southland Ave 
Cleveland 11, Ohio, Phone: CL 1-9063; Loyp B. CHAPPELL & 

ASSOCIATES, 8693 Wilshire Blvd., Beverly Hills, Calif., Phone New — Fast Cutting — 
OL 2-1490; Frep Jameson, Lorp B. CHAPPELL & ASSOCIATES, 2650 Strokes per Minute 
821 Edinburgh St., San Mateo, Calif., Phone: DI 3-8806; W. C 
RvuTLanNpD, P. QO. Box 102, Gastonia, N. C., Phone: 7-7995; Baron 
CRreacer, 7713 Inwood Road, Dallas 9, Texas, Phone: FL 7-2937 ; EVEN THE RECOMMENDED PRICE LOOKS LIKE A SPECIAL! 
Ray Rickies,. 915 Chamber of Commerce Bldg., Miami, Fla 


Phone: 9-1495 Because we build the entire 
. = saw, from die castings to 
Published Monthly by motor, we can provide this 
fine power tool at the excit- 
W. R. C. SMITH PUBLISHING COMPANY ee gg ae commie 
1 





Atlanta, Ga., and Dalton, Ga. gdeoeh .... . 
Editorial and Business Offices 


806 Peachtree Street, N.E., Atlanta 8, Ga. HERE’S PRE-SELLING SUPPORT! 
Publishers Also of 
. ; —— ePencns Hk P ; Big space ads in potent consumer 
nae: Sees SOUEaaaN AUESHeTEYS CounNAl publications like the POST and POPULAR 








SOUTHERN BUILDING SUPPLIES TEXTILE INDUSTRIES MECHANICS introduce this dynamic new jig 
SouTHERN Power & INDUSTRY saw for you. To help you more, you receive FREE 


W. J. Rooks, Chairman of the Board; Ricnarp P. Smita, /’res ad mats, streamers and display material 

ident and Treasurer; T. W. McALLister, First Vice-President a a 

" E. W. O'Brien, Vice-Pres.; A. E. C, SMITH, Vice-Pres Write for complete information 
Joun C. Cook, Vice-Pres.; A. F. Roperts, Secretary ; 


Sena J. Jones, Assistant Secretary and Treasurer PORTABLE ELECTRIC TOOLS inc 
’ . 
320 West 83rd Street « Chicago 20, Illinois 





Copyright 1958, W. R. C. Smith Publishing Co., Atlanta, Ga 
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BUSINESS TRENDS 


Business Picture—Decline in business activity continues as firms reduce 
inventories of metals and metal products--this, in expectation of a drop 

in total outlays for new plant and equipment in 1958. Orders received by 

manufacturers declined to 26.3 billions in October, 15% below the August 

"56 peak. Bank loans to business shrank some $240-million in week ending 

November 27. Heaviest liquidation was in debt owed by manufacturers of metals 

and metal products, and by sales-finance companies. 


Personal Income—iIn October, personal income declined for the second month 

in a row, a drop too evident to be shrugged off as just another econo- 
mist's statistic. Total personal income slid off by $1-billion, from an 
annual rate of $346.6-billion in September. Small wage payment total was 
to blame for the shrinkage. 


Employment— Factory payrolls continued to shrink in September and October, 
with employment failing to show a normal upturn. Employment figure pres- 
ently stands at about 500,000 below last year's level. 


Spurt for South—"Many businesses will find it desirable to put a left 

turn on Horace Greeley's map so that his advice will be changed to 'Go 
South.'" That was the recent comment of Budget Director William W. Wright 
of the Johns-Manville Corp., who is predicting that the South's raw materials, 
markets, transportation, and labor supply in quality and quantity assure 
fantastic growth for Southern states in the decade to come. 


Farm Income—Trend for farm income, which has shown a gradual rise for 

the past two years, is predicted to level out in months to come, even though 
per capita farm income will be on the rise. Trend toward fewer farmers and 
bigger farms is said to explain the phenomenon. 


Construction—November outlays for construction reportedly hit a new high 
and are headed for a year-end record of more than $47-billion. Novem- 
ber spending brought the 1l-month total for 1957 to $43.6 billion, about 2% 
above the same period in 1956 and virtually assuring a new annual record of 
over $47-billion in 1957. This would be the twelfth year of new construction 

records, and better than $l-billion above the 1956 figure. 


Installment Financing—2zven though business slowed down during the autumn 

months just past, people continued to buy on the installment plan. Total 
installment debt reached $33.2-billion by the end of October, an all-time 
high. The October rise was $85-million, somewhat comparable to the rise of 
$104-million in October 1956. 


More Power Mowers—Consensus of leading power lawn mower makers is for their 
sales to inch up slightly over the '57season, a record breaker, when 
sales soared about 100,000 units above the '56 figure. 
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Available in 2, 3, 5, 10 and 15 gallon insulated and non-insulated sizes. Features 
CRYSTALINING to keep liquids pure, round inside bottom for easy cleaning, 
Mec ste Mba) (o- cE 9) (40 Ma Cove ciaeo mm lecititctabet-meltr titel Me-leleMulls.ceMee ec ieallealee 
that pays off over the long haul. 


Ask your hardware wholesaler, or write 


IGLOO CORPORATION 


en © Pee — 12 PGe — 22a 4 ° td oe 
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a -\-) (-Teo M—lale 
Time-Proven in 
Industry... : 
Priced for the 
Hardware Trade 


DIAMALLOY 
wrenches 


The finest adjustable wrenches made... . tools 
















that stay fit after long, hard use... . yet cost no 
rele MM iilolMmolse lies AMAA ASL Mol Mm aelicl (ole Mol 
wrenches, pliers, snips, other fine tools. 


Give distributor's name, address. 





DIAMOND 










Since 1908 





DIAMOND TOOL aid /0/'¢Sh00(7, 


DULUTH. MINNESOTA ‘ en Ben, pmemten mar. mie) 








Individually labeled balls 


ALL-PURPOSE COTTON 


] SEINE CORD 


ART. 533 _<cSRs 


SL 


AVAILABLE IN A VARIETY 
OF PLYS AND PUT-UPS 


SEINE CORD 
1 Ib. skeins—6 thru 72 piy as / 18 PLY 
| Put-up in S Ib. pkgs. , aan eant 


2 oz. balis-—6 thru 24 ply 
Put-up in S Ib. pkgs. 


4 oz. balis-—6 thru 48 ply 
Put-up in 5 Ib. pkgs, 


8 oz. balis—6 thru 72 ply 
Put-up in S Ib. pkgs. 


1 Ib. balls-—18 thru 72 ply 
Sold in bulk 


only Pg SEINE CORD 


is labeled for you and 


your customers identification 


Each ball labeled as to weight, ply, feet per ball. 


e 9 
Put your confidence in 
the QUALITY LINE... 


Viny! Weather Stripping Starter Rope 





Wood Giue Jump Rope 
Braided Nylon Line Mop Heads 
Seine Twines Wrapping Twines 
Seine Cords Kitchen Lines 

Trot Lines Express Twines Orders of $50.00 or more, freight 

\ Staging Chalk Lines prepaid. Orders of less than $20.00 
Venetian Blind Cord Parcel Post Twines f. o. b. Mill, Lawndale, N. C., Van Nuys, 

' Sash Cords Polished India Twines Calif., Marietta, Minnesota, Dalias, Texas, 
wrongly rina a Lines or Waynetown, Ind. Orders of $20.00 to 

ason Lines ne $50.00, freight allowed to $1.00 per cwt. 

Fishing Lines Nylon Casting Lines Freight prepaid does not include extra 


charges incurred outside carrier's 
regular zone of delivery. 


| Cleveland Mills C 
: corsosneo ers Gleveland Mills Company ......-.... 
> Dalla ¢ T 


14346 Bessemer St Van Nuys, Ca * Marietta, Minr * 3104 aston Ave Ds S 2 exas + Waynetown, ! 
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YOU AND 


JOHNSTON 
CAN BEA 


promotion with PROFIT PULL 


company 
Sound financially, Johnston has made 
quality mowers for over 25 years. 
Its efficient, well integrated new plant 
is outstanding in the industry. 





Johnston’s streamlined 1958 mower line 
has only the best selling sizes in the 
best selling price ranges. By eliminating 
slow-moving inventory units, you 


earn maximum profits. 4 ew! S>. 


Seeeeeeeeeeeeeeeeeoowbowwowmemaweocosoonoewncacececes 
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new features 
New Air Dome Design, New Jet Flow 
Discharge, New 6 Blade Reels are 
the result of complete engineering and 
product testing that keeps Johnston 
far ahead of ordinary mowers. Johnston’s strong, consistent national adver- 
tising in important consumer publications 
makes Johnston a leading brand name. John- 
ston’s aggressive local promotion includes a 
strong cooperative program, point-of-sale dis- 
plays, sales literature and direct mail materials 


eee ee Kee ee ee ee ee ee 





. all to increase your mower profits. 


service 
Johnston’s nation-wide mower service 
organization enables Johnston jobbers 
and dealers to concentrate on sales 
and profits, without the usual 
service headaches. 


JOHNSTON LAWN MOWER CORPORATION 


Brookhaven, Mississippi 
A subsidiary of Jacobsen Manufacturing Company 


Write today for free full color, 1958 brochure. 
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ROFIT PULL 





1958 Johnston reel mowers are made to exacting 
standards, built to smoothly cut the finest lawns 
for years and years, New 6 Blade reel with 20% 
additional cutting capacity is a powerful sales 
feature. Available are standard and trimmer 


ia) 


models, deluxe and budget units. 


18” J-Special—Smooth 
cutting, Reel type for 
budget buyers, recoil 
Storter, 
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> 


18” ond 21” Lown 
Patrol — Features 
New 6 Biade ree! for 
woveless cutting; dual 
clutch control for con- 
venient operation. 


Soe 


18” and 21” Velva- 
Trim — An ovtstand- 
ing trimmer type mow- 
er with preferred front 
throw ond reer wheel 
drive. 


a re 





Every mower in the compact 1958 Johnston line 
has a sales purpose, will sell. Johnston rotary 
mowers include deluxe and standard models, 
hand and self-propelled units. Exciting new fea- 
tures include exclusive Air Dome Design, Jet 


Flow Discharge, special side trim slot. 


men? 


Sig Ws” > 


18” Stenderd — A 18” ond 21” Deluxe 21” Self Propelled — 
quality mower for the -~— New Jet Flow Dis- Selective, veoriable 
budget buyer Both chorge, New Air Dome speed tronsmission, 
front ond side trim, 4 Design, exclusive side front and side trim, 
cycle with recoil. trim slot offset wheel design 
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SUBURBAN _— PARKSIDE 


5-Year Warranty 


on top sellers... 





All-in-1 Set 


4 individually adjustable 
sprinklers, Siamese, Couplings 
and Caps for do-it-yourself 
sprinkler system at only 
$8.89 List—sells hose, too! 





Free Goods 


Pistol-Grip Nozzle 
($1.50 Seller) FREE 
for every 3 Warranty 
Cards bearing 
dealer's name. 


*Tell us where to 


For more information use Handy Return Card, Page 97 


Cash Cart 


Profit-Boosting 
Merchandiser /Assortment 
—proved through two 
years, repeated by 

> dealer-demand. 


our promotion... 
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Program that on you! 


shararas 


to meet every need, any price! 


Ss Ss 


Economy Nozzle a “Bubble’’ Cards 


All brass with colorful collar ae = - Hose Accessories in choice of 
and replaceable packing — cw ; individual pilfer-proof cards 
+. 


only 85c List or display boxes. 





Promotion (vondovibealed in YOUR area 


Q 
COLOR ADS i» FEATURING — 
in national magazines | es ALLENCO GPRIN 











aimed to sell ALL 
your garden stock 
PLUS newspaper 
ads where dealers 
stock ALLENCO 


available only 
through you, DISPLAYS 


PLUS ads in Bunting —_— that bring ‘em in and ring 
System PLUS... your Cash Register! 


order from your jobber NOW! W. D. ALLEN MFG. CO. 


Room 500 Alilenco Aildg. 
566 W. Lake St. * Chicago 6 
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INDUSTRY NEWS 


Wholesalers and Manufacturers to 
Meet in New Orleans, April 13-17 


WHOLESALERS and manufactur- 
ers will return to one of their 
favorite meeting places April 13-17 
when the annual joint convention 
of the Southern Wholesale Hard- 
ware Association and the Ameri- 
can Hardware Manufacturers As- 
sociation convenes in New Orleans. 

As in the past, convention head- 
quarters will be the Roosevelt 
Hotel, but three other leading New 
Orleans hotels—Monteleone, Jung, 
and New Orleans—will cooperate 
in accommodating the convention 
crowd with a combined guarantee 
of nearly 1200 rooms. 

Convention registrations were 
mailed by the two associations on 
December 7 and the New Orleans 
hotels started entering reserva- 
tions for the convention on Decem- 
ber 9. All requests for reservations 
should be sent direct to the hotels 
as the two associations will exer- 
cise no control over room alloca- 
tions, and will not handle indi- 
vidual requests for rooms. 


Similar Schedule 


The general convention schedule 
will follow much the same pattern 
as in the last two or three years. 
The advance registration plan will 
be used, with on-the-spot registra- 
tions to begin on Sunday, April 13. 

It is expected that the conven- 
tion will officially open with the 
Presidents’ reception on Sunday 
evening, April 13. An informal 
“contact session” for all whole- 
salers and manufacturers will be 
held on Monday morning. 

The joint opening convention 
session will be held on Monday 


12 


evening with business meetings 
scheduled for Tuesday and 
Wednesday mornings with the con- 
cluding session of the Southern As- 
sociation on Thursday morning. 


. 


Scott Hudson Ill Joins 
Reid H. Cox Co. 


ReEIp H. Cox, president of Reid 
H. Cox & Co., housewares manu- 
facturers representatives covering 
the Southeast, announces the as- 
sociation of Scott Hudson III with 
the firm. 

Hudson attended the University 
of Georgia and was formerly with 
Warner Brothers. He will be in 
charge of sales promotion and ad- 
vertising. Reid H. Cox & Co. repre- 


Scott Hudson 


sents such lines as American-Bilt- 
rite, Ballonoff, Bell & Howell, Bis- 
sell, Brookpark, Enterprise, Cream 
City Division of Jones & Laughlin 
Steel Corp., Hamilton - Skotch, 
Loma Plastics, Lincoln Beautyware 
and The Silex Co. 


It's a Gold Melnor Sprinkler! 


Melnor Industries’ South and Southwest sales representatives gather for a group 

picture with Meinor's “Golden Girl" and the 18K gold sprinkler. From left to right: 

Ralph Duval, Bob Folsom, Ed Hoge, the “Golden Girl,” J. V. Folsom, and 
George McDuffie 
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Strong selling features! 


® Foot pedal controls; right foot 
selects forward or reverse motion; 
controls speed; safety pedal con- 
trols blade 

® Blade stops instantly when left 
foot is lifted from pedal 

® Rear-wheel drive provides posi- 
tive individual traction from either 
wheel; no spinning, slipping or scuff- 
ing 

® Maximum stability due to low 
center of gravity and unique rigid 
frame design 

® 12” full-pneumatic tires for bet- 
ter traction, easier steering 

@ Highly maneuverable, shortturn- 
ing radius, quiet operation 

@ Rear-mounted engine; heat, 
noise and fumes are kept away from 
operator 

® Trims close on both sides 

@ 4 easy cutting-height adjust- 
ments 

® Simple hitch for attachments 


® Easy access to engine and drive 
mechanism 





what you get with the new ROTOR 
CHIEF Rider. A clean-cutting, 
close-trimming rotary, it’s a great 
addition to an already great line! 
And, in addition, Savage gives you an unbeatable selling 


The mower for “take-it-easy’’ customers eepten. Svs , an 
“a ” program: Early Order Discount, Demonstrator Plan, Co-op 
.»-and make-it-easy profits! Advertising, powerful consumer advertising schedule plus 


merchandising aids. This year, more than ever before, the 
profit-full line is the Savage line! For information, contact 
your nearest Savage distributor or write: Savage Arms Cor- 
poration, Lawn Mower Division, Chicopee Falls, Mass., U.S 





Top-of-the-line mower! Lots of get-up-and-mow,; lots of fine 
selling features that are years ahead of those found on other 
riders. Easy-living’s what customers want —and easy-selling’s 


Write for free, colorful brochure showing the 1958 line of Savage lawn care equipment 


MADE BY THE MANUFACTURERS OF WORLD-FAMOUS SAVAGE FIREARMS 


You name it; Savage makes it! Full line: RIDERS, ROTARIES, REELS, HAND-MOWERS and SWEEPERS 


6 ROTARIES aw & 6 REEL-TYPES *\ 5 HAND MOWERS 
| : 2 LAWN 


18”, 21” and 26” /} \ All self-propelled. 16” & 18” cut 

cut, including Z 18” and 21” cut Tubular steel 
riding-type, , = including a f . or hardwood SWEEPERS 
self-propelled ih . riding ree! ; ' handles 30”, 8 bu 
and electric type with { capacity 
models. 1” cut \ “~ 25", 6 bu 
capacity 





Farmers are easy to sell when 


"USS AMERICAN 
BARBED WIRE 


RANGER—A_ new high-strength 
barbed wire at less cost. Has 20% 
more tensile strength than conven- 
tional barbed wire. Ranger is long- 
lasting .. . easy to string. Wound 20 
rods per spool. In 2-point and 4- 
point styles. Line wires 13% gauge 
with 14-gauge round barbs 


For more information use Handy Return Card, Page 97 


USS AMERICAN 
BALING WIRE 


Meets the requirements of automatic 
pick-up balers. Holds bales tight and 
neat, yet bends and ties easily. Coils 
unwind without tangling. No splices 

od m baler. Easy to load. Water- 
tight cartons for easy, safe storage. 


USS GRIPTITE STAPLES 
and TC! WIRE NAILS 


USS GRIPTITE Staples have true 
nail point and a flattened head. 
Have greater holding power. You 
get more staples per pound. Both 
staples and nails now packed in 
easy-to-open, easy-to-handle light- 
weight fibreboard NAIL CADDY. 
100 Ibs. net in each caddy. 
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you carry brands they know— 


) USS TENNESEAL V-Drain ROOFING ( j77 





} USS AMERICAN FENCE 


ARMERS AND RANCHERS trust a brand they know, especially 
if that brand has proved itself on their own farms or on 
the farms of their neighbors. 

Over 2 million farm buildings have been covered with steel 
roofing made by TCI in the past 31 years. You know the TCI 
brands, USS Tenneseal Roofing and USS Corrugated Roofing, 
must be highly regarded to have established a record like that. 
And there is more USS American Fence in use than any other 
brand. You do not have to push these quality products to your 
customers; they almost sell themselves once their names are 
known. 

Why don’t you let these popular products help you sell your 
customers? Tenneseal Roofing, American Fence and the other 
well-advertised TCI products shown below can help attract 
good customers who value top-quality steel products for their 
farms or ranches. It pays to buy from TCI. 














TENNESSEE COAL & IRON DIVISION 
United States Steel Corporation, General Offices: Fairfield, Alabama 


District Offices: Charlotte * Fairfield * Houston * Jacksonville * Memphis * New Orleans * Tulsa 


Quality Steel products for the farm 


USS AMERICAN 
POULTRY NETTING 


Free for 
Your Customers 


If you stock USS Tenneseal Roof- 

ing and USS American Fence, we 

will furnish you with as many 

copies as you need of the new 

Farmers and Ranchers Handbook 

, imprinted with your store name 

Made from true-gauge steel wire that is : and address. Just about every- 
heavily galvanized to resist rust and cor- body visiting your store will want 
rosive action of chicken yard acids. Unrolls 4 a free copy of this valuable book- 
like a carpet and stretches up without a — : let. It is full of interesting infor- 
kink or bulge. Remains straight and true. mation for the farm family. 2» 


Made in one-inch and two-inch mesh, * a also a complete catalog of 
No. 20 gauge. TCI products you carry. 
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- Profit from Hayes Advertising — 


in leading home and garden magazines 





MAGaTine 





POPULAR 
MECHANICS 







They “pre-sell’’ your customers 
on Hayes Spray Guns...help you increase 
Sales of garden chemicals! 


Striking color ads appearing regularly in these consumer 
magazines will be telling the story of Hayes superiority 
all season long... 

. .. Showing the home gardener how the Hayes mixes, 
proportions and applies garden chemicals more efficiently 
than any other type of garden sprayer. . . 

... featuring the famous OK’d tag that lists the out- 
standing chemical companies that have approved Hayes 
spray guns for proper application of their products. 


Other promotion, too! 
“Silent Salesman” metal display racks for convenient 
presentation of Hayes sprayers . . . designed to catch the 
attention and interest of home gardeners... produce 
impulse sales ... save personnel time, too. 
Flower and garden 16mm color movie films avail- 
able on loan without cost to garden clubs and other 
organizations. 
Free full-color consumer folders and catalog sheets, 
ad mats, news releases, broadcast commercials, etc. 
Plus... 
Regular advertising in the leading garden supply trade 
magazines to show you how to increase sales of garden 
chemicals by stocking, displaying and featuring Hayes 
spray guns. 
See the complete line of Hayes Order today from your jobber 
spray guns at the National Garden 
Supply Show, February 2, 3, 4 — — 
Booth No. 110, Coliseum, New York Hayes Spray Gun Company Ser 
Since 1934 Ga 
World’s Largest Manufacturer of Garden Hose Sprayers 
98 N. San Gabriel Blvd., Pasadena 8, California 
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BUILD MORE SALES 
WITH THESE GLADDING EXTRAS 


FREE CUSTOMER BONUS 


GLADDING HINGE-TOP 
POCKET LURE BOX 


furnished FREE with these lines: 
Aerofloat Fly Line 
Aqua Sink Fly Line 
Steelheader Fly Line 
Invincible Nylon casting line 
Gladding Platyl 
Gladding Monobraid 


® Pocket-size e Transparent 


e Unique slot arrangement instantly adapts to holding 
Flies, Bass Bugs, Spinning Lures, Plugs 


NEW SNAP-LOCK SPOOLS 


All Gladding Lines are on snap lock spools. Snap off spools for 
the length of line your customer wants, eliminate time spent in 
line measuring. Spools snapped together 


make filling reels easy. 
GLADDING 


\ 


HANDY DREADNAUGHT 


COUNTER DISPLAY 


These four attractive self-service dispensers can be displayed as 
a unit or hung individually from pegboard. Display holds four 
dozen spools of Dreadnaught braided nylon casting line. 1 Dozen 
each 12, 15, 20, 25 Lb. ik ...... List $49.20 





HIGH ON YOUR 
BEST SELLER 
LIST: 


GLADDING “CLOSED FACE” LINES 


* Measured to fit popular closed-face reels Put up: Each line in 
* The line with the built-in alarm individual plastic 
* New dispenser box vest pocket dispensing box 








Gladding Platy : Line: Monobraid 
Water Mist : + + + , + Color: Mist Greer 
Keta d5.UU) 2 S2.19) 2.1 























GLADDING BUB-L-ETT 


The floating baby taper at a low price 

* New favorite among level line fishermen 

* Combines 45-foot floating taper with 75-foot fray-proof Monobraid backing. 

Colors: Water Green or Nite Wite fly line, Mist green backing: Multicolor (Camouflage) 
with multicolor backing. 


Put up: The Monobraid backing is on a central spool with fly line section coiled on spokes 
for easy transfer to the reel. 





Weight 
Reta 




















GLADDING SEA ’N’ SURF 


Braided Dacron* Sait Water Line 
* Absorbs ‘strike shock’’ 
* Controlled stretch for instant setting of hook 
* Fib’r-Lubed for greater wear 


Color: Light sand, Green spot 


Put up: 50-yard Snap-Lock spools, 6 in a hinge-top plastic box. Any length up to 1200 yards 
on individual spools. Two Line Savers free in each box of 20 Lb. test and over. 


= ma T 9 a = or 
Lb. Test 12 | ] | 2 » | 4 | 663 Ut SC 108 
r em — re _ 
| Retail per spool | $1.25 355 | 1.45 1.6 180 | 220 | 24 3.30 


*DuPont polyester fiber 














NEW GLADDING LINE SAVER 





GLAQDAING 


FAMOUS FOR 141 YEARS 


G LA 2 D ! & G The imported invisible monofilament 
Cc L EA R Oo an * Takes on water color—a true chameleon line 


* Limp, supple and stabilized to control stretch 
Color: Water-Clear 


Put up: 100-yard Snap-Lock spools; to 40 Lb. test, 2 or 6 in a plastic box; 50 Lb. test up, on 
jumbo Snap-Lock spools, 6 in a box. Two Line Savers in each box of 20 Lb. test and over. 





Lb. Test |. 4 76 |] 8 | wo | i [ 15 | 20 
Retail per spoo! $90 | 100 | 110 | 135 | 155 | 175 | 190 


Lb. Test 2 | 30 | 40 50 
Retail per spool $2.50 | 3.10 | 360 | 4.30 























GLADDING STEELHEADER 


The tapered fly line for deep fishing 

*« 45-foot weight forward torpedo taper with a lead core braided into the head 
¢ 75-foot braided nylon backing 

¢ Gives longest, bullet-like casting quick, even sinking 





Color: Fly line Dark Green, backing 
Bright Orange for easy vision Size ~~ No. 1 Heavy | No. 2—Extra Heavy 


Put up: Each taper on dispensing reel in [Retail each 40 vards | 3395 i "$8.95 
new hinge-top plastic fly box ~aenmemnen nn ” 


The head-weighted troiling line 


« Combines heavy weight needed for deep trolling with extra tensile strength 
« Ample backing for far-ranging fish 
« Fib’r-Lubed for longer life 


Color: Each 10 yards metered in different Lb. Test—30 yds. lead core head | 18 wo] 4% | 60 
colors. nylonbacking |. 18 | 27 | 45 | 54 
pecuing |. 16 j < | 
Put up: Snap-Lock spools. Each line in plastic box Total yds. per box 100 | 100 | 130 | 130 
with two Line Savers. Retail per box [$3.50 | 3.75 | 450 | 5.00 





+ 














GLADDING PLATYL KNOTLESS TAPERED LEADERS 


¢ for Trout, Bass, Steelhead, Salmon 
e Each in cellophane envelope 
Put up: one dozen leaders of one size and color in a plastic hinge-top box. Fits vest 
pocket 
List per Dozen Colors 

]¥2-foot trout leaders $7.20 Water Mist and Multicolor (Camouflage 

9-foot trout leaders 9.00 Water Mist and Multicolor (Camouflage 

9-foot salmon leaders 12.00 Water Mist 


GLADDING PLATYL LEADER MATERIAL 


¢ Stronger than other monofilament of the same diameter 
e Lies flat—stays flat 


Colors: Water Mist and Multicolor (Camouflage) ; be , 
° _— ao al 
:, Put up: 1 dozen coils of a size to a box. Also furnished—at no extra charge—on 8 and 
12 peg boards—one dozen to a peg 





Make sure you have the New 


























Here are fans with all the glamour and sparkle 

of today’s square, slim modern look. Smart decorator 

colors of mocha brown . . . off-white high FASCO INDUSTRIES, INC. 

impact resistant plastic diffuser grille . . . gleaming North Union and Augusta Streets 

gold instrument panel make the deluxe fan a sure Rochester 2, New York 

sales winner. All other models are equally as modern ow a oe 
with the slim trim look. Just seven Fasco models Trim took 

are all you need to give a complete selection to your 
customers. There’s a fresh look all about Fasco— 
new line—new prices—new sales policies. Send 
in the coupon for beautiful color catalog and Street_ c 


Name 


Company 
complete information. City — Stot 
ee — e 
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INDUSTRY NEWS (Continued from page 12) 


SHGA Meets in Southern Pines 


MEMBERS of Southern Hardware 
Golf Association met for their 
second annual tournament Novem- 
ber 14-16 at the Mid-Pines Club in 
Southern Pines, N. C. To the 100- 
strong on hand this year’s event 
was even better than last year’s 
notable first meeting. A. L. Low 
and Richard G. Woolworth shared 
medal honors, while Low went on 
to win out in the championship 
flight over W. N. Dixson, Jr. 





Officers for 1958 


President 
Douglas Franck 


First Vice-President 
Cc. E. Hamilton 


Second Vice-President 
J. J. Wallace 


Secretary-Treasurer 
H. M. Worthington 


Chairman, Executive 
W. N. Dixson, Jr. 


New Members of the 
Executive Committee 
J. W. Sheffield 
Lester L. Kennedy 
H. M Hanson 











Pictured above are a number of the manufacturers and wholesalers who attended 
the recent SHGA tournament: Howard Owens, Ed Byrd, John Sheffield, Nelson 
Hall, Worth Plyler, Dick Woolworth, W. N. Dixson, Hal Smith, George Berry, George 
Holbrook, Jim Allison, Dan Frey, Max Roebuck, Charlie Smith, Bill Sewert, 
Randy Osburn, John Wright, Howard Holland, and Arnold Townsend 


Shown above is A. L. Low, left, tourna- 
ment champion and Bill McCullough 
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There’s just one sure way to increase file sales 


MILL BASTARD — 4, 6, 8, 10 and 12 inch, single-cut. For many 
sharpening applications, finishing brass, bronze, steel. Also for lathe 
work and drawfiling. Good general-purpose finishing file 





TAPER — SLIM, EXTRA SLIM, DOUBLE EXTRA SLIM — 5, 6 and 
7 inch, single-cut. For sharpening hand saws with 60° angle teeth 
Can be used for hand and machine filing 


ROUND SMOOTH DOUBLE-CUT CHAIN SAW — 8” x 3/16", 7/32", 
1/4”, 9/32”, 5/16” and 3/8”. Smooth, velvety, chatter-free file 
for round-hooded chains. 1/4” generally most populor 


FLAT BASTARD — 8, 10 and 12 inch; HALF ROUND BASTARD — 
8, 10 and 12 inch; ROUND BASTARD — 6, 8, 10 and 12 inch. All 
double-cut. For stock removal on metal and other materials where 
finish is not important. For finer finishing, specify same size files in 
Second Cut and Smooth Cut 


HALF ROUND WOOD RASPS — 8 and 10 inch. For use on wood 


and other relatively soft substances requiring fast stock removal 


HANDY FILE — 8 inch. Single-cut on one side for sharpening and 
smoothing. Double-cut on the other for fast stock removal. Has 
distinctive orange-colored handle shaped to fit the hand. Handle 
also has hang-up hole. 


ROTARY MOWER — One of the fastest-selling files of ail time 
Designed to sharpen rotary lawn mower blades exclusively. Opens 
a big new file market. Comes in attractive plastic case. Handle has 


convenient hang-up hole 


These are the styles most customers need. Black Diamond is the brand they want. 
Feature this brand and these styles. Get fastest turnover—and full profit. Keep a 
balanced stock on hand. Order the types you need from your regular wholesale 
distributor. He'll see that you get fast delivery. 


% 
NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND S 


(in Canada. Nicholson File Company of Canada Ltd, Port Hope. Ontario 


ND FILES tvecy porvose 
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THE BIGGEST SELLING CAMPAIGN 
IN LAWN SPRINKLER HISTORY! 


GET FULL DETAILS FROM 
YOUR WHOLESALER OR 
SCOVILL SALESMAN. 


POS Ecce. 


Sales increases of up to 300 
were reported by dealers last 
year. You can do the same—or 


better in 58! Stock up... pro- 


i “ 
National Advertising In-Store Aids Window & Counter Card 
There's never been a sprinkler Almost 70 of hardware sales This color 

campaign so big, so different, so are made on impulse. Gree 
great. And it’s all designed to pre- units like this Counter Rack w 
sell the Green Spot line for you! help you get your share! 


mote ... sell. Cash in now on 
ot Greer o yy, . 
ill while the eye-catching or the big swing to GREEN SPOT. 


card will de 


g MW Spot » scovns 


SCOVILL MANUFACTURING COMPANY, WATERBURY, CONN, 
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push-button Magic for 
\ \ | A 


New/ stopPinc POWER 
FOR CUSTOMERS—AND FIGHTIN’ FISH 


This year—with a complete new line of push-button reels— 
Shakespeare “push-button magic’ can mean more sales volume 
for you than ever before! Every reel has the outstanding engi- 
neering features that made last year’s No. 1775 WonderCast 
the “hottest” selling reel in America... and for '58, here’s the 
powerful new No. 1777 with 10-Ib. line . . . designed to fill the 
demand for a heavy-duty push-button reel. 


NO. 1777 LOADED WITH 10-LB. TEST MONOFILAMENT 
Here’s stopping power fishermen want, the “workhorse” of the push- 
button family in beautiful new golden bronze finish. All the fine engineering 
features of the WonderCast, pilus carboloy pick-up pin with 100 $2395 
yds. of 10-Ib. line. 

Also available: No. $055-12. Extra spool with 75 yds. 12-Ib. test line $3.50 


FOUR PUSH-BUTTON WONDERCAST REELS—STOCK 'EM ALL! 


SALES POWER! 


No. 1775 WonderCast. Set new sales 
records in '57...destined for even 
greater sales success in ‘58. No. 1775 
with 6 Ib. monofilament installed (ap- 
prox. 100 yds.) 


DEMONSTRATION POWER 
Tie in and cash in on Shakespeare's sales 
building push-button promotion with this 


PROFIT POWER! 


No. 1776 Deluxe WonderCast. For the 
fisherman who appreciates and wants 
the very best. In beautiful new golden 
bronze finish with carboloy pick-up pin 
No. 1776 with 6 Ib. line installed (approx. 
oh eee 


display—iast year one of the biggest sales- 


makers in the business. It's free! For details 


Name 


see page 25 of 1958 Illustrated Price List. 


THERE'S MAGIC 
IN THE NAME 


Address 


Shakespeare City 
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TRAFFIC POWER! 


No.1774 WonderCast. Exclusive Shake- 
speare “push-button” engineering fea- 
tures at a bargain price! Ideal for traffic 
building combination sales. No. 1774 
with 6 Ib. line installed (approx. 100 
yds.) : $ 


SHAKESPEARE COMPANY 
Dept. SH-1, Kalamazoo, Michigan 
Please send me a copy of the Shakespeare 1958 I/iust 


State 
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INDUSTRY NEWS 


Fayette R. Plumb Names 
District Sales Manager 


THE APPOINTMENT of L. Grady 
Gardner to the sales organization 
of Fayette R. Plumb, Inc., is an- 
nounced by William P. Gillespie, 
sales vice-president. Gardner has 
been appointed to manage the dis- 
trict made up of Virginia, West 
Virginia, North and South Caro- 


L. Grady Gardner 


lina, eastern Kentucky, and eastern 
Tennessee. He lives in Greensboro, 
N. C., and will make his head- 
quarters there. 

Prior to taking over his new 
duties with the Plumb organiza- 
tion, Gardner served as manager 
of a sales district for a leading 
manufacturer of hardware and 
hardware specialty products. 


* 


Manufacturer of Mirro 
Products Changes Name 


On JANUARY 1, 1958, the Alum- 
inum Goods Manufacturing Co., 
makers of Mirro products, was to 
change its corporate name officially 
to the Mirro Aluminum Co., ac- 
cording to W. F. Bugenhagen, com- 
pany president. 

The present name has been used 
since 1909 following the merger of 
the Manitowoc Aluminum Novelty 
Co., the Aluminum Manufacturing 
Co., and the New Jersey Aluminum 
Co. 

The company feels the new 
name establishes quick identifica- 
tion for all its divisions and pro- 
vides brand identification every 


26 





time the name is mentioned or 
printed. There is also a better tie- 
in with Mirro brand labels. 


o 


O'Neill-McNamara Is 
100 Years Old 


O’NEILL - MCNAMARA Hardware 
Co., hardware wholesalers with 
headquarters in Vicksburg, Mis- 
Sissippi, celebrated its 100th year 
of service during October. A 
special edition of the Vicksburg 
Evening Post was dedicated to that 
city’s “oldest business firm.” 

The business was founded in 
1857 by Louis Hoffman. That en- 
terprise. was purchased by the 
present ‘company in 1918 and the 
business has continued without in- 
terruption. 

Officers of the firm are: J. Cyril 
O'Neill, president; C. J. O'Neill, 
Jr., vice-president; and C. J. 
O’Neill, III, secretary. 


° 


Standard Steel & Wire 
Appoints Representative 


STANDARD Steel & Wire Corp. of 
N. Y. announces the appointment 
of the E. L. Hornibrook Co., of 
Avondale Estates, Ga., as repre- 
sentative for its line of welded 
and weldless chain, chain link 





The Estwing Saga 


Ernest Estwing, president of the Est- 
wing Manufacturing Co., is interviewed 
by Drew Pearson for his new television 
film series "New Horizons," a series de- 
voted to the saga of the American free 
enterprise system. Pearson discusses 
with Estwing the invention of the un- 
breakable hammer and hatchet 





(Continued from page 22) 


fence, steel and aluminum, manu- 
facturers and merchant wire and 
welded wire fabric. Hornibrook Co 
will cover North Carolina, South 
Carolina, Georgia, Alabama, and 
Eastern Tennessee, 


+ 


Death Comes to Founder 
of Coleman Organization 


W. C. COLEMAN, founder and 
chairman of the board of directors 
of The Coleman Co., Inc., Wichita, 
Kans., died in Wichita November 2. 
He was 87. An inventor, industrial- 
ist, and lay church leader for more 
than half a century, Coleman was 
best known for the gasoline lamps, 
lanterns, and portable stoves which 
bore his name. 


W. C. Coleman 


Coleman relinquished the presi- 
dency of the company in 1951 and 
was succeeded by his eldest son, 
Sheldon Coleman. As chairman of 
the board of directors, the senior 
Coleman retained an interest in all 
phases of the business. 


. 


Massie-Wendling Named 
to Handle Boston Lines 


THE Boston Woven Hose & Rub- 
ber Co., division of American Bilt- 
rite Rubber Co., Inc., Boston, 
Mass., has appointed the Massie- 
Wendling Co., Dallas, Texas, as 
sales representative for Boston’s 
lines of rubber floor and stair cov- 
erings, garden hose, and tape, in 
the states of Texas, Oklahoma, 
Arkansas, and Louisiana. 
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No. 25 (Above)— Easiest instalied latch on the market. 
No. 26 (Left)— Easy installation, beautiful styling. 
No. 27 (Above, Left)—Styling pilus exterior locking. 


From the one great name in locks and hardware... 


Yale Screen and Storm 


Door Latches 


it-yourself buyers. Only one hole t« 


Yale adds three entirely new screen and storm door 
latches to its quality line to give your customers a wider 
choice of styling, finish and function...to promote your 
sales and profits. 

All three feature positive latching action, yet all have 
the easiest latching action you ever saw. Finger-tip but- 
tons lock them firmly from the inside. No. 27 has a 
compact cylinder lock for securing or opening door from 
the outside. And their easy installation will attract do- 


Just mention Yale and make the sale 
SOUTHERN HARDWARE for January, 1958 


» drill, no mortising 
required for Nos. 25 and 26. 

They’re rugged and weather-resistant in polished 
brass or aluminum finish. The styling compliments the 
finest home appointments. Builders like them, because 
there’s no “makeshift” look about Yale’s new screen and 
storm door latches 

For details, write: The Yale & Towne Manufacturing 
Company, Lock & Hardware Division, White Plains, N.Y. 


vace ne Vv & PAT. OFF 


ALE & TOWNE 
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Morrow-Thomas Hardware Co. 
Moves to New Headquarters 


MorrowW-THOMAS Hardware Co., 
wholesalers with headquarters in 
Amarillo, Texas, is operating from 
new headquarters which afford the 
company more than 100,000 square 
feet of warehouse space. The com- 
pany closed shop in the old loca- 
tion on August 31 and opened the 
new offices and warehouse on 
September 9. 

Officers and directors of the 
firm were hosts at a formal open- 
ing on October 5 and 6. Several 
hundred dealers, business associ- 
ates, and other guests were shown 
through the new facilities of the 
company. 

Located on an 18-acre site, the 
company has extensive parking 


facilities in front and along the 
side of the new headquarters 
building. 

In the move from the old quar- 
ters, warehouse space was in- 
creased 50% for the 50-year-old 
company. In addition the new 
building affords more spacious of- 
fices, a large display room, con- 
ference room, and snack bar for 
customers and employees. 


Officers 


Officers of the company are: 
Paul Meador, president; Fred Sulli- 
van and Jack Husbands, vice- 
presidents, and A. D. Cates, secre- 
tary-treasurer. 


To build these adjustable racks company used %", 1" and 11" pipe and 
tube strut clamps 


28 


(Continued from page 26) 


Orders are gathered on specially de- 

signed carts. Order can be checked 

without spreading it out on a packing 

table. One entire handling operation 
is saved 


Sherwin-Williams Reports 
Record Gains in 1957 


SALES AND EARNINGS of the Sher- 
win-Williams Co. reached an all- 
time high during the fiscal year 
1957 which ended August 31, ac- 
cording to the report to stockhold- 
ers issued recently by President 
Arthur W. Steudel. Sales for the 
year amounted to $257,807,442. 
This total is 5.9 percent greater 
than in 1956, the previous record 
sales year. 

Steudel pointed out that “these 
sales do not take into account the 
cans, pigments, colors and chem- 
icals of these producing divisions 
of the business, which materials 
are manufactured for our paint 
factories and affiliated companies. 
They also do not include the sale 
of our products to branches.” 
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IN 
FASTENERS 
SOUTHERN IS 


fic? 


Handle the full Southern line bearing 
the EZ to Ce fool proof labels for 
faster, more profitable sales .. . Your 
customers know that USA-made Southern 
Screws are dependable fasteners, 
precision-made of only the finest 
materials .. . In Phillips or slotted, 
Southern Screw quality brings customers 
back — produces more traffic, 

more profit for you! 

Write for our new Package Stock Guide. 


Address: Southern Screw Company. 
P. O. Box 1360, 
Statesville, North Carolina 


WOOD SCREWS e STOVE BOLTS 
MACHINE SCREWS & NUTS 

A. B. C & F TAPPING SCREWS 
WOOD DRIVE SCREWS 


WAREHOUSES: NEW YORK 
CHICAGO, DALLAS,LOS ANGELES 


SOLD THROUGH LEADING it 
WHOLESALE DISTRIBUTORS ? SCREW COMPANY 
STATESVILLE > NORTH CAROLINA 
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INDUSTRY NEWS 


Hugh Cochrane Joins 
Fry-Holbrook & Co. 


HuGH H. CocuHRANE, Charlotte, 
N. C., has joined the firm of Fry- 
Holbrook and Co., manufacturers 
agents, Dan M. Fry and George C. 
Holbrook, Jr., announced recently. 

Cochrane will handle the com- 
pany’s activities in North and 


Hugh H. Cochrane 


South Carolina with headquarters 
at Charlotte. The firm represents 
a number of general hardware 
manufacturers and maintains its 
general offices in Atlanta, Ga. 
Cochrane until recently was as- 
sociated with Allison-Erwin Co., 
Charlotte wholesale distributors. 


. 


Moore-Handley Holds 
Merchandise Marts 


MooreE-HANDLEY Hardware Co. 
will hold its fifth Merchandise 
Mart January 13-17, according to 
W. W. French, Jr., president. Marts 
will be held in both the Birming- 
ham, Ala., and Nashville, Tenn., 
locations of the wholesale organiza- 


tion. 
+ 


Large Number to Gather 
for Annual NHMA Exhibit 


MORE THAN 25,000 buyers, manu- 
facturers, and other industry repre- 
sentatives will gather in Chicago 
January 16-23 for the 28th NHMA 
National Housewares Exhibit. The 
show will fill all available space in 
the North and South Halls of Chi- 
cago’s Navy Pier and in the ad- 


30 





jacent Drill Hall, according to 
Dolph Zapfel, secretary of the Na- 
tional Housewares Manufacturers 
Association. 

Free bus service between Navy 
Pier and Loop and North Side 
hotels, to serve buyers and ex- 
hibitors, will more than double 
that of last year, Zapfel stated. 


. 


John T. Everett Occupies 
New Atlanta Warehouse 


JOHN T. EVERETT & Co. recently 
moved into its new and larger 
warehouse in Atlanta, Ga., and is 
now servicing its wholesaler cus- 
tomers from 518 Western Ave., 
N.W., according to W. N. Wilker- 
son, president. 

The new location is a 10,000 
square foot masonry building, 
sprinkler equipped, with two rail 
doors and a truck dock. A large 
air-conditioned office and a tele- 
type line to the Memphis head- 
quarters are among the other fea- 
tures of the facility. 

John T. Everett & Co. maintains 
stock for the benefit of its whole- 
saler customers in new and modern 
warehouse buildings in Houston, 
Atlanta, and Memphis. 


(Continued from page 28) 


George Avant Joins 
Southland Mower Co. 


THE SOUTHLAND Mower Co., Sel- 
ma, Ala., announces the appoint- 
ment of George Avant as merchan- 
dising manager. Avant formerly 


George Avant 


was associated with a mail order 
organization for 17 years in the 
sales and merchandising depart- 
ments, according to the announce- 
ment from the company 


Chapman Reps Attend Royal Sales Meeting 


S 


ROYAL ne ice 
. ~ se a =, 


, ~ 


eX ‘te 


ait 1. a 


Attending the national sales conference of Royal Electric Co. held recently in 


Pawtucket, R. I., 


are representatives of Cary Chapman & Co., of Atlanta, Ga. 


Left to right are Robin R. Redmond, Robert W. Chapman, C. R. Taylor, W. H. 

Maxwell, Jr., R. E. Barnes, Eric K. Wadsworth, D. C. Sciviey, Jr., F. A. Zeller, 

Cary W. Chapman, D. W. Oldham, and G. W. Allen. Royal President R. A. Riesmon 

presided at the various sessions which were attended by approximately 76 sales- 

men from the company's nationwide organization of 34 sales agency offices, 
and 30 headquarters’ office and plant personnel 
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the sprinklers 


with the 


a 


features 


NELSON 
WHIRLING 
SQUARE 


* On easy-to-move, non 
tipping wheel bose 

* Diol setting controls 
sprinkling orea 

* One-piece cast head ond 
arms with bronze head bearing 
* Sprinkles 42° x 42° oreo 
up to, not over wolks 
foundations, drives 

* Rustproof, guoranteed 
boxed with performance 
data chort 


NELSON DIAL-A-RAIN- 


* Fool-proof dial provides fingertip selection of sprinkling NELSON 
area without loosening screws. POPPY 

* Rainlike spray covers 43’ x 51’ area on “Full” setting. >Cincitieninatesd 

* Large water motor, with disk-type impeller, gives smooth arms turn on self -lubricated 


operation at low pressures. brass head bearing 
* Whirls water over 42 


* Jet nozzles throw positive water stream. ea sa 
* On wheeled base for 

Each Dial-a-rain is packed with a guorantee card and performance easy moving 

chart that shows area covered and time required to put down lof water * Rustproof, guaranteed 
packed with 
pertormance tables 





Whirling Sprinklers * Oscillating Sprinklers 
Stationary Sprinklers * Sprays * Underground Sprinklers 


NELSON 
CLIPPER 


Nozzles * Couplings * Menders + Hose Accessories 
= * Brass head and arms turn on 
Washers « Fittings * Clamps self-lubricated head bearing 
+ Wide base; rustproof 
WRITE FOR COMPLETE CATALOG o Cavan eoan to 29 demates 
4 with uniform spray 
. Packed with colort ul gvorantee 
and performance data chart 


( NELSON ) 


SINCE 1911 


L.R.NELSON MFG. CO, INC. 


PEORIA, ILLINOIS 
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@ Feature this 
winning combination 


TRUMP 


GARDEN TOOLS 








Wy 








winning increased sales and 
profits when you handle Trump 
garden tools. The Trump line 
offers a tool for every garden 
purpose...a price range for 


most every prospect. * 


You're holding all the cards for | 





TRUMP Deluxe 


Here are fine, professional-type tools for 
real gardening enthusiasts. Trump Deluxe 
tools are made of high-grade, 16-gauge, 
cold-rolled steel. Metal is attractively finished 
in green; tips are bright polished steel. Hard- 
wood handles with clear lacquer finish. They 
ore superior in quality and balance; the 
materials and workmanship make them equol 
to tools costing far more. 

Complete line includes: 2 trowels, 2 trans- 
planters, 2 forks, 2 cultivators, weed cutter 
and row cultivator; also long handle hoes, 
rakes, and edger. 


No. 802 
Cultivator 


No. 800 
Trowel 


TRUMP 800 Series 


The ideal partner for the Trump Deluxe line. 
These sturdy, low-priced garden tools help 
you sell the individual who's looking for 
price, yet wants dependable merchandise, 
too. Made of 18-gauge steel with turned 
hardwood handle plug. Baked green 
enamel finish. 


Complete line includes: trowel, fork, culti- 
vator, transplanter and weed cutter. 


New! TRUMP 700 Series 


Low priced! Similar in design to 800 series; 
finished in blue enamel with hardwood plug 
handles. Offered as real price leader. 


Sell the complete line of Trump garden 
tools. Order them from your wholesaler, now! 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. « Pascagoula, Miss. + Niagara Falls, Canada 
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INDUSTRY NEWS 


Frank Campbell Retires 
As Plumb Executive 


FRANK L. CAMPBELL, after 50 
years of service in the hardware in- 
dustry, resigned as of November 30 
under the Fayette R. Plumb, Inc., 
retirement plan. He retired as 
director, executive vice-president 
and secretary of Fayette R. Plumb, 
inc.; director and secretary of 
Delta File Works, Inc.; and director 
and secretary of Graham Rotary 
File & Tool Corp. 


Frank L. Campbell 


Starting as an office boy in the 
company’s plant on James Street 
in the Bridesburg section of Phila- 
delphia on September 9, 1907, 
Campbell eventually became office 
manager, then switched to the sales 
department. As a salesman, and 
later as sales manager, Frank 
Campbell traveled throughout the 
United States visiting hardware 
and industrial supply distributors. 
Today he is one of the best known 
personages in the hardware and 
industrial supply field. 

He has been known as “Colonel” 
for many years, having been ap- 
pointed a Kentucky Colonel a 
decade ago. He is also an honorary 
citizen of Texas, a title conferred 
on him in recent years by present 
governor Price Daniel. 

He was a member of the execu- 
tive committee of the American 
Hardware Manufacturers Associa- 
tion, and is a member of the Old 
Guard, Texas Hardware Booster 
Club, Central States Hardware 
Club, Hardware Merchants and 
Manufacturers Association, East- 
ern Hardware Golf Association, 
Hardware Golf Association and 





Southern Hardware Golf Associa- 
tion. 

Mr. Campbell’s home address is 
618 East Durham St., Philadelphia 
19, Pa. 


> 


Reynolds Aluminum Supply 
Expands Miami Facilities 


REYNOLDS Aluminum Supply Co. 
recently has expanded its Miami 
warehouse facilities by an addition 
of approximately 100 percent, ac- 
cording to Paul H. Fox, company 
president. The company has leased 
the building adjoining its present 
warehouse location at 3640 N. W. 
52nd St. 

Robert G. Stuyverson is sales 
manager and Emried D. Cole is 
plant manager of the Reynolds 
Aluminum Supply Co.’s Miami op- 
eration. 


a 


Hyde Appoints Fortier 
Sales Representative 


THE Hype Manufacturing Co., 
Southbridge, Mass., announces the 
appointment of Edward L. Fortier 
to represent the organization’s Fix- 
Up and Paint-Up tools and indus- 
trial knives in the Southeastern 


Edward L. Fortier 


District, including Alabama, North 
Carolina, South Carolina, Tennes- 
see, and Virginia. 

Fortier formerly represented 
large paint manufacturers as a 
salesman and branch manager, ac- 
cording to the announcement. 
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Texas Trade Shows 
Approve Merger Plan 


THE OFFICIAL BOARD of the Texas 
Hardware and Implement Associa- 
tion has given unanimous approval 
to a proposal to merge the South- 
west Housewares-Hardware and 
Recreational Market with the an- 
nual trade show of the association. 

Future trade shows will be held 
in Dallas, using the facilities of the 
new $8 million Dallas Memorial 
Auditorium. The combined show 
will operate under the sponsorship 
of the Texas Hardware and Imple- 
ment Association, which will con- 
tinue to hold its annual convention 
in connection with the enlarged 
display each January. 

The 1958 Show, which opens 
January 19, has already been ex- 
panded to include a machinery sec- 
tion, In addition to the usual show- 
ing of hardware, housewares, 
sporting goods and related items, 
buyers will see farm implement 
supplies, tillage tools, irrigation e- 
quipment, crop dryers, and power 
equipment. 

Buyers from Texas and adjoin- 
ing states in the Southwest trade 
area are invited. 


> 


H. L. Dickson Joins 
Louis Williams & Co. 


Louis WILLIAMS & Co., manu- 
facturers’ agents, Nashville, Tenn., 
announces that H. L. Dickson 
joined the firm effective Novem- 
ber 1, 1957. 

Dickson, who resides in Green- 
ville, S. C., will be territory sales 
manager for the state of West Vir- 
ginia, and parts of Virginia, North 
Carolina, and Kentucky. He previ- 
ously served as sales promotion 
manager for Style-Crafters, Inc. 





H. L. Dickson 
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SELL THESE 


that Cost 

1/3 LESS than 
“OLD-STYLE”’ 
Fencing... 


Gard*N*Beauty 


FLOWER BORDER 


With 14 Slip-In Stakes 


Gard*N*Beauty 


WELDED FENCE 


... and customers 

you attract to your 

store with this much- 

in-demand fencing are also 

prospects for every garden supply 

item you sell . . . so stock up on G&B 


quality products—now! 


Order from your jobber’s stocks, TODAY. 


ger Oy 


GILBERT 2 BENNETT 


GEORGETOWN 1, CONNECTICUT 
BLUE ISLAND, ILLINOIS 


Since 18° 
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IN THE HANDY NAIL CADDY 





All types, sizes and finishes of top-quality DixisreeL Nails come 
to you in the handy Dixisteet Nail Caddy—the specially de- 
signed, reinforced fiberboard container that has taken the place 
of old-fashioned wooden kegs! 











Now when you order Dixisteet Nails you get the latest 
thing in modern packaging—a package that is easier to hardle, 
store, use and display. In a nutshell, a package that is more 
profitable for everyone—from the wholesaler right on down to 

CARPENTER the man who swings a hammer. 

Order, stock, display DixisteeL Nails in the Dixistee Nail 

Caddy—the best thing that has happened to nails in 100 years. 


MAKERS OF 


SINCE 1901 
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Simplified merchandising 


is chief idea 


behind the layout of new Florida store 


Planned Displays 


cre this dealer's answer to competition 


cA STORE, either new or re- 
modeled, planned for more 
effective and more complete dis- 
play pays off in increased profits 
for the general hardware dealer.” 
That is the firm opinion of R. V. 
Martin, Jr., who operates the R. V. 
Martin Hardware store, in Greater 
Miami, Florida. 

“This is especially true in plan- 
ning for a larger volume of in- 
dividual sales in diversified lines,” 
he states. “The diversified lines 
give a retailer stability and make 
him less dependent on any one 
line and less dependent on the 
large-ticket items which are so 
highly competitive pricewise now- 
adays. 

“With chain and specialty stores, 
discount houses and other trade 
outlets taking over more of the 
big-ticket business, the hardware 
dealer must offer modern, dra- 
matic display of broader general 
stocks to make a gain, or to at least 
hold his own, in his bid for gross 
volume against these competing 
industries.” 

The Martin company, well lo- 
cated on a main highway in a 
populous county area between the 


cities of Miami and Hialeah, re- 
cently has built a new and com- 
pletely redesigned steel-and-con- 
crete store and warehouse of well 
over 12,000 square feet capacity on 
the main floor. The two-story 
height permits high ceilings over 
the counter space to cool the store, 
and extensive balconies in the rear 
for office, bookkeeping, and ele- 
vated display space. 


Lal oa 


BE 
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By Hal M. Newsome 


The company has expanded its 
space, and even its formerly large 
stock, by 40 percent. There are 187 
linear feet of window display space 
on the through-traffic route. The 
impressive window display, repre- 
sentative of the numerous broad 
lines carried, is illuminated auto- 
matically at night and is the store’s 
most effective promotion to bring 
in new prospects. Both store win- 


5Bz! 


Fixtures adapted to lines carried, 
mass display of goods, departmentiza- 
tion — all serve as “silent sales- 
men" in the store's 12,000 sq. ft. 
of floor space. At left, two addi- 
tional “salesmen” are illustrated — 
the 187’ window and the parking crea 





Drive-in feature of store's built-on warehouse saves time and money in loading 
and unloading —— heavy materials are placed as near loading point as possible 


At the checkout counter, located near front, seven billing machines and 25 feet 
of counter space provide quick service to a number of customers at the same time 


In the department for awn mowers and other garden and lawn tools, the items 
are displayed to encourage customers to browse around for their gardening needs 


dows and interior display lights 
are controlled by an automatic 
fluorescent system which provides 
maximum accent lighting from 
dusk till midnight, and “safety” 
lighting ’til dawn. This makes the 
store a natural focus of attention 
for passing prospects from a wide 
surrounding and adjoining area. 

By this means, and through the 
greatly expanded and modernized 
display facilities inside the store, 
they have increased their sales 
substantially of a wide variety of 
small and medium-ticket items, 
while holding a reasonable part of 
their big-ticket and maintenance 
business. 

The displays are on extra long, 
custom designed, three tiered 
counters and also against the 
walls and on the large balconies at 
the rear. They are sufficiently im- 
pressive to have attracted atten- 
tion from hardware retailers from 
all over the state, and some visitors 
from other states. Wholesaler sales- 
men call it the largest display of 
hard and allied goods in the area. 
Martin calls it “just spreading out 
the business where people can see 
it!’ All the stock is on display, 
even the reserve and heavy build- 
ing and maintenance items in the 
warehouse, which is built onto the 
end of the main floor and fully 
open to view. 

The philosophy behind the new 
building layout is one of simplified 
merchandising, to eliminate news- 
paper advertising and other ex- 
pensive promotions; and to depend 
almost entirely on showing as 
many items as possible, making 
them easy to see and easy to get 
Though self-service is not par- 
ticularly encouraged—for Martin 
finds that most hard-goods cus- 
tomers want additional informa- 
tion about many of the items—all 
goods are plainly marked, and any 
customer may pick up the small or 
portable goods and carry them to 
the checkout counter himself. The 
counter is located near the front 
door, and there they have 25 feet 
of counter space and seven billing 
machines to provide quick service 
to a number of customers at the 
same time. 

To a certain degree, the selling 
plan is somewhat like variety 
store merchandising, though with 
more individual service on the 
average and especially on larger 
purchases. Many of the sales are 
quick and automatic, with 10 
salesmen on the floor to speed up 
service. The accent is on simplicity 
of operation and on saving the cus- 

(Continued on page 63) 
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Variety and breadth of lines are 
seen as customers visit the large 
tool department. Above, a por- 
tion of this “Tool Bar" is shown 
featuring hand tools, with varied 
small goods in foreground. Store 
salesman assists customer here 
in making the right selection 


In the “Tool Bar," various types of power tools are displayed along 
with hand tools. They are placed behind glass, however, for protection 


The orderly paint department—close-up view shown at 

left— is arranged with small hard goods in front and 

mass housewares above on balcony. Effective lighting 
further enhances the displays 
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With competition surrounding his suburban store, Lytle meets it by offering quality lines, service, and by careful pricing 


By Max Hunn 


Going Suburban? 


Tailor your stock accordingly is this 
dealer's advice as he outlines his own experi- 
ences in attracting and holding suburbanite customers 


| ipmseeget gge a new hardware 
store in a newly erected sub- 
urban shopping center offers many 
problems — expected and other- 
wise advises Fred Lytle, own- 
er and operator of the Thrif-T 
Hardware store in South Miami, 
Florida. From hard experience he 
knows success comes with careful 


The lady above finds shopping enjoyable as she and her young daughter stroll 
through the store's wide aisles, pausing at the various displays in the large 
heusewares department. Owner Lytie shows her something new in the cutlery line 
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planning, intelligent management, 
ingenuity, and smart merchandis- 
ing. 

When the long-time department 
store financial executive decided 
to go into business for himself af- 
ter retirement, he laid his plans 
carefully. He and his wife toured 
42 states before deciding to settle 
in South Florida. 

Surveying the business oppor- 
tunities in the Miami area, Lytle 
decided that opening a hardware 





Lytle concentrates on the home-owners’ needs, avoids 
specialization. The customer at right easily finds 
just the hammer he wants. Below, Lytle loads fertili- 
zer, a “bargain” item, into customer's station wagon 


store would be the most interest- 
ing and profitable. 

And he planned carefully, After 
surveying the area, he decided the 
southwest section of Miami — 
mainly suburban residential — 
would be the best location for his 
store. 

When he found a new suburban 
shopping center was being com- 
pleted alongside U. S. Highway No. 
1, the main artery to South Dade 


county, at 62nd Ave., he figured 
that was the location for him. 

As he signed his lease, he learned 
his next door neighbor would be 
a national chain drug store. He felt 
he’d scored an ace, counting on the 
drug store to generate walk-in 
traffic. 

But then the unexpected prob- 
lems developed. For nine months 
there were no stores within 100 
feet of him in the two-block shop- 


i PP ee ad 
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ping center. He had to generate his 
own traffic. When the drug store 
did open, it was a local operation 

Another stumbling block came 
with the conversion of U. S. High- 
way 1 from two to four lanes. Traf- 
fic was detoured, and for months 
was blocked off from one of the 
shopping center’s two entrances 
Customers went elsewhere to avoid 
the dust, dirt, and other road build- 

(Continued on page 65) 


Thrif-T Hardware's paint section reflects the store's spaciousness, and suburbanites serve themselves from the open displays 
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Suddenly... It's Spring! 


And southern folks take to the outdoors 

for months of casual living. For the dealer, 

it is a golden opportunity to build sales 

on a long line of much-in-demand merchandise 


TAKE A LOOK out your door, Mr. But it is up to you to think 
Hardware Dealer. Your longest— ahead to what people buy and want 
and most profitable—sales season most—and what, perhaps, can be 
is close at hand. brought to their attention for the 

It’s time to plan now if full ad- first time. There always are a mul- 
vantage is to be taken of this an- titude of new and interesting prod- 
nual opportunity for really big- ucts that the typical home gardenez 
volume sales. just can’t resist. And those items 





——. Sales Ideas 


Hoes 

Shovels 
Rakes 

Spades 

Forks 

Hedge shears 


Grass shears 








Pruning shears 
Lawn trimmers 
Hedge trimmers 
Weed cutters 
Plastic rubber hose 
Rubber garden hose 
Lawn sprinklers 
Hose nozzles 
Hose couplings 
Hose menders 
Hose reels 
Grass hooks 
Insecticides 
Hand sprayers 


Power sprayers 


Promote these items for lawn and garden renovation and maintenance: 


Fertilizer 
Fertilizer spreaders 
Seed 

Flower bed guards 
Soil conditioners 
Weed killers 
Watering cans 
Kneeling pads 
Flower boxes 
Gardening books 
Fencing 
Wheelbarrows 
Garden carts 
Garden gloves 


Trowels 


Garden too! holders 
Soil soakers 

Hand lawn mowers 
Rotary power mowers 
Reel type power mowers 
Electric rotary mowers 
Grass catchers 

Lawn sweepers 

Lawn rollers 

Garden tractors 
Garden cultivators 
Garden tillers 

Hand cultivators 

Spike disc cultivators 
Disc edgers 

Turf edgers 


Lawn weeders 
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Sales Ideas 


Vacuum jugs and bottles 
Ice chests 

Ice coolers 

Barbecue grills 
Barbecue tools 

Charcoal briquettes 
Igniter fluid 

Picnic baskets 


Picnic accessories 





Promote these items for the outdoor enthusiasts ond patio living: 


Camp tables 

Camp stools 

Gasoline camp stoves 
Gasoline lanterns 
Portable picnic grills 
Gasoline cans 
Garden lights 

Lawn furniture 


Insect repellent 





that need replacing — shovels, 
rakes, brooms, and mowers—go on 
and on. 

Remember, when Ol’ Sol beams 
down and customers flock in for 
the endless variety of springtime 
merchandise, they won’t want to 
wait. Unless you've planned ahead 
and stocked your shelves they’ll 
head elsewhere, and chances are 
they won’t come back. 

It’s just too big a market to 
treat lightly. Southern Hardware, 
in its continuing survey of dealers, 
has learned that for 63% of you 
southern retailers the sales season 
for these warm month products 
ranges from 6 months to a full 


Sales Ideas 


year! And with personal income 
continuing to climb, the market 
will continue its notable expansion 

The greatest opportunity for 
sales is to that stalwart individual, 
the do-it-yourselfer. He is seldom 
an expert, and he will visit the 
dealer who can supply him with 
the merchandise to do the many 
tasks at hand plus dependable ad- 
vice on how to do them best. 

So don’t put it off. Plan that in- 
ventory now. Shape up display 
ideas and give some thought to 
what advertising and promotional 
plans might best pay off. Don’t 
wait too long . . . for suddenly, it 
will be Spring! 





Paint and varnish 
Paint and varnish brushes 
Varnish removers 
Mops 

Pails 

Sponges 

Garbage cans 
Putty knives 
Wire brushes 
Scrapers 

Step ladders 





Promote these items for the clean-up, fix-it customers: 


Floor waxes 

Rug cleaners 

Clothes lines, posts 
Outdoor clothes dryers 
Screening materials 
Sandpaper 

Plaster patching materials 
Adhesives 

Extension cords 

Wall light switches 
Brooms 


Furniture polishers 
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K. R. Molyneaux, right, owner of 
the business, and a salesman look 
over a new lawn tool. A broad 
inventory has helped this store 
to become a neighborhood head- 
quarters for garden tools and 
supplies of all kinds 


N Fort WortTH, Texas, in the 

Ridglea Hardware store a 
woman inquired if her garden hoe 
had been repaired. 

A salesman said yes, the hoe was 
ready. He stepped into the rear of 
the store and promptly returned 
with the implement, handing it to 
the customer where she had paused 
to exchange pleasantries with K. 
R. Molyneaux, the owner. 

“That’s it,” she said, “an old hoe 
with a new handle. How much do 
I owe you?” 

The clerk volunteered: “The 
handle was 75 cents.” He said no 
more, but glanced at Molyneaux, 
leaving it to the latter to say if 
there should be a charge for in- 
stallation. 

“Seventy-five cents for the han- 
dle,” repeated Molyneaux, “and 
that will be all. We won’t charge 
you for putting it on.” And as the 
customer unlimbered her purse, he 
added: “It is already paid for. Your 
husband paid me.” 

The customer’s face revealed her 
satisfaction with the economy of 
this transaction, and then she 
added, using the contraction by 
which Molyneaux is known to cus- 
tomers, friends and associates: 

“TI don’t suppose Molly sharpened 
it, too.” 

She turned the hoe in her hands 
and reversed it, end for end, there- 
by revealing a bright new cutting 
edge on the old blade. 


“Why, he did, too,” she ex- 


42 


Power equipment is given a floor position in front of hand tool display. 
Molyneaux says tocis sell better when such displays ore not crowded 


claimed, and she blushed and 
laughed and expressed her thanks 
to the smiling Molyneaux. And as 
she went her way, carrying a new 
handle in an old hoe, she was the 
very picture of a customer who 
would spend here, many, many 
times the cost of repairing a hoe. 

As this little tableaux unfolded, 
Molyneaux had been groping for 
words to describe what he calls 
“personal attention to customers,” 
a policy of doing business that en- 
ables him to sell annually, at re- 
tail prices, $30,000 worth of power 
and hand tools, garden supplies 
and related merchandise. 

Thirty thousand dollars is ap- 
proximately 25 percent of the an- 
nual store-wide volume and the in- 
ventory on the category of garden 


tools and supplies is at the same 


ratio to store-wide inventory. 
That volume is realized from 

displays that amount to two and 

one-half islands, plus floor and 


wall space, all adding up to not to 
exceed 150 square feet. This dis- 
play space amounts to slightly 
more than 5 percent of total dis- 
play and sales area in a store 50 by 
57, not counting back storage 
Compared with the 18,000 separate 
items shown in the last store-wide 
inventory, there are at least 600 to 
700 separate items in the garden 
tool and supply inventory. 

It is true that in the trade area 
of the Ridglea Hardware—as in 
most retail hardware domains in 
the South and Southwest—the sell- 
ing season is exceptionally long for 
garden tools and supplies. For 
Molyneaux, this season runs from 
February or March through or into 
October, depending upon weather 
The season of ’57 was slow getting 
started, due “o torrential rains and 
cool weather, and it was June be- 
fore sales were brisk. 

It is also true there is abundant 
competition and Molyneaux can 
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a $30,000 Line 


Lawn hose, one of best-selling items, gets prominent position 
adjoining the mass display of accessories 


count five competitors within two 
miles, one of them a grocery across 
the street which “sells about 
everything I sell.’ And for them 
the season is just as long, just as 
full of opportunities. 

How, then, does he get this sub- 
stantial share of the business? 

“Not by advertising nor through 
promotion,” he confesses, “for I do 
hardly any advertising. It is not 
economical for me to use the 
metropolitan dailies of Fort Worth. 
Neighborhood newspapers are not 
productive. I do a little bit of di- 
rect mail with literature supplied 
by factories and that is all. My 
membership in a country club is 
about my best advertising medium. 
There I meet and mingle with 
many of the people of the area. I 
make the same and many other 
contacts in my work at our church 
where, naturally, I do not belong 
for busines reasons. 

“But I have been doing business 


here for eight years and I am part 
of the community. Our merchan- 
dise is quality merchandise with 
strictly a hardware mark-up. We 
stock a large number of items that 
cannot be found at the stores of 
competitors, thereby saving cus- 
tomers a 12-mile round trip to the 
shopping center of Fort Worth 
“Just recently, I had a custome! 
tell me in flattering terms that it 
is a great convenience for my store 
to be located in this area. He hadn’t 
found it necessary to make a trip 
to town in six months, he said, be- 
cause of our complete stock 
“However, I think the main 
reason we get our share—perhaps 
more than our share—of the busi- 
ness, in the face of competition 
that exists and without advertising 
and promotion, is service and at- 
tention. Those little touches of per- 
sonal attention in casual contacts 
with customers. Like putting a new 
edge on that old hoe. It is possible 
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By Baron Creager 


About one-half of this island display is occupied by an 
assortment of insecticides and fertilizers 


that would not happen in one 
hardware store in 100. But it took 
only a little time and it made 
such a lasting and favorable im- 
pression. As I see it, personal at 
tention of that kind is one of the 
most powerful elements in selling 

“And if we don’t have what a 
customer wants, we get it. Actual- 
ly, quite a bit of my time is in- 
vested in getting what people 
want. It is personal attention that 
brings them back. Personal service 
they don’t forget.’ 

Molyneaux adheres to another 
policy that pays off. In garden 
tools and equipment, for illustra- 
tion, he makes it a rule to know 
what a tool will actually do. When 
a new tool or piece of equipment 
comes on the market, he takes the 
tool home and puts it to work in 
his own yard. Or he informs him 
self fully by observing the imple- 
ment at work or through discussion 

(Continued on page 67) 
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ARVIN W. (Trader) Horne be- 
lieves in giving customers 
what they want. 

Consequently, his biggest and 
most profitable hardware depart- 
ment is that of garden and lawn 
supplies, coupled with an unusual 
maintenance service. 

Dealers elsewhere looking for 
ways to stimulate sales of garden 
and lawn supplies this spring 
would do well to take a page or 
two from Horne’s book of success. 

And this business needn’t be 
seasonal, either. Horne has de- 
veloped his department into an im- 
portant year ’round asset that has 
helped other departments in his 
Lamar Hardware & Furniture Co. 
in Memphis, Tennessee. 

Horne got his idea five years ago 
after he had been in the hardware 
business two years. After a num- 
ber of customers who bought gar- 
den tools, fertilizers, seeds, insecti- 
cides and lawn care equipment 
asked him to recommend someone 
to do some of the actual garden and 
lawn work, Horne decided the op- 
portunity was too good to pass up. 

At that time he had no special 
knowledge of lawn and garden 
care. “It used to be hard enough 
for me to take care of my own 
lawn,” he grins. “I was always 
borrowing my father-in-law’s 
mower.” 

Horne started modestly enough 
without risking much capital. He 
hired a good yard man to do the 
actual lawn and garden work re- 
quested by his customers. Horne 
soon found he had a good thing—a 
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Lawn Service 


builds year-round profits 


As the result of this extra service sales 
of all lawn and garden supplies and 
equipment have been expanded 
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Company has developed its garden supplies department into big business. 
Mr. and Mrs. Horne, above, strike a pose in front of a van at their store 


big thing. His volume started 
“growing like a weed.” 

Today he has 18 to 20 employees 
providing professional garden and 
lawn care services. What Horne of- 
fers is unique in the Memphis 
hardware field, yet he feels that 
stores in other cities could adopt 
his service with little outlay and 
quickly build a highly successful 
department. He knows what it has 
done for his own store. 

Let’s take a closer look at 
Horne’s operations, see the effect 
on over-the-counter sales of sup- 
plies and tools, and weigh the 
possibilities for your own store. 

While some dealers at first 
glance might feel such _ service 
would reduce the sale of garden 


supplies by the store, this hasn't 
been the case at all, Horne reports 

“Many customers that we do 
lawn and garden work for will 
come all the way across town to 
buy shears or other tools they see 
used by our work crews. Of course, 
they could buy such tools in thei 
own neighborhood hardware store 
if they wished. 

“We keep a good stock of garden 
tools, power mowers, fertilizers, 
seeds and insecticides at our store 
at 2024 Lamar Avenue, and there 
has been a steady sales growth 
each year. 

“There will always be a good de- 
mand for such tools and supplies, I 
am convinced, regardless of how 
much lawn work my store does. 
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foliowing: 


Free Estimates 
2024 Lamar Avenue 





WEEDS, GRASS AND INSECT CONTROL 


GROUNDS MAINTENANCE 


Use Professional Service — If Costs Less 


We control weeds, grass and insects by machine mowing and chemical spray. 
All equipment, materials, labor supervision and know-how furnished for the 


@CUTTING (Permanent lawn or large areas) 
@ AERATING - FERTILIZING and SODDING - PLANTING, 
GRADING, LANDSCAPING 


@Chemical mowing or soil sterilization 
@ Shady Lawn, Zoysia Grass 
Fast dependable service backed by a reputable firm 


LAMAR HARDWARE LAWN SERVICE 


Marvin W. Horne 
Phone BR 5-3597 


Removal of shrubbery is one of the services offered by the store. Customers for 
this work frequently return to store to buy items they have seen used 


“Stores that rent power mowers 
and special tools for particular jobs 
find such rentals probably in- 
crease sales in the long run, rather 
than hurt sales. The same is true, 
I feel, in our case where garden 
work is furnished by the store.” 

While the bulk of Horne’s work 
comes in the spring, summer and 
fall, there is enough to keep some 
crews busy even in the winter or 
bad weather months such as Janu- 
ary and February. 

During normal lawn care and 
planting months, the store fre- 
quently has more demands for its 
services than it can handle. It 
actually has to turn away some 
work requests. This is understand- 
able when Horne explains that his 


department, which operates under 
the name of Lamar Hardware 
Lawn Service, has 110 regular cus- 
tomers for lawn and garden main- 
tenance. 

Some of these customers are on 
contract. Arrangements with oth- 
ers are verbal. But in all cases, a 
crew from Horne’s store calls 
once a week to trim the lawn, walk 
or shrubbery and provide general 
lawn and shrubbery maintenance 
as time demands. 

Horne concentrates his residen- 
tial lawn and garden care in the 
eastern section of Memphis, turns 
down requests in other areas un- 
less they are for commercial or in- 
dustrial accounts. 

Most of his work is for com- 
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Lawn and office work is directed for 
the office of a dispatcher, Glen Moore. 
He assigns the work crews. Normally, 
the company has 18 to 20 employees 
working out of this department 


mercial customers. These custom- 
ers include churches, large apart- 
ment buildings, private schools, in- 
dustrial and commercial firms and 
at least one radio station. 

“More and more firms are real- 
izing the value of beautifully land- 
scaped lawns,” Horne observes 
“For these lawns to look their 
best, regular maintenance is a 
‘must.’ That’s where we come in 
We provide such care without muss 
or fuss. We eliminate all worries 
for the customer 

“For example, we try to keep 
the same crew—a crew is usually 
composed of three men—doing the 
regular work for a particular cus- 
tomer. In that way, whether the 
customer is a home-owner or a 
businessman, the lawn mainte- 
nance crew doesn’t have to wait 
around for instructions or come 

(Continued on page 68) 
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How this dealer is selling 


100 Power Mowers Annually 


oe HARDWARE store in the 
outlying southwest section of 
Greater Miami has increased its 
sales of power mowers by a steady 
20 percent in each of the last sev- 
eral years until it now has a turn- 
over of about 100 units annually— 
or a gross volume of $11,000. The 
store sold as many mowers in the 
first half of ’57 as it did in the en- 
tire year of ’56. 

This impressive volume amounts 
to more than 10 percent of Paul's 
gross volume on all its broad lines 
of general hard goods, tools, guns, 
housewares, building supplies, and 
lawn and garden items. 

Owner Paul Thomas says they 
have built up this outstanding 
mower volume by massive dis- 
plays both outside and inside the 
store, by broad stocking, by con- 
sistent training of personnel in 
product knowledge, by sound 
credit and budget selling, by giv- 
ing home demonstrations at every 
opportunity—and, above all, by 
going “all out” on personal service 
to every prospect, largely on a 
neighbor-to-neighbor basis. 

Thomas does not believe that it 
pays a general hardware dealer to 
undertake major repairs on mow- 
ers; and, like the big majority of 
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local retailers, he takes these jobs 
to the special authorized central 
service stations. However, he does 
pick up and deliver these mowers 
for customers without any addi- 
tional charge as a goodwill service 
gesture. This service is given dur- 
ing the entire life of the machine. 


By Hal M. Newsome 


These substantial mower sales 
have been made without any ex- 
pensive advertising in the big 
Miami newspapers. Paul’s uses in- 
stead the neighborhood weekly 
paper, the yellow pages of the 
phone book, handbills, envelope 
stuffers, personal calls to follow up 


Owner Paul Thomas, left, top photo, believes best single promotion to line up 
prospects is through conspicuous outside display. Note various models shown 
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A steady gain in volume 


stems from these ideas which not 


only line up power mower prospects 


but follow through to the sale 


all leads, and direct mail as needed. 
The store also had a mower ex- 
hibit at the local 4-H Youth Club 
Fair, from which it picked up 
many good leads and had many in- 
quiries later — inquiries which de- 
veloped into sales. 

This dealer believes that the best 
single promotion to line up pros- 
pects for power mowers is the con- 
spicuous outside mower display 
for motor traffic, and the equally 
prominent inside display for the 
heavy foot traffic of prospects 
drawn to the store every day by 
the complete and diversified lines 
of general merchandise regularly 
needed by home-owners of the 
area. 


Monthly spe- 
cials on selected 
general items 
aid this continu- 
ous traffic flow. 
Selling these 
people other 
depend- 
able, fairly- 
priced and con- 
scientious 
ly-serviced 
items, large and small, is the best 
way to win their confidence and 
good will on potential mowe! 
sales, this retailer finds. His sim- 
ple, inexpensive type of promotion 
permits him to become acquainted 
with and sell a large number of 





Mowers displayed in the center of the aisle directly inside the front door makes 
a bid for the attention of customers who come in for general hardware items 
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regular customers within a five to 
six mile area. 

Paul's carries a stock of 15 to 18 
machines in nine different models 
of two makes—an inventory cost- 
ing around $1,000. He can get 
prompt delivery on other makes 
not stocked when customers ask 
for them. Wholesalers give im- 
mediate delivery on mowers both 
for replacement of stock and on 
single sales, because they know 
some other dealer is ready to make 
equally fast delivery on another 
make in this highly-competitive 
field. 

Paul’s displays are arranged in a 
row against the outside front wall 
of the building, where they are 
seen easily from the road as a con- 
stant reminder to all automotive 
traffic, and in another line down 
the aisle directly inside the front 
door. No one can visit the store, 
even for a package of seed or 
tacks, without carrying away the 
impression that this place is dis- 
tinctly mower-conscious on a large 
scale, 

The stock includes both reel and 
rotary types, with both gasoline 
and electrically-powered rotaries 
The prices range from $94.95 to 

(Continued on page 71) 
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Jack Sharp, Jr., shows a customer the 
workings of a new item, a charcoal 
hopper that holds 10 pounds of briquets. 
A small shovel is attached. Note ac- 
cessories in background 


Qtr. middle-aged or elderly 
people do not buy many barbe- 
cue grills or accessories. But the 
younger, more active married 
couples, especially those with chil- 
dren, are restricted only by fi- 
nancial ability in the purchase of 
portable barbecue grills and the 
many items that go with outdoor 
cooking. 

Sales of barbecue grills and the 
luxuries that make modern outdoor 
cooking so easy amount to $8,000 
annually at one of two Sharp 
Hardware stores in Dallas, Texas. 

In this store the inventory for 
eight months of the year averages 
$2,000 at wholesale in about a 
score of items. The margin is 40 


ae ts 


eadquarters for 


a The Outdoor Chef 


By Baron Creager 


percent from top to bottom of the 
line, in which the highest-priced 
grill is $99.95 and the lowest- 
priced item is a cooking fork for 
45 cents. This inventory, obvious- 
ly, turns almost three times at re- 
tail in three-fourths of the year. 

Only about 3 percent of total 
sales and display space is devoted 
to the line. Grills and accessories 
are massed attractively in a rec- 
tangle, 30 feet by five feet, im- 
mediately to the rear of the cash 
register and wrapping counter 
which, in turn is centered in the 
store. In addition, there is a win- 
dow display. 

Jack Sharp, Jr., president of the 
company, who does barbecue buy- 
ing and shapes displays, says eight 
months should not be considered 
the limit on the barbecue season. 


Substantial sales also are made a 


Christmas, and accessories are 
popular gift items at all seasons. 

Sharp thinks any hardware deal- 
er in the South, if properly located, 
can profitably devote floor space 
to this long-margin line. He is con- 
vinced of the importance of loca- 
tion after comparing performance 
of the two Sharp stores on sales in 
this line. 

The older of the two Sharp stores 
presents a contrast in residential 
atmosphere. Its trade territory 
consists of larger, older homes 
small and older homes with smal 
yards; and apartment buildings 

In this store the sale of barbecue 
grills and accessories is almost in- 
significant. 

“Here we have an entirely dif 
ferent type of trade territory,” 
Sharp, Jr., pointed out. 

“We are completely surrounded 


Imposing display includes 13 grills ranging from $5.95 to $99.95 
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This Texas store's broad stock of bar- 


becue grills and accessory products ac- 


counts for more than $8,000 annually 


by home-owned residential proper- 
ty. But, of more importance to the 
sale of this line, the home-owners 
are younger, more active, with 
larger families. 

“It is my opinion that any hard- 
ware dealer, similarly located, can 


An electric motor to turn the spit 
is $14.95 additional, the spit is 
$4.95, a light comes to another 
$4.95. If the customer wants all 
this, the total cost is $84.80 
(Continued on page 76) 


Another new item, this iron loop, when 

plugged into electric receptacle with 

attached cord, becomes red hot and 
starts charcoal fire 


make a satisfactory success of the 
barbecue line. The principal re- 
quirement for success, I would 
say, is to stock a complete line, 
with a large selection of barbecue 
grills, plenty of accessories. 

“If the territory contains cus- 
tomers young enough and vigorous 
enough to do much of their living 
outside in season, a good stock and 
good display are all that one needs 
There is nothing intricate about the 
line, It requires no sales meetings 
People sell themselves.” 

As of this writing, 14 grills from 
seven different manufacturers 
were on display in the store. On 
this item the price range is from 
$5.95 on up through $14.95, $19.95, 
$24.95, $39.95, $59.95, $79.95, 
$89.95 and $99.95. 

The window display includes a 
grill that, alone, lists for $59.95 

Various attachments for grills can add to sales to customers. Store finds 
that most customers now want grills with hoods. Sales season: cight months 


An average inventory of $2,000 in line is displayed in this 30 by 5-foot area 
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awn Mower Rentals 
spark all sales 


By Ruel McDaniel 


Heary Shaw, right, manager of this 
business, explains the operation of a 
mower to an interested customer. Side- 
walk display of mowers, below, is ef- 
fective way of stopping passersby. 
Store finds that mower rentals pave 
way for later sales of mowers and 
other items in garden supplies 


dpe MOST direct route to garden 
supply sales in the small town 
hardware store is through promo- 
tion of power lawn mowers, ac- 
cording to the experience of Henry 
Shaw, manager of Strauch’s Lum- 
ber & Hardware, Refugio, Texas. 

And the most direct approach to 
power mower sales is through 
rentals of these power mowers, he 
has found. 

The store does nearly $10,000 
worth of garden supply business 
annually, without undue promo- 
tion expense. In fact, most of the 
advertising that goes to publiciz- 
ing the line is for power mower 
rental advertising. 

“The big promotion job,” said 
Shaw, young former mayor of his 
town, “is to induce people to come 
into the store so they will see that 
we carry an assortment of garden- 
ing supplies. We find that featur- 
ing power mower rentals does this 
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better, and at less ex- 
pense, than anything 

else we have tried.” 
The company rents a 
power mower — either 
nearly-new or in excel- 
lent condition if not 
new—at one dollar per 
hour. Shaw finds that 
all types of prospects 
utilize this rental op- 
portunity. Some of the 
regular customers are 
home - owners who 
have old hand mowers 
and who had rather 
pay the cost of renting a power 
mower than to struggle with the 
manual unit for a couple of hours. 
Other customers are people who 
work for oil companies and are 
not certain how long they may re- 
main in town and consequently 
hesitate to burden themselves with 


additional equipment to be moved 
when they are transferred. Still 
other customers are permanent 
residents who prefer to rent a 
mower every three or four weeks 
rather than to invest in a powel! 
mower. 

And one of the most persistent 
types of prospects are boys who 
mow lawns as a part-time summer 
business. A boy, Shaw points out, 
can take in about five dollars for 
every dollar he invests in mower 
rental; and to him that’s a pretty 
good investment. Some boys keep 
a mower out all day and even 
make arrangements to keep it over- 
night in order to save time wasted 
in returning it and checking it out 
again. 

“But regardless of the type of 
customer who rents a power 
mower or his reasons for doing so, 

(Continued on page 110) 
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Move more mowers in '58 
with this proven plan! 


_Koley FREE 14-DAY HOME TRIAL 


Turns mower shoppers into mower buyers! 


Last year’s Foley 14-Day Free Trial offer sold thou- 
sands of mowers. It was a hit, a dig hit, with dealers 
everywhere. They discovered that once you get a Foley 
in a customer’s yard it sells itself. Now’s your chance to 


put this and Foley’s many other profit-making plans to 
work for you. Send in the coupon below or ask your 
jobber salesmen about the fabulous futuramic Foley 
lineup for ’58. 


LOOK AT THESE ALL NEW FOLEY FEATURES! 











POWERFUL 23” CONTROL pray age 
L 3 CONTROL 
Ad ik 
‘ PANEL justs to allow 
LEVELA P 41 higt blade to cut into 
Handie-hi i! 
\ tall oO 
WN GIANT etn. LEAF Il grass oF 
start, stop, con PULVERIZER weeds 


trol mower from Standard equip 


standing ment! Shreds " 
position leaves into fine " 
muich to re-fer 


tiize lawn 























SLIDE-A-HEIGHT 

WHEEL ADJUSTMENT 
A slight twist and 
wheels adjust cutting 
height from 1" 

to 3". No 

wheel 

removal 

necessary 








OTHER 
FOLEY 

PROFIT 
MAKERS SEND IN THIS COUPON TODAY 


e@ Mow Now—Pay Later Time Payment i 
Plan with no recourse to you FOLEY MANUFACTURING COMPANY 

je ¢ 3300 N.E. 5th St., Minneapolis 18, Minnesota 
e@ Colorful consumer folder to help you 
make sales on the floor , Send me more information on your Foley Profit Plans for '58 | 
e@ “Home-Town” co-op ad campaigns. . . 
with FREE ad mats. . . and half the space NAME | 
cost paid for you 
e@ National newspaper ‘‘dealer-listing’’ ADDRESS j 
campaigns pre-selling homeowners in 
your area CITY | 
e Free kickoff ad featuring sales-tested 
14-day free trial offer MY JOBBER iS 
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Alex Litman, right, owner of Temple 

Hardware and Lumber Co., stresses 

the importance of a broad inventory 
of all types of garden supplies 


oo “specials” give a tre- 
mendous boost to sales of 
garden supplies and equipment for 
Temple Hardware and Lumber Co. 
in Alexandria, Virginia. Seasonal 
specials on such products as leaf 
rakes, fertilizer, peat moss, azaleas, 
and rosebushes are promoted by 
newspaper, direct mail, window 
signs, and highway blackboard 
every three weeks. As a direct re- 
sult of such specials, Owner Alex 
Litman points out, sales of mer- 
chandise in this line sometimes 
soar 300 to 400% above those in a 
normal period. 

For example, following one 
period during which these specials 
were advertised the company sold 
60 tons of fertilizer and two car- 
loads of peat moss. At least 50 per- 
cent of the customers coming in for 
specials also buy grass seed, gar- 
den tools, insecticides and other 
garden supplies and equipment. 

“There may be only a small mar- 
gin for us in fertilizer and peat 
moss, but the heavily increased 
store traffic and the upsurge in 
sales in all kinds of garden tools 
and supplies make it extremely 
worthwhile,” Litman said. 

“Quality merchandise and serv- 
ice really pay off. And by service 
I mean such things as free delivery 
within eight miles, soil testing, 
garden planting, and landscaping 
advice, as well as a rental service. 
And our patio of outdoor displays 
helps also.” 

Beginning its promotion and set- 
ting up displays in February, the 
best planting month in this area, 
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Big-volume sales from 


eek-end Specials 


By Beatrice Miller 


Here, Litman gives planting advice to customers, an important service in building 
sales of garden supplies. Below is typical ad run by company 


Temple Hardware and Lumber Co. 
sends out 10,000 circulars two days 
before the week-end specials 

Sidewalk displays, mass displays 
in the entrance of the store, and a 
4 by 6 ft. highway blackboard with 
large white lettering announce the 
specials. Twice a month, news- 
paper promotion calls attention to 
garden supplies items. 

“A blackboard is a terrific traf- 


fic-builder. It outsells every other 


form of promotion. It is seen by 
people coming and going,’ Litman 
said. 

To assure good customer service 
during the week-end specials the 
sales staff is upped to 10 including 
the two to three full-time em- 
ployees who are essential in an- 

(Continued on page 96) 








DO IT YOURSELF TEMPLE HARDWARE 

PETE Y — & LUMBER CO 
Flowering eae 
Shrubs |APPRECIATE JULY 
TILL THE MIDOLE 


79° OF DECEMBER. | 
Roses 79° 


2-yr. plants 
Nursery Growr 


Hedging 25° 
Top Soil 
= 90° bushel 


We will also quote 
prices by the load 





TEMPLE HARDWARE. | 
2350 & LUMBER C —_= 
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The name 
that brings them in...the line that sells them 


Melnor wraps the garden market in a profit package and hands it 


to you! With brand new items...great new improvements...new lower 
prices on famous Swingin’ Spray oscillating sprinklers...advanced 
packaging like nothing you've ever seen...the biggest, most exciting 


advertising campaign in garden history... 


and the promotions that give you extra profit! 


(Turn page for full details!) 


OUR MILLIONTH SPRINKLER YEAR! 








Melnor’s “Early Bird” Package Promotion...a 


477% DEALER PROFIT! 


New! Even more powerful than last year’s 
sellout! Special No. 6000 is pre-packed and 
ready to ship, containing an assortment of 
all 4 models of America’s No. 1 oscillating 
sprinkler and a special free bonus of two 
of Melnor’s fastest-moving, attractively 
carded hose accessories: AQUA-GUN 
hose nozzles the sensational squeeze 
nozzle and STOP’nFLO hose shut offs 

top selling instant shut-off that elimi 
nates long walks to the faucet 


“EARLY BIRD" PACKAGE SPECIAL 


No. 6000 contains: RETAIL 


VALUE 
> 6.50 each 13.00 
7.95 each 23.85 
19.90 
12.95 


2?) No 
3) No 
2) No 
1) No 


525 Swingin’ Sprays 
550 Swingin’ Sprays G@ 
> 9.95 each 


D 12.95 each 


700 Swingin’ Sprays 


1000 Swingin’ Spray 


FREE BONUS 
4) Aqua-Gun Hose Nozzies « 
2) Stop 'n Flo Hose Shut Offs 


6.00 
2.60 


1.50 each 


> 1.30 each 


TOTAL RETAIL VALUE 78.30 
DEALER COST 41.82 


DEALER PROFIT 36.48 





Melnor’s skin-packed Garden Aids in FREE revolving rack! 


NEW SEE’n SELL ACCESSORIES! 


Melnor again takes the lead in giving 
you the latest selling tools! Here's a 
complete basic garden accessory de 
partment in one space saving, self serv 
The sell is in the packages 


ice rack 


themselves ...each accessory clearly 


No. 158S 


couplings. All individually skin packed and 


And Melnor 
gives you the handsomest, selling-est 


visible, easily accessible 
display rack you've ever seen absolutely 
free! Of course, all skin packed items 


also available without rack 


MELNOR’S SEE 'N SELL RACK ASSORTMENT 
contains: 92 Individual pieces, including 20 different items from Aqua-Gun n 
carded 


zzles to 
TOTAL RETAIL VALUE 60.20 
DEALER COST 38.12 


DEALER PROFIT 22.08 





Now! Our top-selling hose accessory has a partner! 
Both with modern design and exclusive “Green Trigger” 


2 MELNOR AQUA-GUN HOSE NOZZLES! 


No. 425 STANDARD AQUA-GUN 

The handiest garden hose nozzle ever 
made! Slightest hand pressure gives 
hundreds of spray positions... from 
fine mist through full stream. Can be 
locked and reset with a flick of the 
Green Trigger. Shuts off instantly... 
with just a squeeze of the Aqua-Gun 
handle. 


No. 450 DELUXE AQUA-GUN 

Heres’ an Aqua-Gun that does every- 
thing the standard model does plus 
make dozens of watering devices easier 
to use. With a quick turn, watering de- 
vices can be attached and used with all 
the advantages of the squeeze control. 
Has “Green Trigger” for automatic lock- 
ing and resetting. Knurled brass guard 
ring for protection of threaded adapter. 


See your wholesaler for further details. 


MELNOR INDUSTRIES, Inc. 300 DEWITT AVENUE, BROOKLYN 36, NEW YORK 
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New Estwing ‘3 in One” 


Unbreakable Hammer 





MA 





N\ 


— 


Y : ; 
/ Forged One-Piece 
Head-Handle New Everlasting 
The only UNBREAKABLE con- Cushion Grip 


struction. Superior in every work- Smooth, non-slip feel. Anchored per- 
ing test. manently onto the light, EXPERTLY 
—_ TEMPERED |-Beam shank. Can't loos- 
en, stretch, come off or wear out 
during the life of the head. 


Whi that gives smooth, effective drive and unbreakable 
ip strength for all proper pounding, pulling, and ripping. 
Marks Your Store as Quality Headquarters and Gives You the 
Consumer’s Goodwill and a Good Profit 


+ Our New Cushion Grip is our own special 
material molded inseparably to the shank, 
Field Tested and superior to all others in every 
way. Large Flange At Base Won't Cut Through Sy 


+ Guarantee: All Material and Special 
Temper of entire tool is unsurpassed and Guar- 
anteed by free replacement to last For the 
Life of the Head in all proper uses. 


+ This Estwing “3 in One” is the result of 35 
years inventing and specializing in making un- 
breakable hammers and hatchets for you! 


Shoulder Keeps Grip Tight... won't pee! back. 
Slides easily in and out of pocket. 





12, 16, end 20 oz. head h snow lable. Full line soon. a 
CONSUMER LIST PRICES La Thin, Tempered Neck 
Cees Beinn c cnsccccccccscnss ‘ $5.25 K y For Close Quarters 


SS Seer : a ieheab . .$5.35 
a os. $5.45 Con't dent, break or be chewed 


vp ogeoinst noils, shorp edges, 
bricks or rocks 














MFG. CO., ROCKFORD, ILL. a, 
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CATALOGS & BULLETINS 


UIA 


Marine Wear. Nauti-Togs, a line of 
marine casual wear by Tapatco, are 
described and illustrated in a four- 
page folder offered by the company. 
There are 32 products for men and 
women boating enthusiasts in nautical 
colors of red, white, blue, and navy. 
The American Pad & Textile Co., So. 
Washington St., Greenfield, Ohio. 

Circle No. Bl on coupon, pg. 97 


Fishing Tackle. A complete printed 
and photographic description of 
American Tackle products, including 
161 rods, 62 reels, all types of fishing 
line, tackle box, extensive list of Al 
Foss lures and artificial baits, as well 
as True Temper belt axes and ice 
chisels, is contained in the company’s 
1958 catalog. Merchandising and dis- 
tribution policies are printed inside 
the front cover. American Tackle and 
Equipment Co., A and Somerset Sts., 
Philadelphia 34, Pa. 

Circle No. B2 on coupon, pg. 97 


Decorative Hardware. Full color, 
20-page No. 214 catalog illustrates full 
line of matched pulls, knobs, hinges, 
and catches by Amerock. Cabinet 
hardware for use in every room in the 
house is shown and_ described. 
Amerock Corp., Rockford, Il. 

Circle No. B3 on coupon, pg. 97 


Fishing Equipment. All-new lines, 
designed to fit special angling situa 
tions, are featured in the company’s 
colorful catalog. Among the items 
described are the Steelheader and 
Salmon Taper fly lines, color-metered 
Platyl monofilament, and the braided 
dacron Snag King. The Line Saver is 
one of the many fishing aids and 
packaging innovations to be high- 
lighted; the device allows attachment 
of leaders and other terminal tackle 
without “knot loss.” Plastic vest 
pocket dispensers for closed-face-reel 
spinning lines, and the plastic lure 
box for flies, bass bugs, spoons, plugs, 
and lures, are all fully illustrated and 
described. B. F. Gladding & Co., Inc., 
South Otselic, N. Y. 

Circle No. B4 on coupon, pg. 97 
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Outdoor Products. Copies of the 
Tapatco Outdoors folder, along with 
complete price information, are avail- 
able to dealers. The folder illustrates 
and describes 16 sleeping bag styles 
offered for 1958, air mattresses, tents, 
and toboggan cushions. The American 
Pad & Textile Co., So. Washington 
St., Greenfield, Ohio. 

Circle No, B5 on coupon, pg. 97 


Water Pumps. Available to dealers 
is a consolidated 40-page catalog 
showing the complete Rapidayton 
line, including 2- and 3-wire sub- 
mersible pumps (for wells 0 to 500 
feet); shallow and deep well jet 
pumps; and shallow and deep well 
reciprocating pumps. Also manual 
and automatic water softeners and 
upright and submersible cellar drain- 
ers. The Tait Manufacturing Co., 500 
Webster St., Dayton 1, Ohio. 

Circle No. B6 on coupon, pg. 97 


Garden Hose. Catalog sheets give 
full information on Biltrite vinyl and 
rubber Garden Hose, as well as Bilt- 
rite Triple-Tube Flexible Sprinklers. 
The sheets are in full color and well 
illustrated. American Biltrite Rubber 
Co., P. O. Box 1071, Boston 3, Mass. 

Circle No. B7 on coupon, pg. 97 


Fishing Tackle. Advances in the re- 
styling of the company’s complete 
line of spinning type fishing tackle 
are illustrated in the 1958 catalog, 
now available. Color is said to be the 
keynote in the 1958 line, and full 
descriptions of items are included. 
The catalog has a four-color cover 
and the inside back cover is devoted 
to sales aids offered to dealers. The 
Airex Corp., 411 Fourth Ave., New 
York City, N. Y. 

Circle No. B3 on coupon, pg. 97 


Pump Selector Chart. A handy 
pump selector chart designed to aid 
plumbers, well drillers, contractors, 
farmers, and other users of fluid- 
handling equipment in choosing the 
right unit for the particular job at 
hand, is contained in a pump data 
folder now available. The folder gives 


Available tree to readers. Circle the numbers of 
items wanted on the return post card, page 97 


heads, capacities, hp ratings, and 
other helpful information on a 
variety of pumps. Barnes Manufac- 
turing Co., Mansfield, Ohio. 

Circle No. B9 on coupon, pg. 97 


Paint Sprayers. The complete, 
speedy paint sprayer line of the com- 
pany is illustrated and described in 
an available catalog. W. R. Brown 
Corp., 2699 N. Normandy Ave., Chi- 
cago 35, Ill. 

Circle No, B10 on coupon, pg. $7 


Pliers. A catalog containing infor- 
mation on a wide assortment of 
pliers, hammers, and miscellaneous 
tools is available, along with a price 
list. The catalog is in color and illus- 
trates the different tools. Merchandis- 
ing helps and suggested assortments 
are described in detail. Champion 
DeArment Tool Co., Meadville, Pa. 

Circle No. B11 on coupon, pg. 97 


Charcoal Cookers. A color bro 
chure, approximately 4” x 84%”, pre- 
sents the Cook ‘N’ Kettle line—the 
various units and accessories. Illus- 
trations and prices are given, with a 
number of action photographs em- 
phasizing the joy of outdoor cook- 
ing. Full description of each item is 
given. Cook ‘N’ Tools, Inc., 810 E 
First Place, Tulsa, Okla 

Circle No. B12 on coupon, pg. 97 


Store Displays. Each type of dis- 
play item from ticket holders to com- 
plete display units is fully illustrated 
and described in a catalog which con 
tains much information on display 
assembly and modern store engineer- 
ing. Reeve Co., 9249 East Bermudez 
St., Rivera, Calif. 

Circle No. B13 on coupon, pg. 97 


Water Systems. A Burks Wate! 
Systems catalog designed with sepa 
rate sections for dealer helps in sell- 
ing, specifying and job-planning is 
now available. Besides the inside 
story of pump features, each section 
gives general information about ca- 
pacities, depths, etc. and shows 
typical installations. The Price List 
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"), Western King Gives 


PATENTED 
PROTECTION 


...... and the last word 
in Barbecue Performance. 


4 hood-confined heat 
4 smoke flavored meat 
4 wind-shielded fire 
a controlled cooking 





PAT. NO. D-165998 





COPPERTONE 


lr HE PATENT carried by Western King 
barrel-type barbecues has special significance for Jobber and 
Dealer because it gives them a sales item with protection. In 
addition, they get a line of quality merchandise of distinctive 
design and proven performance that has immediate sales appeal. 
Quick to recognize these advantages, discerning Jobbers and 
Dealers across the nation are taking on Western King — for 
better business and quicker profits. 


12 MODELS AND A LINE OF S 
ATTRACTIVE ACCESSORIES | 


Western King... the company with ' 
the strong jobber-dealer policy and || 
closely supervised national distribu- 
tion. Contact your jobber or write, 
wire or phone today. | 


1 


WESTERN KING MFG. COMPANY 


6614 BANDINI BLVD., LOS ANGELES 22, CALIF. 
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CATALOGS & BULLETINS 


and Specification Book gives price 
and includes performance _ tables, 
identification pictures, dimensions 
and complete accessory listings. All 
five of the separate sections fit into 
pockets inside the colorfully printed 
cover. The cover gives general job- 
figuring and planning information. 
Cellophane laminated over the print- 
ing increases the durability of the 
cover and protects it from dirt and 
grease. Decatur Pump Co., Decatur, 
Tl. 
Circle No. B14 on coupon, pg. 97 


Garden Tools. A colorful, 12-page 
catalog is offered which completely 
illustrates and describes the com- 
pany’s rakes, shears, saws, and 
pruners. Henry Disston Division, H 
K. Porter Co., Inc., Philadelphia 35, 
Pa. 

Circle No. B15 on coupon, pg. 97 


Sporting Goods. The 1958 D & M 
Spring and Summer catalog contain- 
ing 32 pages of sports equipment is 
available. Highlighted is a newly- 
styled line of gloves and mitts auto- 
graphed by leading baseball players. 
The Draper-Maynard Co., 4861 Spring 
Grove Ave., Cincinnati 32, Ohio. 

Circle No. B16 on coupon, pg. 97 


Insecticide Sprayers. Descriptive 
literature which illustrates the com- 
pany’s garden hose-fitting insecticide 
sprayer, together with its other hose 
nozzles and _  =sprinklers, will be 
furnished on request. Gilmour Manu- 
facturing Co., Somerset, Pa. 

Circle No. B17 on coupon, pg. 97 


Casters. A catalog, listing over 40 
caster models, and containing prac- 
tical application suggestions and 
selection data, is available. It lists 
specific uses for casters in 30 separate 
and distinct industries. Different 
types of caster installations are de- 
scribed and illustrated. Gleason Corp., 
250 N. 12th St., Milwaukee 3, Wis. 

Circle No. B18 on coupon, pg. 97 


Hack Saw Blades. A catalog page 
is available covering the Griffin line 
of Hand Hack Saw Blades, Coping 
Saw Blades, Jig Saw Blades and 
Scroll Saw Blades. G. W. Griffin Co., 
Franklin, N. H. 

Circle No. B19 on coupon, pg. 97 


Door Closers. A colorful catalog 
sheet on the DorBos horizontal hy- 
draulic door closers is available in 
any quantity upon request. The 
Hubert A. Guyer Co., 9 Brookside 
Dr., Richardson Park, Wilmington, 
Del. 

Circle No, B20 on coupon, pg. 97 


Garden Chemicals. “How to Make 
More Profits on Garden Chemicals” 
is the theme of a 16-page sales bro- 
chure. It contains suggestions for in- 
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creasing sales of spray materials and 
describes and illustrates the im- 
portant features of Hayes garden 
hose sprayers. Hayes Spray Gun Co., 
98 N. San Gabriel Blvd., Pasadena 8, 
Calif. 

Circle No. B21 on coupon, pg. $7 


Excello Mowers. Catalog pages fea- 
turing the 1958 Excello line of power 
mowers are available. The pages are 
in color and contain detailed specifi- 
cations and illustrations. Heineke & 
Co., Springfield, Il. 

Circle No. B22 on coupon, pg. 97 


Bats and Golf Clubs. Nominal 
quantities of a full-color catalog 
which describes in detail the com- 
pany’s line of baseball, softball, and 
Little League bats are offered to 
dealers. Also available is a four-page 
catalog showing the company’s entire 
golf club line. All woods, irons, put- 
ters, and auxiliary clubs are shown 
in their actual colors and are de- 
scribed briefly. Hillerich & Bradsby 
Co., Inc., 434 Finzer St., Louisville 2, 
Ky. 

Circle No. B23 on coupon, pg. 97 


Sprayer and Duster Line. A Hud- 
son Sprayer and Duster Catalog (No. 
501) shows and describes completely 
the company’s line of hand- and 
power operated sprayers and dusters, 
and includes the Matador Power 
Sprayer line with tank capacities 
from 15 to 250 gallons. Types of 
sprayers include compression, knap- 
sack, Hydra-Gun, Trombone, bucket 
and barrel spray-pumps, wheelbar- 
row, electric, hand- and power- 
operated. Duster models’ include 
rotary, knapsack, traction, electric 
and hand types. Accessories and 
service parts are included also. H. D. 
Hudson Manufacturing Co., 589 East 
Illinois St., Chicago 11, Il. 

Circle No, B24 on coupon, pg. 97 


Johnston Mowers. A 1958 mower 
brochure in full color is available. 
In addition to new models and prod- 
uct features shown, the brochure 
deals with type of mower prospects 
and market trends anticipated in 
1958. Johnston Lawn Mower Corp., 
Brookhaven, Miss. 

Circle No. B25 on coupon, pg. 97 


Tractor Drawn Implements. Cata- 
log No. 857 covers the King line of 
tractor drawn implements with illus- 
trations, specifications, and prices. In 
addition, 14 pages are devoted to lists 
of repair parts, with a drawing shown 
of each part along with its .dentify- 
ing number. King Plow Co., Atlanta, 
Ga. 

Circle No. B26 on coupon, pg. 97 


Pumps. Lancaster’s line of Dutcli- 
man jet pumps and of the Lawn-Pak 
lawn sprinkling pumps are featured 
on two available catalog sheets. The 


(Continued from page 56) 


pages are in black and white, are 
well illustrated, and contain complete 
specification data. Lancaster Pump 
and Manufacturing Co., Inc., Lan- 
caster, Pa. 

Circle No. B27 on coupon, pg. 97 


Lawn Mowers. Catalog’. sheets 
which picture the entire Lazy Boy 
lawn mower line in full color, with 
complete descriptions of best-selling 
features, are offered. They are avail- 
able in 8%- x 11-inch size or 1l- x 
ll-inch for wide binders, and are 
printed on both sides. Lazy Boy Lawn 
Mower Co., Inc., 301 West 73rd St., 
Kansas City, Mo. 

Circle No, B28 on coupon, pg. 97 


Power Mower. The complete line of 
power mowers—from lightweight to 
heavy duty models with self-propul- 
sion and fingertip control and with 
full description of each model—is in- 
cluded in a catalog available from 
the manufacturer. Price lists accom- 
pany the catalog. Southland Mower 
Co., Selma, Ala 

Circle No. B29 on coupon, pg. 97 


Building Materials. Entitled “Rey- 
nolds Aluminum Supply Co. Fact 
Folders,” the company is offer- 
ing a series of 19 file folders de- 
signed for every dealer’s filing cab- 
inet. The folders provide a handy 
reference library on major building 
material lines, such as aluminum 
roofing and siding, asphalt products, 
farm and industrial gates, insulation, 
nails, etc. To keep the folders current, 
latest product information will be 
mailed by the company to those deal- 
ers using the prepared product refer- 
ence library. Reynolds Aluminum 
Supply Co., P. O. Box 1367, Atlanta 
1, Ga. 

Circle No. B30 on coupon, pg. 97 


Welded Chain. Material available 
includes the following: Republic 
Welded Chain and Chain Assemblies, 
form ADV-701 — a two - color, 60 
page book, that describes and illus- 
trates Republic welded chain, welded 
chain assemblies and _ accessories, 
complete with a general information 
section on welded chain. Republic 
Chain Slings, form ADV-719 — a 
42-page book that describes the com- 
plete line of Republic chain slings, 
including standards and _ specials; 
latest specifications are given, and 
the catalog is illustrated with special 
drawings. Weldless Chain Catalog, 
form WS-15 — The formed wire type 
and stamped metal type of Republic 
weldless chain, plus principal acces- 
sories and assemblies are described 
in the 12-page catalog. Farm and 
Animal Chain Catalog, form ADV- 
703 — a full color catalog that lists 
all varieties of dog chains, plus farm 
and animal chain assemblies. Bolt 
and Nut Price Finder, form ADV- 
706 — an indexed price chart for 
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has a reel for every fisherman 
...every kind of fishing! 


IFONSON 


de 








No. 800 Buddy, 
$1 


those fishermen 
who prefer light- 
tackle. 
only 7 oz. 


Special discounts on Bronson displays 
give you an extra profit opportunity! 


Two great Bronson displays—one with three enclosed- 
face spinning reels and one with six bait-casting reels— 
are yours for 10% less than the reels alone. These com- 
pact, eye-catching counter displays combined with 
Bronson's strong two-color advertisements in all the top 
outdoor publications, help you to make a full profit and 
keep your customers happy. Be sure you sel! Bronson! 


Bronson Reel Company « Bronson, Michigan 


Division of Higbie Manufacturing Company 


Fly Reels...  Bait-casting Reels. 


One of six precision fly reels, the 370 Royalist at $7.96 The No. 2200 Green Hornet, $7.95, is an extra value No. 250 Torrent, $7.50, is representative of Bronson’s 
is a strong, light. single-action unit. Features Oilite at an extra-low price. Features “Duo-Line” spool complete line of salt-water reels. It is rugged light 
bearings perforated spool . . . OFF and ON click- snap-on plastic arbor. Twelve other bait-casting reels in weight has free spool and star-drag. Seven sther 
type drag. Also available is a full selection of fly reels ranging from the superb Coronet 25N at $37.50 to the superbly crafted salt water reels from $14.95 to $6.95 
at $12.96, $11.96, $4.25, $1.95 and $1.60. beginner's Arrow Jr. at $1.25 complete the Bronson line give Bronson full coverage of the field , 
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quick reference; lists retail prices on 
the full line of Republic fasteners; is 
printed in two colors and may be 
hung on the wall. Republic Hex Head 
Cap Screw, form ADV-678—a four- 
page folder describing the screws. 
Republic Steel Corp., 3100 East 45th 
St., Cleveland 27, Ohio. 
Circle No. B31 on coupon, pg. $7 


Foot Valves. Bulletin 203, a com- 
plete outline of the company’s foot 
valves, with recommended uses, is 
furnished on request. Strataflo Prod- 
ucts, Inc., Fort Wayne, Ind. 

Circle No. B32 on coupon, pg. 97 


Hose and Sprinklers. Colorful cat- 
alog sheets covering the 1958 line 
of reinforced and _ non-reinforced 
garden hose are available. The cat- 
alog sheet describing the Flexible 
Sprinkler gives a complete descrip- 
tion of the new reel on which the 
sprinkler is packed. Identification: 
Catalog #7-1657 and #7-1557. Sup- 
plex Co., Division of Amerace Corp., 
225 North Ave., Garwood, N. J. 

Circle No. B33 on coupon, pg. 97 


Plastic Pipe. Ace Supplex flexible 
polyethylene plastic pipe and fittings 
are described in Bulletin CE-57. Con- 
tents of the 8-page bulletin include: 
applications for Supplex pipe, sizes 
of standard pipe and fittings, instal- 
lation instructions, technical proper- 
ties, and estimated flow rates for 


water in various pipe sizes. It also 
contains a chart which lists many 
common industrial liquids and spe- 
cifies which of these liquids may be 
carried in Supplex piping. Supplex 
Co., Division of American Hard Rub- 
ber Co., 93 Worth St., New York 13, 
ms ee 
Circle No, B34 on coupon, pg. 97 


Garden Hose. A 21-page, full-color 
catalog — showing 15 garden hose 
styles, the lawn-soaker, and two lawn 
sprinkler styles — is available from 
the manufacturer. Swan Rubber Co., 
Bucyrus, Ohio. 

Circle No. B35 on coupon, pg. 97 


Power Mower. A folder is available 
illustrating the company’s complete 
line of self-propelled power mowers. 
Swisher Mower & Machine Co., War- 
rensburg, Mo. 

Circle No. B36 on coupon, pg. 97 


Camping Furniture. An illustrated, 
fully descriptive catalog of the com- 
pany’s complete line of folding cots, 
camp stools, and other canvas-cov- 
ered furniture items is available on 
request. Tucker Duck & Rubber Co., 
Fort Smith, Ark. 

Circle No. B37 on coupon, pg. 97 


Repair Handles. A chart which de- 
termines instantly the correct repair 
handle for a specific tool and the tools 
fitted by a specific handle is avail- 


able. It covers :ore than 95 percent 
of dealer’s ash repair handle re- 
quirements for garden, lawn and 
farm tools, shovels, spades and scoops, 
post hole diggers and snow tools. The 
chart lists original handle and sug- 
gests alternates, and comprises both 
True Temper and Briar Edge grades. 
True Temper Corp., 1623 Euclid Ave., 
Cleveland 15, Ohio. 
Circle No. B38 on coupon, pg. 97 


Fishing Bucktail. The eight sizes of 
fishing bucktails made by the com- 
pany, together with full description 
of their uses in fresh or saltwater 
spinning, trolling, and casting are in- 
cluded in an available catalog. Bill 
Upperman, Atlantic City, N. J. 

Circle No, B39 on coupon, pg. 97 


Screwdriver Roll Kit. A catalog 
page is available in black and white 
which describes and illustrates the 
TK-5 Hold-E-Zee Screwdriver Roll 
Kit. The RT-52 Roll Kit, a special 
electronics kit, is described on the 
page also. Both kits contain five 
screwdrivers. Upson’ Bros., _Inc., 
Rochester 14, N. Y. 

Circle No. B40 on coupon, pg. 97 


Gun Data. A handbook with full in- 
formation on the development of 
shotgun chokes, how to use Poly- 
Chokes, picking the right gun, etc., is 
offered without charge to dealers. It 
also contains price list showing deal- 





ADDED 
RIGIDITY and 
UNIFORMITY 


WRIGHTWELD HARDWARE 
CLOTH. Added strength, rigidity, 
uniformity. Flat wire selvage per- 
manently welded to each filler wire. 
Hard drawn wire replacing cus- 
tomary annealed wire. Heavily gal- 
vanized efter weaving. A major ad- 
vance in the wire cloth industry. 
Sizes 2x 2,3 x 3, 4x 4. 

E. L. Hornibrook Co 

Box 176, Avondale Estates, Ga 


Lawrence J. Baldwin & Son, 
306 Carondelet Bidg 
New Orleans !2, La 


G. F. Wright Steel & Wire Co. 


Worcester, Massachusetts 


40 For more information use Handy Return Card, Page 97 





STRENGTH 








See your nearest dealer UNIVERSAL CONVERTING CORP. 


or wrife... 


SPORTING FUN 


Dele At 8 


A complete line of the 
finest sport chairs made 
Constructed for rugged 
wear, designed for 
comfort and practical 
use. Choose Delighter 
for your sport chair 
needs. Lightweight, all 
aluminum folding 
chairs 





1125 B County St., New Bedford, Massachusetts 
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presentin -.. 


PATRIOT WARE 


great new line by Revere 


2 quart sauce pan 


10 inch skillet 7 inch skillet 


Revere Patriot Ware is 18-8 
stainless steel inside and out— 
heatlined for better cooking 


Your customers asked for it. So here 
it is — a new line of cookware by the 
makers of copper-clad, stainless steel 
Revere Ware. 

Revere Patriot Ware is top-notch 
modern. Style-wise. Cooking-wise. 
Care-wise. It is mirror-bright a// over 
—so easy to clean! 
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2 quart double boiler 


Revere Patriot Ware gives you a lot 
to sell. Heatlined stainless steel for 
fast, even heating across the bottom 
and up the sides. Cool, “sure-grip” 
handles and knobs of handsome black 
bakelite. Vapor-seal construction with 
beaded covers (no sharp edges). 
Straight sides, flat bottoms for better 
heat control. And an introductory 
offer on a 7-inch open skillet that saves 
your customers $2.00. 

Be first with Patriot Ware by 


6 quart dutch oven 


1 quart sauce pan 3 quart sauce pan 


Revere. See your distributor now. To 
help you sell, there are newspaper 
mats, full-line folders and attractive 
glossies. Revere Copper and Brass In- 
corporated, Rome Manufacturing 
Company Division, Rome, New York; 
Clinton, Illinois ; Riverside, California. 


For more information use Handy Return Card, Page 97 





er net price and retail price on all 
types of gun repairs. Walco Sporting 
Goods Co., P. O. Box 1818, Atlanta, 
Georgia. 

Circle No. B41 on coupon, pg. 97 


Water Systems and Sprinklers. A 
brochure giving information on the 
company’s complete line of sprinklers 
and a brochure featuring the Series 
SJ3 water systems, the shallow-well 
Jet Hornet, are available. The fold- 
ers are in color, are well illustrated, 
and present detailed specifications. 
Wayne Home Equipment Co., Inc., 
801 Glasgow Ave., Fort Wayne, Ind. 

Circle No. B42 on coupon, pg. 937 


Galvanized Ware. The complete 
line of hand-dipped galvanized ware 


for home, farm, industrial, and 


stitutional use is described in a 20- 
“Wheeling 


page bulletin’ entitled 
Hand Dipped Ware.” Capacities, 
mensions, and shipping weights 
each of the items are included; 
include pails, 
ers, coal hods, etc. 
gating Co., Wheeling, W. Va. 
Circle No. B43 on coupon, pg. 97 


Gasoline Engine Tools. 
catalog, describing and 


tails are given on the 


saws, generators, land 


items 
buckets, rubbish burn- 
Wheeling Corru- 


A 63-page 
illustrating 
the company’s complete line of port- 
able gasoline engine tools, is avail- 
able upon request. Data and full de- 
“MG” chain 
clearance 
saws, etc. Also, information on elec- 





PICTURE OF A WOMAN — A RUG Saleen 


This typical rental customer came in to rent a Clarke rug 


shampoo machine — 
merchandise, things 


store. Income from 


and she’s going out with a carload of 
she decided to buy once she was in the 
the transaction is a sizable sum and it's 


all directly derived from the Clarke rental department. That, 
after all, is what brought her into the store. 


You, too, can reap hz 
by establishing a Cla 
your store. The Clar 
of finest machines | 


increase your store tr: 


larke SANDING MACHINE COMPANY 
671 E. Clay Ave., Muskegon, Michigan 


Authorized Sales Representatives and Service Branches in Principal Cities 
In Canada: Clarke Sanding Machine Co. (Can.) Ltd., 21 Advance Rd., Toronto 18, Ont. 


indsome profits from customers like this 
rke floor machine rental department in 
ke rental plan offers you a complete line 
»lus all sorts of merchandising aids to 
iffic, sales and profits. Write for details. 


> 4s &t gi 


Floor Polisher Floor Sander 


For more information use Handy Return Card, Page 97 


Wet-Dry Vacuum Cleaner 


Floor Edger Rug Shampoo Machine 





tric and pneumatic chain saws is in- 
cluded in the catalog Number 32. 
Mall Tool Co., 25000 S. Western Ave., 
Park Forest, Il. 

Circle No, B44 on coupon, pg. 97 


Fishing Lures. Complete informa- 
tion on its lines of lures, accessories, 
and displays is covered in the com- 
pany’s 60-page illustrated catalog. 
Lures are classified according to 
types for easy reference, and infor- 
mation on patterns, weights, and 
packing is given for individual lures 
as well as for assortments. Marathon 
Bait Co., 840 Henrietta, Wausau, Wis. 

Circle No. B45 on coupon, pg. 97 


Nails Data. A pocket-size hand- 
book containing factual information 
and specifications for Stormguard 
nails is available. The handbook is 
printed in two colors with illustra- 
tions and reference data. A two-page 
chart gives specific data on the sizes 
and quantity of nails to use for vari- 
ous types of roofing, siding and trim 
as recommended by leading trade as- 
sociations. Manufactured in 85 dif- 
ferent styles and sizes, the Storm 
guard nails are rendered rust-resist- 
ant by a special double-dipping in 
molten zinc. W. H. Maze Co., 400 
Church Blvd., Peru, Il. 

Circle No. B46 on coupon, pg. 97 

Fishing Reels. A colorful, illustrated 
36-page catalog containing descrip- 
tions of Penn’s 84 models of reels, 
each designed for a particular fish- 
ing need, is available to dealers up- 
on request. Catalog No. 21 includes 
the new “Sea Hawk” No. 77 and #349 
Master Mariner. It is filled with 
articles on various phases of fishing, 
tips on reel care and descriptions of 
reel construction and assembly. The 
catalog lists Penn’s prize catches, and 
also includes several pages on Penn’s 
reel parts and accessories. Penn Fish- 
ing Tackle Manufacturing Co., 3028 
W. Hunting Park Ave., Philadelphia 
32, Pa. 

Circle No. B47 on coupon, pg. 97 


Rotary and Reel Mowers. A 3-color 
enclosure which folds to 3% x 7 
inches covers the full line of Mow- 
Master rotary and reel type power 
mowers. This is available from dis- 
tributors as Form P-40. Propulsion 
Engine Corp., 311 Marion Ave., South 
Milwaukee, Wis. 

Circle No. B48 on coupon, pg. 97 


Non-Mortise Hinges. A _ six-page 
folder that describes and illustrates 
one residential builder’s use of 1,500 
non-mortise hinges is offered in 
reasonable quantities. Identified as 
Installation Report No. 44, the 
literature reviews interior and ex- 
terior door hanging procedure and 
practice in a suburban Pittsburgh 
residential development. The folder 
is 342 x 64 inches. McKinney Man- 
ufacturing Co., 1715 Liverpool St., 
Pittsburgh 33, Pa. 

Circle No, B49 on coupon, pg. 97 
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Hardware Assortments. Illustrated 
catalog-price list circulars, featuring 
the newest “Solect-A-Pak” hardware 
assortments, are available. Each as- 
sortment, made up of cabinet hard- 
ware, forged iron hardware or shelf 
hardware items, is described on a 
separate sheet. Also included are il- 
lustrations and information on the 
free “Select-A-Pak” display boards, 
panels and layouts pertaining to the 
specific assortment, and which are 
designed to fit present dealer fix- 
tures. Space is allowed for whole- 
saler imprint. Circulars are 8% x 11 
inches in size and printed in two 
colors. They may be used with 
“Select-A-Pak” Catalog No. 256 
which contains open stock hardware 
items. National Lock Co., Rockford, 
Til. 

Circle No. B50 on coupon, pg. 97 


Power Pumps. The company’s line 
of Power Pumps is described in com- 
plete detail in a catalog available to 
dealers. The various pumps, as well 
as the line of pump and well acces- 
sories, are illustrated fully, and in- 
formation as te correct pump equip- 
ment, water requirements, etc., is in- 
cluded. Special catalogs covering 
“Submerga” Pumps, “CS” and “SJ” 
Jet Pumps, Hand and Windmill 
Pumps and Water Conditioning 
Equipment may be obtained also. Red 
Jacket Manufacturing Co., 1051 S. 
Rolff St., Davenport, Iowa. 

Circle No. B51 on coupon, pg. 97 


Planned Displays 
Answer to Competition 


(Continued from page 36) 


tomer’s time if he wants it that 
way, but with provision made to 
supply whatever information he 
may desire. 

The biggest improvement over 
the old store, which was a series of 
frame buildings added on piece- 
meal as needed, is the spacious, 
widely-spread-out main floor with 
all of the separate, well co- 
ordinated departments visible at 
the same time. Also there is ample 
room for the orderly arrangement 
of the large stock in each section. 
Each counter and its individual 
display fixtures were designed 
specifically for the goods that were 
to be displayed. Both the balance 
and the mass of the display add to 
its effectiveness. 

The departments include all the 
usual small hard goods and also 
roofing, plumbing, electrical, and 
building supplies, power tools, 
power mowers, housewares, lawn 
and garden supplies, paint, fenc- 
ing, mechanics’ and carpenters’ 
tools, guns, fishing tackle, sporting 
goods and others. 

The variety and breadth of the 
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COMPLETE 


oD) Cole) 


FLOOR SWEEP DISPLAY 


brings increased 


volume on profitable 


floor sweeps 


Disploys 4 styles 


of sweeps 


Sells sweeps 
by wee 
and proper 


Floor Sweep 
Display No. 1 


Displays ond 
stocks hondies 








Here’s your opportunity to increase volume and enjoy greater dollar 


return on the 4 most popular Oxco 


floor sweeps for hardware store 


sales. This handsome Display, a complete selling and storage unit, 
brings floor sweeps out of the stockroom, makes them popular sellers 
and real money-makers. Saves your selling time yet brings more sales 


at a nice profit! 


18 SWEEPS AND HANDLES PLUS METAL RACK 


3 FAVORITE sweeps (14’’) 

4 FAVORITE sweeps (18"’) 

3 CHOCTAW-X sweeps (14’’) 
4 CHOCTAW-X sweeps (18’’) 
2 JUSTRITE-X sweeps (18"’) 
2 GARAGE palmyra (18”’) 
DISPLAY RACK and TOP SIGN 


Ox 0 = 


All packed in one carton. 
Eusy to set up—no compli- 
cated bolts or nuts—rack sim- 
ply unfolds and it’s ready for 
stocking. Top sign tells cus- 
tomer style of sweep needed 
for his floor surface. 


OX FIBRE BRUSH COMPANY, INC. 


ereoericx <elebGshed /S§¢$ manviano 
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lines inspire customer confidence. 
Prospects feel instantly that they 
are being offered a wide choice of 
styles, sizes, and prices—and that 
the store has the buying power to 
offer the best deals possible. Dis- 
play on this scale is considered 
equivalent to an extra salesman in 
each department. 

Parking is provided for 30 cars 
in front on the off-street space of 
the building set-back, and there is 
room for as many more in the rear. 
Free and adequate parking is 
proving an increasing advantage 
for retailers who can supply it 
without too much _ investment, 


Martin affirms. Many customers 
admit that they drive considerable 
distances to trade for this reason. 

Martin’s does a large neighbor- 
hood business supplemented by 
that of home-owners who pass the 
store on the way to outlying areas. 
They figure home buyers account 
for 50 percent of the volume, in- 
dustrial and maintenance buyers 
for 30 percent, and contractors for 
the balance. The plumbing, elec- 
trical and builders supply lines are 
exceptionally complete in the 
heavy items required by the two 
latter groups—items like cement, 
roofing, bathtubs, toilets, bowls, 





“The Complete Line For the Professional or Home Gardener’ 


MODEL KS-958 


. is 2 lawn units in one — 
it trims and it edges. Equip- 
ped with 2 HP two-cycle 
Clinton gasoline engine, 9" 
steel blade with easy clamp 
adjustment. Features pastel 
baked-on enamel finish. 


ad 


THROTTLE 
CONTROL 


cHRome 
HANDLE 


sraerer * 


Positive 
LOCKING 


wi0t TREAD 
= wrens 


SEALED 
Dust.PROoFr eo TO 
Bau 180 
BEARING Sswiva 


MODEL KS-858 


. . . brings effortless operation be- 
cause of tricycle arrangement of 
its 8" wheels for perfect balance 
and |.6 HP Briggs-Stratton 4 cycle 
gasoline engine. Specially treated 
chassis has lifetime 
guarantee against 

damage. 


$8950 us 
$ 5 350 LIST 


MODEL KS-557 
. « » has power to spare with its big 
1/3 HP General Electric motor and 12" 
blade for cutting and trimming. Has 
dual 8" front and rear 4" wheels and 
chassis complete with baked enamel fin- 


ish and chrome handles. 


WRITE FOR COMPLETE 
INFORMATION 


* nO 
Teees Fences. 
POSTS BUSHES 
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K &$ Manufacturing Co. 


P. O. Box 421 
FORT WORTH 1, TEXAS 





sinks, water heaters, etc. 

The large inventory is controlled 
by the department head or special- 
ist of each section, who is responsi- 
ble for checking and recommend- 
ing re-orders. An adequate incen- 
tive-pay plan keeps the staff “on 
the ball” and feeling they’re mem- 
bers of a team. 

There has been little demand for 
time-payment service in this store, 
and it has been possible to main- 
tain sales without what the man- 
agement regards as the added cost 
and complexity of this feature. 

Personal on-the-job training is 
provided for new salesmen by 
Manager Bob McDonald and de- 
partment specialists to compensate 
for the inevitable labor turnover 
in a metropolitan area. Product 
knowledge is taught, but advice on 
the use of materials is passed out 
only when specifically requested; 
and then, preferably, by the de- 
partment head. It is felt that the 
indiscriminate giving of advice to 
inexperienced persons by various 
salesmen, who are not really 
skilled in the building trades, un- 
necessarily involves the store in 
any subsequent defects in the 
project. Faced with a choice of 
blaming themselves or blaming the 
salesman, some customers natural- 
ly take the “easy” way out when 
things go wrong. 

The retailer’s policy on this 
question is, of course, individual in 
each case, but if all salesmen hand 
out a lot of off-the-cuff advice to 
a lot of people of varying ability, 
certainly some of it is going to turn 
out badly. Discretion is needed, ac- 
cording to Martin. 

Martin’s makes deliveries on 
substantial orders, heavy goods, 
and on others in emergencies. One 
truck is devoted part time to this 
service. 

The company figures that the 
orderly, visible arrangement of the 
stock reduces selling costs per 
item and per dollar. Another sub- 
stantial saving is being made by 
the planned layout of the built-on 
warehouse and its drive-in unlond- 
ing feature. The platform height 
permits hand trucks to be run onto 
the delivery trucks, and 100 drums 
of asphalt can be unloaded in 30 
minutes. The unloading of cement, 
roll roofing, and other heavy goods 
also can be expedited. These items 
and galvanized pipe are stored 
near the unloading space. The 30- 
foot deep balcony in the ware- 
house permits extra storage within 
a short distance of the loading 
point 

The displays 


varied window 
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give passing motor traffic a good 
idea of the different lines carried. 
The following items were observed 
in different sections of the 187- 
foot window space: several styles 
of ornamental fencing, electric 
water heater and hot water tank, 
pump and pressure-tank water 
system, garbage and trash cans, 
bathtub, bathroom cabinet, kitchen 
sink unit, a variety of single and 
double faucets, baskets, clothes 
rack, barbecue grill, picnic items, 
garden tools, and matched mechan- 
ic’s tools. Wheelbarrows are dis- 
played outside. 

Window displays are rotated 
seasonally and to give all lines pro- 
motion in sequence. Windows are 
almost at floor level for ease in 
changing exhibits. Window stick- 
ers offer specials in different lines 
each month. Store traffic created 
by these bargains is impressed 
further by the massive inside dis- 
plays. The management doesn’t 
have to use that old gag: “If you 
don’t see what you want, ask for 
it.” For, practically always, pros- 
pects can’t help seeing what they 
want, and also many other things 
they need or may need in the 


future. 
+ 


Going Suburban? 
(Continued from page 39) 


ing complications. Construction 
took 13 months. 

“I sat down and did some think- 
ing about this problem,” he relates. 
“I knew I was in a suburban res- 
idential district, and I sought a 
means of reaching these customers 
and tailoring my store to their 
needs. 

“I knew the vast majority of 
them, while living on acres and 
larger plots, still were in the do- 
it-yourself class. They liked to 
work around their homes, 

“So I tailored my stock to their 
needs. But first I had to get them 
into my store, and I remembered 
the advice of a major department 
store’s president whose philosophy 
was ‘give me an item and I'll build 
a department.’ I looked for an item 
which would fit the residents’ 
needs, and which they’d come some 
distance to buy.” 

He found a good brand of ferti- 
lizer and offered it at a bargain 
price — 100 pounds for $2.04. His 
profit was small but his idea 
worked. He sold 124 tons of it in 
less than eight months. 

He advertised his fertilizer bar- 
gain in the local weekly newspa- 





Get fast sales, quick turnover 
and good profits with 


TAYLOR MADE 
CHAIN! 


TT’ BBB and PROOF COIL in 
rugged, easy-to-use TAYPAILS 


TM Taypails with Color- 
coded and Tape-meas- 
ured BBB and Proof Coil 
Chain are best sellers with 
jobbers and dealers every- 
where. They stack easily 
for effective mass displays 
—hold approximately 
100 pounds of 3/16”, 
1/4", 5/16" or 3/8” chain 


TM CHAIN DISPLAY STAND 
A traffic-stopper—a weidiess chain department in 
itself. Handy, easy-tc-use chain cutter speeds and 
simplifies sales. Stand holds seven reels—occupies 
less than two square feet of floor space. 


Jobbers’ and dealers’ salesmen are picking up good TM Chain 
orders regularly from all types of industry. They're selling 
everything from famous TM Triple-Safe Alloy Chain down to 
No. 22 Jack Chain and the full line of TM Chain attachments. 
Taylor Chain’s 84-year reputation for quality chain ...a com- 
plete and effective assortment of sales promotion material, and 
Taylor’s hard-hitting national advertising in Business Week, 
Steel and a host of other top trade publications, are factors that 
speed turnover—boost your profits. Get started with this alert 
and progressive company right away — write today for details. 


N § oce 


Clevis Grab Hook Grab Hook Cold Shut Connecting Link 


Chain (s our sSpectalfy, not our sideline! 
“ry | 
Taytor MADE \, S<5.ravL0R cain co., nc 


EAT NAME IN 
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per; placed signs on nis windows: 
and sent out direct mail to a list 
of 4,000 names. 

The acceptance of the fertilizer 
was instantaneous. A month later 
he added another low markup 
item — charcoal in 20 pound bags. 
This, too, was a hit. He sold 7% 
tons of it in seven months. 

The result was that because of 
these items, he was able to make 
a small profit during each month 
of the construction period, and 
gained new customers, too. 

“I was working on the theory 
that if I could get them into the 
store, I'd get a large percentage of 
repeat customers. And it’s work- 
ing,” he explains. 

Once in the store, the majority 
of the customers liked what they 
saw, and came back. But their lik- 
ing was not happenstance. 

When he originally planned his 
hardware store, Lytle deliberately 
set out to do several things: 

(1) He stocked his store with 
items for the do-it-yourself cus- 
tomer. 

(2) He did not attempt to spe- 
cialize, but aimed at general home- 
owners’ hardware business. 

(3) He arranged it more like a 
department than a hardware store, 
utilizing his previous merchandis- 


ing experience to create a differ- 
ent hardware store atmosphere. 

(4) He aimed his store, both 
stock and layout, at women cus- 
tomers, adhering to the department 
store philosophy that women are 
the key to success, since studies 
have shown they constitute 88 per- 
cent of a department store’s traf- 
fic. 

(5) He endeavored to give serv- 
ice that little extra in the way 
of sound advice or money saving 
tips which is appreciated by any 
customer, particularly amateur do- 
it-yourselfers. 

One visit to the Thrif-T Hard- 
ware store shows how he’s accom- 
plishing his purpose. 

Do-it-yourselfers can find the 
many small items they need to car- 
ry out a minor repair, whether it’s 
bathtub cement, small quantity of 
paint, picture hanging nails, or 
everyday household tools. He car- 
ries only commonly used items. 

If the customer’s need is a gen- 
eral one, he has no trouble in find- 
ing the necessary items. However, 
if his need is more of a specialized 
one, perhaps a complicated plumb- 
ing fixture, extensive fishing needs, 
or guns and ammunition, Lytle 
frankly will tell him he doesn’t 
carry it and will gladly recommenc 


a specialized hardware store. 

Walking into his establishment, 
the customer gets a different feel- 
ing from most hardware stores. 
The displays are clean cut, the 
aisles are wide, and open shelves 
are arranged neatly for easy vis- 
ibility, The color scheme, too, is 
carefully chosen. And the displays 
and general layout indicate his 
emphasis upon attracting the fe- 
male trade. Fifty percent of the 
space is devoted to housewares. 

When he decided to open a new 
store, he realized he’d have to cre- 
ate a desire on the part of cus- 
tomers to come back, and that bar- 
gains couldn’t be the only lure. 
As a regular part of his stock in 
trade, Lytle goes out of his way 
to be helpful if he can. 

He doesn’t claim to be an expert 
in all things, but he’s acquired a 
fund of practical knowledge, be- 
cause he always liked to know the 
“why” of things, which he’s glad 
to pass on to his customers, even 
though they may involve little 
things such as telling a man how 
to minimize plaster cracking by 
driving picture nails through strips 
of scotch tape. This might sound 
like a great deal to offer with a 
15 cent sale, but he’s found it’s 
an excellent goodwill builder. 





| eS ein ae 


e Powerful, and PROFITABLE 


tne Regoddlagiric 
TWIN CHAMPION 


PUMPS FULL CAPACITY AT 40 


The Rapidayton Twin is the BIG PROFIT water 
system. Consider the multiple selling advan- 
tages: Two stages. Completely packaged— 
with horizontal or vertical tanks ranging up 
to 52 gals. Convertible—for depths to 150 
ft. Deluxe quality-built. As for performance, 
it loafs along while pumping full capacity at 
40 Ibs. pressure. Add the fact that the Twin 
retails in the same range with most single- 


wget ony 


LBS. PRESSURE 


models. 


Every model in the complete line 
of SANITARY WASTE RECEIVERS 
is designed for a purpose. Care- 
ful planning, based on proven 
sales records, provides you with 
only the fast-moving, top-selling 
There is no profit loss 


the Multi-Purpose 


WASTE RECEIVER 


demand throughout the year, 
season after season, with steady, 
year-round profits for you. 

Every home, store, shop and 
office needs one or more modern 
SANI-CANS for convenient dis- 
posal of waste or litter. A SANI- 


stage deluxe pumps—and carries a generous 
trade discount. Built-in profit sell- 
ing features include self-priming 
Quad-Volute design and exclusive 
Quick-Connect flange (pat. pend- 
ing). Get the story on Rapiday- 
ton’s complete line — and boost 
your profits. 


CAN for every purpose brings big- 


from ‘‘dogs"’ or year-end ‘‘dump- 
a ger profii opportunities for you. 


SANI-CANS are in 


SANI-CANS offer a choice of standard open and 
patented step-on models, in popular sizes and 
attractive decorator colors, white, chrome and 
copper plate finishes, that command attention 
and compel buying action. See the SANI-CAN 
man in your locality or write the factory for 
prices, discounts and delivery schedules TODAY. 


SANITARY RECEIVER CO., INC 
Dunkirk, N. Y. 
The Original Step-On Receiver 
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The Tait Manufacturing Co., Dept. 384, Dayton 1, Ohio 


Established 1908 as Dayton Pump & Mfg. Co. 
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During the more than two years 
he’s been operating his store with 
the aid of his wife, and a partial 
self-service setup, Lytle has con- 
fronted many other problems 
which not only face a new hard- 
ware store, but particularly one 
in a suburban shopping center. 

A shopping center location is far 
from a non-competitive one. In 
fact, competition is greater in such 
a location than perhaps in any 
other, he believes. 

“In my case,” he points out, “I’ve 
got competition from three sources 
— the chain food store, the five 
and ten cents store, and the drug- 
store. Virtually every item in my 
store is carried by my competitors 
to a greater or lesser degree from 
picture nails to electrical items. 

“How do I meet it? By carefully 
selecting the items I carry, and 
watching my pricing. I carry only 
quality lines. People realize this 
as time goes by, and they also real- 
ize they get service.” 

Another suburban shopping cen- 
ter problem Lytle is conquering is 
the lack of walk-in trade. 

“People pull into the parking lot 
and go to one store they have in 
mind,” he explains. “There’s little 
casual traffic. As a result, a shop- 
ping center hardware store can’t 
depend upon window bargain dis- 
plays to draw customers. 

“T utilize such bargain window 
displays to some extent, but main- 
ly endeavor to create a quality 
feeling in my displays, changing 
them less often than would be nec- 
essary if I were offering bargains 
periodically. 

“To overcome the lack of pedes- 
trian traffic, I concentrate upon my 
local advertising and my direct 
mail approach, and my trade is 
steadily building up.” 

After being in the red for the 
first year, Thrif-T Hardware has 
been in the black since, and Lytle 
anticipates his best year with the 
reopening of the highway. 

“Since the reopening, my store 
traffic increased 50 percent in 
one month,” he reports. “And my 
sales, both number and dollarwise, 
have increased just as much.” 


. 


Merchandising 
a $30,000 Line 


(Continued from page 43) 


with a reliable customer. 

“I believe I know as much as 
anyone about how our merchan- 
dise performs,” he said. “I make 
it my business to know. Then 
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FOR BIG MULTIPLE SALES, 
SELL A SET 


@ NEW TOOLS & 
COMBINATION KITS BY 
SARGENT .. . 

FAMOUS FOR QUALITY 
HARDWARE SINCE 1864 


“NEW” SMART SET 
No. 22-S $5.85 
Parrot-Head Pruner & Seif-Adjust 
Grass Shears (A Perfect Pair 
Here s a new comb 
that can't fail to 
nd favor with your 
gardening customer 


‘ 


“NEW” LAWN EDGER 
$3.95 
Guide wheel and foot pedal mean 
effortless turfing and neat 
trimming even in the 
toughest grasses 
self sharpening blade 


“NEW” GRASS WHIP 
$1.95 
Perfectly balanced, the blade 
really does the work of cutting with 
its sharp serrated edges 


A 
THE SALES 
RECORD BREAKER 











a ~ ~ 


San TE ) 
“BIG 3” a> T 
HOME GARDENER’S KIT 


No. 21-S $10.80 
¢ EXCLUSIVE ANTI-SHOCK HEDGE AND SHRUB SHEARS No. 91 — 22” 
¢ UNIQUE PARROT-HEAD PRUNER No. 15 — 8” 
¢ SELF-ADJUSTING GRASS SHEARS No. 17 


SARGENT & COMPANY 


HAND TOOL DIVISION, NEW HAVEN 9, CONN. 
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Model 2-S-1 


Sherman rockets ahead in *S8 with 

all new Advanced Design Wave Sprin- 

klers. The “New Look” plus exclusive 
“Flik-Quik” Pattern adjustment control gives you 





an unbeatable profit combination for your lawn 
and garden department! 


ANOTHER SHERMAN FIRST! 
New “4-Pac” includes four New Advanced De- 
sign Wave Sprinklers and Eye-Appealing Display! 
Demonstrator Sprinkler included at special low 
price! Ask your jobber for details! 











H. B. SHERMAN MANUFACTURING CO. 
Battle Creek, Michigan 
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when a customer makes a purchase, 
I can tell him or her what to ex- 
pect.” 

There are cases, however, where 
Molyneaux does not attempt to tell 
customers how to proceed, nor 
what to expect. His trade area is 
heavily populated with engineers. 
As everyone knows, there isn’t 
much to be told to an engineer. 
Then there are the customers who 
are not engineers, but are natural- 
ly determined to dominate conver- 
sation. In such cases, “Molly” clams 
up and lets them sell themselves. 

This and other selling tech- 
niques, all devoid of high pressure, 
have been and are being instilled 
into paid sales personnel and other 
members of the family. It is a sort 
of family store. Mrs. Molyneaux 
presides over the books and helps 
on the sales floor. So does son John 
and daughter Sandra, especially 
on “nut and bolt day,” which is 
Saturday, although at this writing 
Sandra was contemplating matri- 
mony. 

Everyone here believes like 
“Molly” believes, that a little per- 
sonal touch of attention in a 
trivial transaction, like sharpening 
that hoe, is much more productive 
than high pressure selling. 


os 


Lawn Service Builds 
Year-Round Profits 


(Continued from page 45) 


back if the customer isn’t at home. 
The crew after doing the work one 
time knows exactly what is needed, 
and proceeds to do the work quick- 
ly and efficiently. This service 
makes it nice for customers who 
are out of the city on vacation for 
several weeks or a month. When 
they return, their lawns or estates 
are well groomed and not grassy 
eyesores. 

“By having the same crew do 
the work each week, there is 
created valuable customer confi- 
dence, too. 

“In our ground maintenance 
work, we cut the grass once a 
week on a regular basis. Bermuda 
is the preferred lawn grass in 
Memphis and by cutting it at a par- 
ticular height, we keep down wild 
grasses and weeds. This is im- 
portant in good lawn care and is 
appreciated by the customer. 

“‘We emphasize that our service 
is professional—and that it actual- 
ly costs less because we have men 
who know exactly what to do and 
know how to do it economically 
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with labor-saving tools. 

“All of our crews are supervised 
and never finish a job without SPRINKLES 
picking up the trimmings and leav- 
ing the lawn clean. A 

“A thing as simple and as ele- : ~ SQUARE 
mentary as this can build im- me 
portant good will and repeat busi- ) 
ness.” IT’S THE NEW 

Horne also offers such services 
as aerating, fertilizing and sodding, 5 
planting, grading and landscaping SQUARE n 
lawns, chemical mowing or soil 


sterilization for plants where weeds Cl RC L E 


and grass could constitute fire 
hazards, planting and mulching SPRINKLER! 
flower beds, pruning of shrubbery, 
and removal and planting of " 
shrubs and trees. Model 50 \ - y 

Special work, such as hedge 
trimming and flower bed prepara- New! Amazing! 
a is — es _ Versatile! 

ys sdays, wit , : . . 
we we ee ee ‘ Square ‘n Circle Sprinkler by Sherman 


rest of the week for normal serv- sprinkles a square or a circle AT THE TWIST OF SPRINKLES 


ices. A KNOR! 
Equipment includes power mow- A KNOB! A 


ers, spraying equipment, ladders, 
trucks, a Roto tiller for specialized 
work in flower beds and to loosen 
up ground, a tractor and an aerate 
attachment. 

Aerating is in demand in Mem- DEMONSTRATE! 
phis because of the clay sub-soil. 
When this sub-soil is loosened, DISPLAY! SELL! 
lawns retain moisture and remain 
green during the scorching sum- 
mer days. 

Wild onions are a problem for 
many Memphis home-owners, and 
Horne is experimenting on control 
methods for this lawn pest. The 
chief headache—and biggest diffi- 
culty—is the fact that the onions 
have “buttons” often 6 to 12 inches : 
below the surface. If Horne can 4 
develop a method of eradicating or 


killing these “buttons” in the | MVEW MONARCH... 


Square pattern puts the water where it belongs — 

on the lawn. Walks and Drives stay dry! Exclusive CIRCLE 
governor for perfect square regardless of water pres- 

sure. For maximum throw, set for circle! 


Ask your jobber representative about 
“Demo-Pac”. Colorful display and specially 
priced demonstrator sprinkler included! 











lished. 400-1 

Horne’s crews also install under- Precision made, designed for long service and out- ¢ 
ground sprinklers. However, with standing sales appeal, all new Sherman 9 
Memphis receiving an all-time MONARCH meets every demand for controlled f 
record rainfall this past year, water distribution. Ball-bearing head, arms and } 
there wasn't much demand for this base heavily chrome-plated. 15” Spray arm, 11” x ew 
particular service. Toe 

Winter work consists mainly of ee BUILT-IN 


cutting winter rye on lawns and S FILTER 

transplanting and _ setting out NEW Gold Babel — - 

shrubbery. REG. TRADE MARK . 
a acon ee = Top Quality Sprinkler famous for “saturation” 

good customers, Horne has foun nkling. Covers 3’ to 55’ circle ‘ od. 

Two of his better commercial cus- cage pat ot eee eee eee 

tomers are real estate firms that 

use his lawn maintenance service 

regularly for new homes on the 

market. Well-cared for lawns are 

a definite sales factor in the home 

market. | he H. B. SHERMAN MANUFACTURING CO. 
Horne does little advertising. Battle Creek, Michigan 

depends upon satisfied customers : 


— | 


ing. Chrome-plated head, arms, sled-guide base 
and swivel. Big! 9” high, 11%” spray arm. 
1i’x ll” base. Rugged, colorful. Fully 
guaranteed! 
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NOW- 


The FABULOUS 


soins THE FAMOUS 


LINE 


CooPen rubbed 
Aladdin's famous 
lamp and its 
magic depths came 
the inspiration and 
know-how to design 
and produce the out- 
standing Rota 
Power Mower of of at 
sae time, mp 
je and 21" mere new, practica 
CUTTING WIDTHS sind tabed Gedtunes 
than were ever built into any former Rotary Mower. Conveniently 
located, individual wheel adjustment provides quick-set height control 
ranging from |'/2” to 3”. No tools needed to change cutting height. 
The 21” model is equipped with choke-o-matic carburetion, which pro-* 
vides starting, stopping and speed control from the conveniently 
located lever at the top of handle. Both models equipped with new 
type 14 gauge steel deck, with half ring baffle for peak cutting effi- 
ciency. Snap-on leaf mulcher included as standard equipment. Briggs 
& Stratton 4-cycle engines, equipped with recoil starters. 


You Expect More From Cooper Mowers 
.. and GET IT. 


THE LINE 


The superior cutting ability of the COOPER 
“CYCLO-MO" trimmer type Rotary Power 
Mower is due to the rapid discharge of 
clippings through the ejection chute. 
The combined suction and cutting 
action of the special steel blade pro- 
vides a smooth cut for fine 
lawns plus the ability to handle 

toughest weed growth. 





2)” SELF-PROPELLED 
(illustrated) 
18” and 20” PUSH TYPE 


The dew _ Self-Propelled 
“'Cycle-Me” is powerful and 
rugged with its 2% HP 8 A 
S engine equipped 

coil starter. 
teke-off to rear wheel drive. 


18” and 20” 
CUTTING WIDTHS 
EDGE’N yur 


{7 
THE KLUPPER ’ LINE 

The sturdy construction and high quality of 
COOPER "KLIPPER" Power Mowers has been 
a by-word in the mower industry for 31 years. 
“KLIPPER" owners everywhere testify to the 
many exclusive features of construction and 
conveniences of operation. 


Puilt for those whe want the Gest 
COOPER MANUFACTURING COMPANY 


960-962 SO. FIRST AVENUE e MARSHALLTOWN, IOWA 
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our customers know 
it’s the best 


C7 
zs 
it ea U7 = 





#1114 BOAT COVER 


aire STaAY-aArioal 


SCOTCH PLAID CUSHION 

Coos Guerd Approved) 
#331 KNOT CUSHION 
Coos! Gverd Approved) 


SLEEPING BAG 


#202 CORK VEST DACRON FILLED 


(Coest Guerd Approved 








"You can't buy better. Write tor @ 
to save your life" free literature 


THE AMERICAN PAD & TEXTILE CO. 
GREENFIELD, OHIO 


Fairfield, Calif 


in Canada: Tapatco, itd., Magog, Quebex 
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for most of his work. However, he 
does keep an ad in the telephone 
directory’s yellow pages. And in 
the early spring he uses newspaper 
classified ads. 

“While we had a backlog of 
orders all last year, we kept our 
name before the public with some 
advertising,” Horne declares. “I 
think all stores should try to keep 
their name before the public even 
if they have more business than 
they can handle. 

“We don’t use direct mail or 
radio.” 

The firm uses yard signs while 
on the job. They advertise effec- 
tively and attract much neighbor- 
hood comment. 

While supplies and tools are 
sold at the store on Lamar, the 
lawn maintenance work is directed 
from another location. From this 
location, crews are assigned and 
orders controlled by dispatcher 
Glenn Moore. 

The firm maintains its own com- 
post pile and mulch for top-soil 
work. 

Don’t worry about starting out 
with highly trained personnel if 
you are considering taking Horne’s 
path. “We prefer to hire inexperi- 
enced men and then train our 
crews to work exactly the way we 
want the work done,” Horne ex- 
plains. “Get you a good man and 
then build your. organization 
around him. It’s just that simple.” 


4 


Dealer Is Selling 
100 Mowers Annually 
(Continued from page 47) 


$159.95—with one riding model at 
$329—thus giving prospects a 
wide choice of styles and prices. 
The best single seller is an 18-inch 
reel-type gasoline unit selling at 
$114.95. 

After the prospects are lined up 
by means of displays and other 
simple promotions, the best single 
selling device by far is the com- 
plete home demonstration, when 
the customer is permitted to han- 
dle the machine himself on his own 
lawn, rough or smooth, large or 
small. He thus can see for himself 
exactly what the recommended 
unit, or the one he thinks is suit- 
able, will do under his individual 
conditions. Preliminary talks in the 
store usually have narrowed down 
the deal to the approximate model 
suited to the prospect’s needs and 
purse, But sometimes he has to see 
for himself in order to make the 
right choice, and for this reason 
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two models, types or sizes may be 
brought along for comparison. 
Demonstrations are given on 85 
percent of the sales. In fact, Paul’s 
doesn’t like to sell without a dem- 
onstration, unless it is sure the cus- 
tomer already knows quite a bit 
about mowers. They find that sales 
stand up better when prospects 
can convince themselves exactly 
what they are getting before they 
buy, and when they are instructed 
fully on how to care for the ma- 
chine. Both of these factors prevent 
comebacks and loss of good will. 
In addition, nine out of 10 deals 


that get to the home demonstration 
stage result in sales. 

Product knewledge is very valu- 
able when it comes to helping a 
prospect select a mower that suits 
his personal physical needs and his 
type of lawn, Thomas states. 
Which is more suitable, the reel 
type mower or the rotary? Which 
mowers are best suited for the 
suburban housewives who do as 
much of the mowing as the men? 
Which to buy, a gasoline mower or 
an electric one? Paul’s salesmen 
are ready with this information. 

Thomas considers mowers one of 








Make Friends 
by Recommending 


pl Medal SEINE TWINE 


Dealer after dealer has built up friendships, 
patronage and profits by doing it. For the Gold Medal 
Seine Twines are the favorites of fishermen 
everywhere. They are the greater value products 

of America’s largest and most experienced 
manufacturer of fish netting and seine twines. 


e GOLD MEDAL COTTON SEINE TWINE...for generations 


the mo.t popular! 


e GOLD MEDAL CONTINUOUS FILAMENT NYLON SEINE 


TWINE...the finest Nylon twine! 


e AND NOW NYAK SEINE TWINE ... gives the chief advan- 
tages of Nylon at a saving! 


ORDER FROM YOUR JOBBER 


THE LINEN THREAD CO, INC. 


418 GRAND STREET + PATERSON 12, N. J. 
Makers of Quality Twine Since 1784 


New York 


Boston . 


« Chicago -« 
St.Louis « 


San Francisco 


Baltimore «+ Gloucester 
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his main lines, since it produces 
such an impressive part of his 
gross. Therefore, he has put in 
considerable time specializing in 
this subject himself and has 
trained his first assistant Charles 
Malone as another specialist. This 
means there is always someone on 
hand to handle the tough sales and 
to make effective demonstrations. 
Sales meetings are held for the en- 
tire staff of four at the beginning 
of the mower season and whenever 
new models or problems come up. 
Mowers sell the year ’round in 
Florida but the grass does grow 
much faster from April to October. 

Sales meetings deal with the ad- 
vantages of individual machines 
and the machine’s major selling 
points. Salesmen are observed in 
action and any especially good or 
weak points in their presentation 
are pointed out to the whole staff 
later. 

Mowers, on the whole, do not re- 
quire a hard high-pressure “sell” 
by a neighborhood dealer, but with 
over $100 involved, prospects ex- 
pect complete attention and wish 
to be assured they are making a 
good buy. The home demonstra- 
tion is the clincher if made cor- 
rectly. 


No special-price sales or dilis- 
counts are offered on mowers, for 
the competition is so terrific that 
mark-ups are limited to a standard 
25 percent. This is somewhat less, 
of course, than for average hard 
goods, Thomas points out, but, with 
about 200 outlets selling many 
makes of mowers in the Miami 
area, dealers who achieve a fair 
volume on this big-ticket item feel 
this margin is still pretty good. 

Chain stores of several types sell 
mowers at lower prices, and even 
dime variety stores, dry goods, de- 
partment, furniture stores and 
others try to cash in on this rich 
potential. However, they aim most- 
ly at a price market, and the 
neighborhood dealer can gain his 
share of this trade by stocking a 
higher-quality product and giving 
personal service to meet each 
prospect’s special needs. It is well 
to point out to price buyers that 
even the best mowers need oc- 
casional service. 

The general hardware dealer 
likewise has certain advantages 
over the cycle shops and mower 
specialists, Thomas believes, be- 
cause he sees more home-owners 
every day in a natural atmosphere 
of confidence and good will. 


Budget selling is a natural in 
merchandising mowers because of 
the size of the ticket, and 85 per- 
cent of Paul's customers buy this 
item on time. Payments run fo! 
one year with 15 percent down 
payments. The store carries a 
large sign outside soliciting in- 
stallment business. Thomas carries 
all his own paper on these deals, 
and has had no losses yet from this 
source nor any repossessions with- 
in the past two years. This self- 
financing is an extra source of in- 
come if a dealer has enough 
capital for it. If not, mower con- 
tracts are refinanced readily by 
most banks for suitable purchasers 
New prospects are checked with 
the local credit bureau at a cost of 
75 cents for each report on thei 
previous installment-pay record 

Thomas has never found it 
necessary to go in for rentals of 
mowers though he does rent power 
tools. He believes that in certain 
areas there may be advantages in 
selected rentals to open the door to 
new sales, but the disadvantages of 
the extra time and space required 
overbalance them in his area, 
where mowers sell readily with- 
out the “headache” features of 
renting. 





Fasy to Sell 
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w Kesorler 


ALUMINUM BOATS 


Marine dealers are making money today. 
The boom in boating can add important vol- 
ume for you also. Resorter Boats, one of the 
country’s leading boat manufacturers, now of- 
fers dealerships to qualified hardware retailers. 
You will have a full line of 10 diversified models, 
liberal discounts, prompt delivery, and complete 
factory cooperation. 


Resorter aluminum boats are as sensational in 
performance as they are in appearance. They’re built 
to last— with a minimum of maintenance. Write for 
details on the 1958 line—and dealership opportunities. 


Distributors and Jobbers: Resorter Boats are avail- 
able with your own brand name. Fully-protected regional 
territories are open for qualified distributors and jobbers. 


RES ORTER 


BOATS 


A Division of Southwest Manufacturing Compony 


Dept. SH, P.O. Box 2501, Little Rock, Arkansas 


SOUTHERN HARDWARE for January, | 958 





Trade-ins, on the other hand, he 
states, are good business, though 
they figure in only about five per- 
cent of this dealer’s sales. Most 
people either sell their own old 
machines themselves, or keep them 
for the parts to use for some other 
purpose, On the other hand, many 
home-owners are able to keep their 
mowers running for six to 10 
years, which is one of the major 
selling points. 

Reasonable allowances are given 
on trade-ins, which is a good will 
feature in itself because most 
chain and department store dealers 
are not set up for this purpose. 
Mowers taken in are reconditioned 
and sold for enough to cover the 
costs. About five to 10 percent are 
junked for parts. 

When customers have trouble 
with their machines, minor re- 
pairs such as cleaning spark plugs, 
adjusting plugs, blades, or carbu- 
retors are handled in the store. 
Sharpening and major repair-or- 
adjustment jobs are sent to 
authorized factory service centers, 
of which there are about 60 in the 
Miami area. Many of these centers 
sell mowers themselves, but about 
90 percent of the local retailers 
send all their service work to them. 
Most stores do not have sufficient 
volume of business to support their 
own repair organization, and this 
work must be done right in order 
to maintain good will for the deal- 
er’s make of machine. Mowers 
usually are serviced and returned 
in a few hours without any extra 
pick-up charge. 

“It is a good merchandising idea 
to stamp on the bill, or attach a 
tag or sticker, stating that this 
pick-up service has been performed 
by the store without charge,” 
Thomas said. “When the dealer 
handles the transaction and collects 
for it, the customer is likely to 
think he is making a profit on it. 
Some dealers believe they are en- 
titled to a service charge for this 
delivery, and others refer custom- 
ers directly to the service firms. 
But we believe in controlling this 
business ourselves.” 

Every new mower that Paul’s 
sells is fueled, oiled, and run for 
proper adjustment before being 
delivered. A simple thing like the 
right level of oil in the crankshaft 
is explained to the customer, for 
too much is as bad as too little. 
Customers are cautioned not to 
tinker with the motor unneces- 
sarily, and not unless they know 
what they are doing. A small stock 
of extra blades, belts, and carbu- 

(Continued on page 76) 





FOR SUPER 
only COLORITE 


“GARDEN HOSE 


AT PROMOTIONAL PRICE 


| Pr 


I Advertising material 


ova 
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! Send for 
; CATALOG 
; and 


BIGGER PROFITS - 


PROFITS 
gives you both 


for Quality! 


Laboratory tested and con- 
trolled. Surpasses standards of 
U. S. Dept. of Commerce. Un- 
conditionally guaranteed full 
period. No pro-rata charges. 


for Price! 


Priced for volume sales! Mer- 
chandised for volume sales! 
Produced for volume sales! 
Manufactured on cost-plus for 
unbeatable value. Display pack- 
aged. 


BIGGER VOLUME 


As America’s most experienced manufacturer of hose specifically for 
hardware stores, Colorite offers you a complete merchandising 
program to help you sell. Colorite quality, price, packaging are de- 


signed for volume impulse sales. . . 


bigger profits . . . full mark-up. 


Get the complete Colorite story. Look for the one brand with the 


double OK for price and quality. 


#310 50 ft. Green or red two ply 
100% virgin vinyl. Full flow brass 
couplings. 5 year guarantee 


Full line from promotional 4,” to 
heavy duty %/,’’ bore. Opaque, trans- 
parent and nylon tire-cord reinforced. 


ete] Me} ins 


Name - 
Firm Name 
ice List Address__ 


lable, mats, glos- My Hose Wholesaler is 


display packag- 





lam a wholes:ler 


#900 triple tube sprinkler 50 ft. 
Lustrous green opaque. 100% vir- 
gin vinyl Nickle-plated brass 
flush-out couplings with end cap 
Lies flat 





VISIT US AT THE 


NATIONAL HOUSEWARES SHOW 
BOOTHS 1139-1141 
NAVY PIER (DRILL HALL) 


PLASTICS OF NEW JERSEY, Inc. 
35-37 lowe Avenve, Patterson 3, N. J 
Phone: ARmory 4-2646 





Please send me your Catalog Sheet and Price List 
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STOCK UP NOW ON LEAKPROOF 


Blue Ridge Has The Strength For Open- 
Type Roof Decks —Fits Any V-Crimp 
Or Standard Channel-Type Roofing... 


’ Check These Blue Ridge Selling Points— 


Blue Ridge Steel Roofing Sheets are strong, but 
not brittle. That’s why they don’t crack at nail 
holes when applied . .. why they have extra hold- 
ing power in high winds. Further, Blue Ridge 
Sheets are easy to cut and bend to fit around 
difficult corners and obstacles. 

Strong Blue Ridge Sheets permit spacing of 
purlins or roof slats up to 30 inches apart for 
open deck roofing. Manufactured from 29-, 2 
26- and 24-gage steel sheets, they are heavily gal- 
vanized to meet ASTM Spec. A-361-55T. 

Blue Ridge Roofing has the waterproof features 
farmers demand. Steep V’s, plus Heat keep 
windblown rain from seeping past side laps .. . 
three rib stiffeners stop water from siphoning 
under end laps. And for added strength against 
wind damage, Blue Ridge can be nailed five nails 
across. Blue Ridge alone offers this feature with 
no price premium. 

Stock up now and sell Blve Ridge—the roofing 
farmers are asking for. It fits any Standard 
V-crimp or sadeed channel roofing and elimi- 
nates need for stocking special accessories. 





FREE— advertising and merchandising to help you sell. 


STOCK UP NOW-ALL THESE 


A complete range All types and sizes of 
of wire nails. high quality nuts and bolts. 


VWasuaclieed, i Ce South for 


Southern Steel Plant—Gadsden, Alabama 
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REPUBLIC BLUE RIDGE 


STEEL ROOFING... 


The ONLY Standard Channel-Type 
Roofing That Can Be Nailed 
On All 5 V’s For Extra Holding 
Power In High Winds And Storms 
































Flexible plastic pipe Galvanized barbed wire in “Precision Wound” automatic baler Woven wire fence in all 
for wells, stock watering five popular styles. wire to fit all popular balers. widely used styles ond sizes. 
and irrigation. 


REPUBLIC STEEL CORPORATION 


DEPT. C-4996 

3200 EAST 45TH STREET + CLEVELAND 27, OHIO 
Please send me Dealer Promotion Kit, including infor 
mation on other Republic Farm Products. 


Address_ = 


General Offices—Cleveland, Ohio 


ee | 


~ 
dd 
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They're asking for them; 
Be sure YOU have them... 


MANN‘S 
Rapid GARDEN TOOLS 


Rapid-Ho .. . 


a forged steel dual-purpose 
hoe; 2-inch mottock biade 
and 4-inch hoe blade; 48- 


inch pick-type ash handle. 
Wt. 40 oz. 

Rapid-Till . - 

a rugged-but-lignt cultivator, 
3 fast-working tines and mat- 


tock blade; every gardener 


needs it; weighs only 32 oz. 
with 48-inch ash handle. 


RapiDigger-48 .. . 


a long-handie speedster at 


garden work, combines trowel 
(digger) blade and 2-inch 


mattock. 48-inch handle 


model, 34 oz. 


RapiDigger-15 .. . 
same tool head as above but 
with 15-inch Weatherproof® 
hickory handle; wt. 22 oz. 
Smartly packaged, 1 to a box. 


48-inch handle models std. pkg., 
6 solid or 2 of each. All retail 
about $3 


THEY’RE ALL 
LIFETIME GUARANTEED! 


MANN 


A 
Ae EDGE TOOL Co. 
Lewistown 2, Pennsylvania 











DEPENDABLE ... 


another way 
of saying 


Rugged Robert 


Every wise customer knows that 
Rugged Robert means DEPENDA- 
BILITY . superior QUALITY. 
That’s because al] Rugged Robert 
products are made of the very finest 
materials under the most exacting 
specifications. 

Thousands of people always ask for 
the Rugged Robert Brand by name. 

Fast-selling Rugged Robert Prod- 
ucts include pliable, galvanized solid 
and twisted clothesline ... high- 
quality swing and well chain, in 
2/0 and No. 3 size, boxed and on 
spools . . . and the smart-looking, 
fast-se]ling broom rake. 

All Rugged Robert products are 
perfectly packaged for immediate 
re-shipment. Get your share of this 
“PLUS BUSINESS today! Write or 
call us for YOUR 
supply! 


Wire Products Company 


retor springs is kept on hand 

Two- and three-wheel edgers 
for trimming near walks and beds 
are stocked also. About one edger 
is sold to every five mowers. Vari- 
ous mower attachments are car- 
ried. 

Paul’s keeps one demonstrator 
machine in each fast-moving 
model; the customer gets a brand- 
new machine when he buys. Dem- 
onstrators are reconditioned even- 
tually and sold at a discount, how- 
ever, these demonstrators are not 
sold too soon or at too big a dis- 
count while they are still current 
models. 


+ 


Headquarters for 
The Outdoor Chef 


(Continued from page 49) 


This Sharp store began experi- 
mentally some years ago with a 
$5.95 grill, which is still stocked. 
Customers bought these grills, 
asked about better, more expen- 
sive grills and other items they 
had seen used. This _ inspired 
Sharp, Jr., to expand the line 
gradually. 

“As our display stands today it 
is probably one of the biggest and 
one of the best in the Southwest,” 
Sharp commented. 

“We add items as they come on 
the market or as they are called 
for. The trend now is to barbecue 
grills with hoods. It seems that 
everyone wants a hooded barbecue, 
or no sale. 

“Customer buying habits some- 
times take a peculiar turn in this 
line. We stock one barbecue grill of 
which we sold at least three dozen 
last year at a price of $14.95. This 
year the price was advanced to 
$19.95 and the deceleration in 
sales was surprising.” 

Although the big ticket items in 
this line are grills, accessory sales 
account for a surprising volume, 
especially those that add the class 
touch to outdoor cooking, or save 
time and eliminate effort 

In the latter category, one of the 
newest items available is an elec- 
tric charcoal starter. With this 
item, the owner plugs into an elec- 
tric receptacle and deposits a soon- 
glowing, red-hot loop of iron on the 
bed of charcoal. Thus he avoids 
the odor and inconvenience of us- 
ing liquid or dry “starter” and, 
furthermore, saves some _ time. 
Electric starters are $3.95 and 
$4.95. 


2713 North 24th St., Birmingham, Ala. 


Member, American Hardware Manvfectvrers Association 


Another new item is a charcoal 
hopper. It mounts a handle, holds 
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This New “Self-Service” 
is making Sensational Profits for 





Color Center 


SUPER KEM-TONE and KEM-GLO. DEALERS 







Americas 
finest 
wall paint 


and ename/ 


in matching 
colors ... 


= 


’ 


= 


NEW COLOR 


1. Spotlights famous 
Color Harmony Guide 
Demonstrates the 

full selling power of this 
proved sales maker. 
Customer color selection 
is fast and easy 

. Saves your time! 


2. Colors shown in 
room-like dimension 


Curved columns of 
color reproduce 
highlights and shadows 
of actual room 
conditions eliminate 
all color guesswork 


Available only from these companies: 


“et 3. Take-home chips 
~ 


conveniently located 
Easier than ever for 
customer to pick 

out color samples to 
use at home. Features 
all the trend-setting 
colors for 1958 


4. Scientifically 
lighted 


ed lignting 
rif gS out tr e 
rue beauty of 
eacn <¢ f the 
eliminates 


r distortior 


The Sherwin-Williams Co 
Detroit « John Lucas & Co 


{ 


le 


In 
& Co., Pittsburgh «- The Martir 


Brothers Co., Dayton + Rog« 











veiand « 


P} 











10 pounds, with shovel attached. 
It is attractively finished, sells for 
only $5.95. Charcoal goes in at the 
top, may be lifted out from the 
bottom with the shovel. 

There are many other acces- 
sories that sell well. Some are 
higher in price, some lower. A 
practically complete list of acces- 
sories carried here shows the fol- 
lowing: 

Long-handled salt and pepper 
shakers, sandwich toasters, ther- 
mometers, ice buckets at $14.95, 
dry and wet charcoal starter, 
packaged paper cups, hickory 
chips, grill in shape and size of a 
bucket, barbecue recipe book, 
three numbers in skewers, metal 
trays and fitting paper plates, 
turners, spoons, forks, basting 
brushes, combination brush and 
scraper, tongs, aprons, caps, asbes- 
tos mitts, bellows, plastic outdoor 
dinner ware, bells and gongs for 
sounding “chow” call, steak and 
hamburger holders, and _ picnic 
baskets. And, of course, charcoal. 

All of these items are compactly 
and neatly displayed, plainly 
price-marked and within reach of 
the customer. 

“We were so impressed with 
early experiments in the barbecue 


line that we concluded we must 
have a complete stock,” said 
Sharp. 

“It took us several months of 
trial and error to determine how 
big and what style the display 
eventually was to take. What we 
have now seems to be entirely ef- 
fective. At least, it sells this mer- 
chandise and requires little atten- 
tion, except to replace items sold. 

“However, I would recommend 
a full line, both accessories and 
grills, with a wide range of prices, 
especially in grills. It is my experi- 
ence that only a substantial inven- 
tory and an impressive display will 
produce good results. 

“A barbecue and accessory line 
on a small scale is hardly worth 
the time and effort involved.”’ 


e 


Raymond Smith to Head 
Sales for Pioneer Saw 


RAYMOND SMITH, JR., former as- 
sistant sales manager of the Lawn- 
Boy division of Outboard Marine 
Corp., recently was appointed 
sales and advertising manager of 
the corporation’s new Pioneer 
Saws division, Waukegan, III., ac- 


Raymond Smith, Jr. 


cording to Frank S. Fenton, divi- 
sion manager. 

The announcement of Smith’s 
appointment followed by two days 
the beginning of construction of 
Pioneer's new $2,000,000 chain 
saw manufacturing plant in Wau- 
kegan. 

Smith joined Lawn-Boy in 1952, 
as one of the firm’s first salesmen. 
In recent years he has served as as- 
sistant sales manager under Robert 
E. Schuler, concentrating his sales 
activities in the Southwest and 
western states. 





Model RI-218 
Custom 21 
Threewheel 


Model R2 
18°" & 21" 


Model SP-RI-247 
Self Propelled 24°’ 


Fingertip Control Recoil Starter 


Model D3-20 
20°" 


Model SL2A 


Model 90-08 16” & 18" 


© Priced to Zoom Your Profits | Dealer ~~ 


@ Libera 
@ Complete, Streamlined Family — @ Briggs & Vo — Cliaten, & 
@ Rugged, but Smooth Handling @ Forceful Ads Spel Maat Turnever 


See your jobber or write us today for catalogue, prices, complete information. 


SOUTHLAND MOWER COMPANY 
SELMA, ALABAMA 


THE GRASS IS ALWAYS GREENER IN A DIXIE Yapp 


Riding Rotary 
Model RR-248 
24" 


@ Unconditional lifetime guarantee on cast-aluminum mower 
bases— guaranteed forever 
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ARCTIC BOY oa 


Peortabie water cooler 


the only cooler with 


Double Locked 
Gatvanized Breast 


Large Opening 
Straight Sides 


Casy to ice 


and Clean 


Double Locked 
Seams and 
Bottoms 


Fully Corrugated 


Sides 





Rounded Seamiess 


Brass Nickel 
Piaited, Recessed 


Bottom » 


Extra Deep c 
Bottom \. Inset Suppor 
Nessa —_ 


hot-dipped galvanized inset, 
and lined with SPARKLEEN' plastic... 


ARCTIC BOY 


portable water coolers 


If it’s not the coldest, cleanest 
water possible, it’s not drink- 
ing water! 


And that’s your biggest selling 
point! ARCTIC BOY portable 
water coolers keep water and 
other beverages refreshingly cold, 
sparkling pure and clear with 
two exclusive features: HOT- 
DIPPED INSET is galvanized 
after forming to eliminate chips 
and cracks from bending, com- 
pletely filling joints with molten 
zinc. No rough edges, no dirt- 


holding crevices, snagging 
joints! Cleans easily in seconds! 
SPARKLEEN plastic liner is 
absolutely non-toxic, odor-and- 
taste-free! 


ARCTIC BOYS are big and 
rugged enough for any abuse. 
Used extensively on construction 
jobs, at mines, in oil fields... 
everywhere men are working. 
Sportsmen, too, enjoy the extra 
quality of ARCTIC BOY port- 
able water coolers. 


Step up your sales and profits, 
too! Stock and feature the pop- 


SCHLUETER MANUFACTURING CO. ° 
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Faucet 
' _ +i 
\ 


ular 2, 3, 5, 10 and 15 gallon 
sizes of ARCTIC BOY water 
coolers. The De Luxe symbol is 
your sure sign of success! 

Send for free booklet ‘‘Care and Use 
of Your Cooler.”’ Write Dept. H-1. 


ILA “Gs 
mF... (y 


> 


Ask about these other Schlueter products 


ST. LOUIS 7, MO. 


For more information use Handy Return Card, Page 97 79 





DEALER SALES AIDS 


Wave Sprinkler Package 


A “4-Pac” Wave Sprinkler combi- 
nation package is offered by the H. 
B. Sherman Manufacturing Co., Bat- 
tle Creek, Mich. The combination 
package consists of two new advanced 
design Model 2-S-1 Wave Sprinklers, 


two Model M-1 Wave Sprinklers, and 
a three-color display for counter or 
window. 

One Model 2-S-1 sprinkler is in- 
cluded as a demonstrator at a special 
low price. Model 2-S-1 retails at 
$13.95; Model M-1 retails at $10.95. 
The “4-Pac” sells to dealers at $30.88 
For more information— 

Circle No. Ul on coupon, pg. 97 


Mailbox Display Unit 


The Mailmate all-aluminum mail- 
box, in color combinations, and 
mounted in its self-contained mer- 
chandising display unit, is offered by 
The Duraflex Co., Mailmate Division, 
3500 N. W. 52nd St., Miami 42, Fla. 

Size of the double-folded, slick- 
finished unit is 14” wide, 8%” high, 
holding mailbox 12” high. Product in- 
formation is readily indicated to cus- 
tomers. 


80 


Mailmate display units are pack- 
aged in colorful red, white and black 
gift boxes. Alternate colored box ends 
make a gala background decoration 
when stacked. For more informa- 
tion— 

Circle No. U2 on coupon, pg. 937 


Rope Merchandiser 


A rope merchandiser designed to 
facilitate the display and dispensing 
of rope from the new Fitler unit 
packages is announced by the Edwin 
H. Fitler Co., Philadelphia, Pa. 

Merchandiser #57 holds six full 
cartons—two of which may be the 
100 lb. size. On reels, it will take six 


For more information on these sales aids 
use the free post card on page 97 


full reels and if desired, two of the 
small size reels (#25) may be in- 
stalled in each of the side angle 
spaces. From the position of each unit 
on the rack, the rope feeds through 
the guides to a measuring device and 
cutter. 

Made of heavy gauge steel and 
finished in light grey enamel, the 
merchandiser is 544” long x 44%” 
high without sign x 2344” deep. Sign 
is 12%” high. For more informa 
tion— 

Circle No, U3 on coupon, pg. 97 


Aluminum Lawn Edging 


A floor model self-dispensing dis- 
play which holds 12 individual pack- 
ages of aluminum lawn edging is 
offered by Quaker State Metals Co., 
Lancaster, Pa. 


The two-color shipping carton is 
cut easily on designated lines to open 
the front for dispensing and display- 
ing the 12 individual packages, each 
holding 40 feet of 4” corrugated 
aluminum lawn edging. It requires 
only one square foot of floor space. 

Similar master display cartons are 
offered for Quaker crimp lawn edg- 
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SALESMAKER: 
WIND-SAFE ROOFING 


Ruberoid’s exclusive Wind Warranty is mak 

ing extra roofing sales for Lok-Tab dealers 

all across the country. This written warranty 

covers every Lok-Tab asphalt shingle against 

wind damage—even in hurricanes and torna 

’ does! Only Lok-Tabs have the patented lock 


wc WS 
‘1 


e: 
ae a 


ing tab that firmly secures every shingle butt 
from the moment the roof is applied. What's 
more, Lok-Tabs are now available in a wide 
range of sales-tested Trend Colors. The Lok 

lab is a Ruberoid quality asphalt roof shingle 
with big exclusive features that mean extra 
sales and profits. See your Ruberoid represent 


ative 


RUBEROID 


OK-TAB 


ASPHALT SHINGLES 


The RUBEROID Co. 


ASPHALT AND ASBESTOS 
BUILDING MATERIALS 


Headquarters Office: 
500 Fifth Avenue, New York 36, N. Y. 


District Sales Offices: 
Baltimore, Maryland—P. O. Box 5166 
Dallas, Texas—P. O. Box 5607 
Mobile, Alabama—P. O. Box 1367 
Savannah, Georgia—P. O. Box 1183 
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ing, the 6” wide rolls, and the 4” wide 
galvanized steel edging. For more in- 
formation— 

Circle No. U4 on coupon, pg. 97 


Blade Replacement Center 


A Service Center to replace blades 
in power mowers is offered to deal- 
ers by Falls Products, Inc., Genoa, 
Ill. The Service Center contains two 
separate kits. 


One contains three new sets of 
blades for three complete blade 
changes plus all necessary fittings 
and two box wrenches and instruc- 
tion sheet. Blades in this kit are de- 
signed to fit all cutting sizes of all 
models in the lines of mowers manu- 
factured by Falls Products. List price 
is $3.95, or only $1.53 for a complete 
blade change. 

The other is a complete “Speed- 
Blade” Conversion Kit which will 
standardize replacements on 90 per- 
cent of all other mower lines on the 
market. It contains a cutter bar, three 
new sets of blades for three complete 
blade changes, adapter hub and all 
necessary fittings plus two box 
wrenches. 

These Conversion Kits come in four 
sizes for 18” to 22” cuts, and retail 
from $8.95 to $9.45. 

Illustrated folders are available. 
For more information— 

Circle No. U5 on coupon, pg. 97 





PRINTED HELPS 
and other sales aids for 1958 





Amerock Corp., Rockford, IIl., of- 
fers colored envelope stuffers illus- 
trating the full line of cabinet hard- 
ware for consumers. The folder in- 
cludes the full line of pulls, knobs, 
hinges, catches, and window sash 
locks and lifts. Space is provided for 
imprinting. For more information— 

Circle No. U6 on coupon, pg. 97 


Columbian Rope Co., Auburn, N. 
Y., has available for dealers two new 
rope merchandisers, available through 


82 


wholesalers. The Columbian Rope 
Merchandiser No. 57 holds six full 
reels or six full cartons of rope, two 
of which may be the 100# size; will 
hold either cartons or reels or any 
combination of both. From the posi- 
tion of the units on the merchandiser, 
rope is fed through guides to a 
measuring device and a cutter for 
rapid selling. The “Pick-Me-Up” Rope 
Coil Merchandiser holds individually 
wrapped 50 ft. and 100 ft. coils of 
4%”, 38”, and %” dia. Manila rope. 
The unit is furnished at no cost with 
an initial order of approximately 100 
lbs. of rope which stocks it. All metal 
and mounted on casters, its dimen- 
sions are 22” x 22” x 451” and re- 
quires less than 4 sq. ft. of floor 
space; permits complete self-service. 
Also available for dealers is a stand- 
ard assortment of window display 
material including ship cutouts, sam- 
ples of Manila and sisal fibre, folders 
and pamphlets, and a colorful dealer 
sign. Various counter display cartons 
of jute twines, Mason’s line, and 
Christmas twine are also available. 
For more information— 
Circle No. U7 on coupon, pg. 97 


The Edwin H. Fitler Co., Phila- 
delphia 24, Pa., offers the following 
sales aids: (1) Octagonal Display and 
Dispenser Boxes for 3/16” dia. up to 
and including %4” dia. sizes both 
Manila and sisal rope. (2) Fitler 
measured rope marked at intervals 
of 5’. Available on request in Fitler 
Octags only in sizes 4”, 5/16”, 3%”, 
and %” diameters. (3) A wire rack 
requiring 20” x 30” floor space for 
displaying and dispensing three sizes 
of rope—a small charge made for this 
rack when ordered with 300 lbs. or 
more of rope. (4) “Take-Along” coils 
of Fitler Manila rope. 50’ and 100’ in- 
dividual coils wrapped in  poly- 
ethylene for self-service selling from 
Dispenser Rack. The rack, on rollers, 
is furnished free when a complete 
group is ordered. Delivered in 300 Ib. 
lots (order may be combined with 
other Manila rope). (5) The No. 57 
Rope Merchandiser, 5442” x 44144” x 
23%”, will hold six full Octags or six 
full reels of rope or a combination of 
both. Rope feeds through guides to a 
measuring device and cutter. (6) Dis- 
play Box containing 50’ connected 
coils of either “4”, 5/16”, 3%”, dia. 
sizes and 25’ connected coils 4%” dia. 
size, Fitler “Stabilized” filament 
nylon yacht rope. (7) Display Boxes 
containing Fitler yellow polyethylene 
or Fitler Manila water ski tow ropes 
—six boxes to a master shipping 
carton. To all dealers handling Fitler 
brand Manila rope, Fitler will fur- 
nish, on request, a blue and yellow 
metal sign for counter or wall use. 
For more information— 

Circle No, U8 on coupon, pg. 97 


Gale Products, Dept. 517 A, Gales- 
burg, Ill, makes available to Buc- 
caneer dealers a complete line of 
merchandising aids. Included are 


dealer signs, display pieces, point of 
sale aids and a complete stock of 
literature on its eight 1958 model 
Buccaneer motors. For more informa- 
tion— 

Circle No, U9 on coupon, pg. 97 


Heineke & Co., Springfield, Ill., of- 
fers Excello mower dealers a special 
demonstration package featuring the 
Model 271, 21” rotary with “Excello- 
matic” start-run-stop fingertip con- 
trol. With each single purchase of any 
assortment of six power mowers by a 
dealer, the company will ship, freight 
prepaid, one Model 271 at a special 
low price, with a kit of sales aids, 
free of charge, consisting of the fol- 
lowing: display stand; handle feature 
card; window banner; door banner; 
lawn care brochure; power mower 
trade-in “Blue Book;” leaf mulcher 
kit; envelope folders; window “Au- 
thorized Dealer” decal; full line giant 
wall banner; master repair parts 
charts; order blank for dealers to re- 
quest additional quantities, free of 
charge, of these sales aids, plus news- 
paper mats, radio and television spots. 
For more information— 

Circle No. U10 on coupon, pg. 97 


Langley Corp., 310 Euclid Ave., 
San Diego 14, Calif., is offering to 
dealers, nine free newspaper ad mats, 
ranging in size from 1 col. x 7” to 
2 col. x 11”, to stimulate sales of its 
casting and spinning reels and the 
Fisherman’s De-Liar. Two ads feature 
the Langley Cast-Flo Deluxe Model 
900 closed face reel. All ads require 
only insertion of the dealer’s name 
and address. Each ad is reproduced 
in a 4-page ad mat brochure, avail- 
able without charge to all dealers on 
request. A coupon is included to 
simplify and speed ordering of spe- 
cific mats. For more information— 

Circle No. U1l on coupon, pg. 97 


Propulsion Engine Corp., 311 
Marion Ave., South Milwaukee, Wis., 
offers several helpful ways for the 
dealer to cover its Mow-Master 
power mower line. Display material 
consists of a jumbo size product 
identification tag to hang on mower 
handle. A window display banner, 2- 
color, 17” x 30” features Mow-Master 
rotary mowers, and is designed for 
display window or wall use. Ad mats 
featuring Mow-Master rotary and new 
riding rotary are available in one-, 
two-, and three-column sizes. For 
more information— 

Circle No. U12 on coupon, pg. 97 


Scott-Atwater Manufacturing Co., 
2901 East Hennepin Ave., Minne- 
apolis 13, Minn., in its “Advertising 
and Promotion Dealer Handbook,” 
covers all of the sales promotion ma- 
terial available to Scott-Atwater 
dealers in 1958. This material in- 
cludes formats and ad builders; win- 
dow streamers which feature Scott- 
Atwater’s 1958 motors; handout stuff- 
ers; line folders; four color post cards; 
dealer decals; imprinted match books; 
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ore 
rofits 
\ 


| COMPLETE LINE 
Alf- Stn ." of riders, rotaries, and 


performance reels for every lawn. 


on every kind FACTORY GUARANTEED 


of lawp for 1 year. Engine by 
Manufacturers warranty. 


TIME PAYMENT PLAN 

gives you simple, no-cost 
financing to boost sales. 
Available in most states. 


NATIONWIDE SERVICE 


organization ends your 
parts and service problem 


NATIONAL ADVERTISING 


in major publications pre- 
sells 54 million families. 


AMERICA’S > |e ; 4 / jue 
FINEST ——— LINE 7 4 \ EncinsEReD 
“a the FIRST gasoline 

rotary power mower 
listed by 
UNDERWRITERS 
LABORATORIES, 
Incorporated 


your best buy in POWER MOWERS! 


FEATURES THAT EVERY CUSTOMER WANTS! 
= Soe a © Jet-Spray Chute for carpet-smooth cut © Easy re-wind starter, vacuum-lift blade 
profits than ever in °58, because they’ve © Excellomatic Remote Handle Control © Simple, easy cutting height adjustment 
t the li ith f evervthine! © Trims within '-in., front and side © Cutting widths from 18-in. to 24-in. 
Se eS ee a SC eee © Super-powered for tough jobs, © Sturdy non-rust aluminum alloy Hi-Lift 


More propuct...the hottest riders on 1.75 to 4 h.p. 4-cycle engines dome, unconditionally guaranteed 


the market, the rotaries with more fea- Special! Extra-Profit DEMONSTRATION MODEL Offer! 


tures, the reels all America knows. More MAIL THIS COUPON TODAY FOR FULL INFORMATION 


Excello’s dealers are geared for bigger 


PROGRAM ... national advertisin spe- 
advertising, a sp HEINEKE & CO., Springfield, IIlinois 


cial demonstrator model offer, every sales Yes, | want to make more profits in "58! Send complete information on your Special 
Demonstrator Model offer, and Excello sales and service dealerships 
aA ee . 
and merchandising aid to help turn non 


prospects into profits! FIRM NAME 


) ADDRESS 


ciTY ZONE or ROUTE STATE 
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service uniforms; dealer stationery; 
miniature Scott-Atwater plastic mo- 
tors; a color billboard; a one minute 
TV film spot announcement, and a 
20 - second spot announcement: 
changeable translight displays; wob- 
bler display; and a roadside sign. A 
giant color announcement display, a 
9’ illuminated display with an actual 
parasol featuring a 22 hp motor is 
one of the many signs and displays 
available. For more information— 
Circle No. U13 on coupon, pg. 97 


The Weber Lifelike Fly Co.., 
Stevens Point, Wis., offers a variety 
of permanent metal displays for flies, 
loose hooks, treble hooks, snap- 
swivels, Redi-Pak nylon packages and 
other tackle items. The new No. 
RR74 revolving rack displays 72 
hinge-cover plastic boxes of ringed 
hooks. Nos. RR144 and RR146 are 
also revolving racks; each holds one 
gross of hinge-cover plastic boxes and 
is designed to display flies and snap- 
swivels as well as loose hooks. Half- 
size stationary units of the latter, 
Nos. R72 and R73, display half the 
quantities of tackle items. Combina- 
tion assortments of flies, loose hooks, 
and snap-swivels may be displayed 
on most of these racks. One-, two-, 
and three-tier revolving racks for 
Weber display panels continue to be 
offered. No. RR12, another revolving 
metal display, holds one gross of 
Redi-Pak nylon coils. A number of 


other display boards, boxes, and 
other packages are available for 1958. 
For more information— 

Circle No. U14 on coupon, pg. 97 


Zebco Co., P. O. Box 270, Tulsa 1, 
Okla., offers to dealers a folder con- 
taining counter display cards, window 
streamers, envelope stuffers and good 
stix showing Zebco’s Feathertouch 
Control and also Zebco’s new Model 
Scottee 66 reel. For more informa- 
tion— 


Circle No. U15 on coupon, pg. 97 


American Biltrite Rubber Co., P. O. 
Box 1071, Boston 3, Mass., provides 
dealers with a group of advertising 
mats for Biltrite Garden Hose and 
Sprinklers. A metal hose shopping 
center rack is offered at a nominal 
cost. Also available is a special three- 
piece display, specially easled to 
stand alone or mount on a three-sec- 
tion pole which is also supplied, to 
serve on counters, in windows or 
mass display within the store. For 
more information— 

Circle No. U16 on coupon, pg. 97 


Crescent Tool Co., Jamestown, N. 
Y., has available displays for al! the 
better selling items in its complete 
line of wrenches, pliers, screwdrivers, 
hacksaws, tinner’s snips, special line- 
man’s tools, etc. The displays, 22 in 
all, can be mounted in units of one, 
two, four, six, 12, and 16 panels. Vari- 
ous fixtures are offered by the com- 


pany at a small cost. No charge is 
made for the display panels, they are 
billed at the cost of the tools on them 
Stands to mount four, six, 12, and 16 
panels are available at low cost 
Crescent also has display cards avail- 
able at no cost. For more informa- 
tion— 
Circle No. U17 on coupon, pg. 97 


Lamson & Sessions Co., 5000 Tiede- 
man Rd., Cleveland 9, Ohio, makes 
available to dealers a colorful flexible 
bolt display, the stand of which is 
54” high, 24” wide, and 24” deep. Dis- 
play trays are 14” deep, 23” wide, 
and 9” high, and provide an eye- 
catching setting for the company’s 
“Brite Plated” bolts, nuts, and screws 
For more information— 

Circle No, U18 on coupon, pg. 97 


Foley Manufacturing Co., 3300 5th 
St., N.E., Minneapolis 18, Minn., con 
tinues its 14-day trial offer on 20” 
and 23” deluxe Foley mowers, as a 
promotional aid to dealers. A cus- 
tomer is allowed a 14-day trial on 
his lawn. If not satisfied, he may 
return the mower and get his money 
back. The dealer has nothing to lose 
as the company states that it will re 
place the used mower whenever re- 
quested. A window streamer and ad- 
vertising mats also are available. In 
its advertising program, a two-col- 
umn six-inch mat will be run free in 
any dealer’s local paper if that dealer 
will purchase three deluxe mode! 





the most 
successfully promoted 
products 
in the world.... 


MOULI 
KITCHEN 


HELPERS 


phutomatic 
ROTATING 
FOOD CHOPPER 


Just a few taps of the knob and 
solid foods are chopped, finely 
or coarse, as desired ... no 
effort! no mess! absolutely safe! 
Patented Swiss design develop- 
ment (Pat. No. 2,782,826) . Cut 
ting blades rotate automatically 
after each stroke and clean 
themselves automatically as the 
plunger knob is released. One 
half-turn securely locks housing 
-. Will not separate during use. 


MOULI Manufacturing Corporation 
91 Broadway — Jersey City 6, N. J. 
Phone: HEnderson 5-7267 


BOMMER 
Louver Door Gravity Pivots 











Small and unobtrusive, 
these gravity pivots for 
pairs of dwarf louver doors 
are smooth - acting and 
fool-proot. There is noth- 
ing to get out of order 
The hold-open hinge will 

| hold the doors open at 
90 degrees in either di- 

rection. When released, 
the doors will close 
smoothly, coming to rest 
at dead center every time 
» i ideal for entrances 
to dens, play rooms, home 
bars, kitchens and dining 
areas. 
Low in price, these pivots 
are available in the usual 
plated finishes, in prime 
coat, which can be painted 
or stained to match the 
color of the door or trim 
in dead black, and in 
sprayed brass or sprayed 
aluminum. 


No. HO-1335 
(With Hold-Open) 


No. 1335 
(Without Hold-Open) 

















Automatically 
Chops THost 
Foods tn 
Seconda / 


$7) 96 














BONMNMER 


SPRING HINGE CO. INC 
EXECUTIVE OFFICE AND PLANT: LANDRUM, 5. C 


SALES OFFICES G@ WAREHOUSES *BROOKLYN: 263 CLASSON AVE 


CHICAGO: 180 N. WACKER DRIVE 
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New emerald sparkie 
puts more sell in 


Both styles available 
in full range of sizes 


Gleaming, jewel-like high gloss finishes 

catch the eye. Lightweight, easy-to- 

handle. All Biltrite Vinyl] Garden Hose For your many customers who demand 
are so durable they are unconditionally the special qualities of rubber . 
guaranteed. Far exceed standards of 


the Society of the Plastics Industry, BILTRITE RUBBER HOSE BILTRITE 


Inc. and bear this seal issued by the Extremely durable live rubber, reinforced —— 


U.S. Dept. of Commerce. All couplings with high tensile cord. Full range of 
> . ly o« . a 

full-flow solid brass. Bright, _— 

multi-colored packaging makes selling 

easier, too 





The BIG seller that makes watering easier! 


You get these extra advantages BILTRITE TRIPLE-TUBE 
@ POWERFUL MERCHANDISING HELP including free FLEXIBLE SPRINKLERS 


od mats and window streamers. Merchandising Fi ' lit _ . id 
ines ' vinyl; v w 

displays and self-service racks available. ° a ated "i 9! ” =e, 
gentle spray, always lies flat, re- 
@ SPEEDY DELIVERY to distributors from strategically versible for soaking Nickel-plated 


located warehouses. 





solid brass fittings. 


AMERICAN BILTRITE RUBBER COMPANY 
CHELSEA 50, MASS. 
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mowers (excluding Tartan models). 
In metropolitan areas the dealers will 
be listed, free, on a big dealer listing 
ad. Under the co-op ad plan, after the 
first ad is run free, the company will 
then cooperate on a 50-50 basis with 
dealers on their future Foley mower 
newspaper advertising when using its 
standard ad mats. For more informa- 
tion— 
Circle No. U19 on coupon, pg. 97 


Jackson Manufacturing Co., Har- 
risburg, Pa., has available the fol- 
lowing sales aids: 3-fold color circu- 
lar on home and garden equipment 
line; 84%” x 11” page printed in two 
colors, both sides, describing wheel- 
barrows, lawn rollers, garden carts, 
and lawn spreaders; 2-column news- 
paper mats featuring Lawn Sprayer 
and/or 2-in-1 Spreader-Cart; single- 
column newspaper mats illustrating 
any one of the garden equipment line. 
For more information— 

Circle No. U20 on coupon, pg. 97 


Kaiser Aluminum & Chemical 
Sales, Inc., 919 N. Michigan Ave., 
Chicago 11, Ill., makes available to 
dealers work drawings with complete 
bills of materials on 22 Farm Service 
Buildings; also complete plans for a 
carport and patio roof. The pocket- 
size Conversion Calculator to speed 
and simplify aluminum roofing cal- 
culations is offered. It is made of 
heavy cardboard and operates like 
a slide rule. One side of the calcu- 


lator lists computations for corru- turers of building products, offers a 
gated and five V-crimp roofing sheet wide selection of envelope stuffers, 
in 26-inch widths and in lengths window display material, counter 
ranging from six to 12 feet. The other displays, and special store displays in 
side contains similar data for 48- numerous sizes, colors, and materi- 
inch wide corrugated sheet. Other als. These include a 6-tier wire rack 
promotional aids include $25 free ad- display for asbestos siding, rigid 
vertising allowance for all new deal- model boards, etc.; a two-piece metal 
ers, free direct mail program to 250 entrance doorway sign; and a truck 
customers or prospects four times an- sign. Also included are a number of 
nually, identification plaques, in- colorful counter displays. For more 
store display and plans rack, banners, information— 
mobiles, consumer folders, and plans Circle No, U23 on coupon, pg. $7 
catalogs. For more information— 

Circle No. U21 on coupon, pg. 97 The Wood Shovel and Tool Co., 


Chas. O. Larson Co.. P. O. Box 358 Piqua, Ohio, offers to dealers a bro- 
Sterling tl eueniingenee of wire chure and a proof sheet on advertis- 
. , ”? « ; ~ rhic are awai 2e 
goods, wire specialties and hardware a" - — be Pa gona eggacthon 
construction sets for the do-it-your- mK ee Sn ee eee ; 
self trade, has available for dealers pany’s Jet-Lite line of shovels, spades 
envelope stuffers on Saw Horse and scoops can be used by the whole- 

: ane - “n saler an ne dealer alike and is 
Brackets and various construction sale m, a the sre ee 
sets, which may be obtained in mod- available in any quantity upon re- 
pees ke andl = quest. J yor type shovel rack which 
erate quantities without charge upon pees’ A floc . u - shovel rack aie 
request. A Silent Salesman Wire Dis- provides a great degree of flexibility 
. =: - as +h as it can be moved from 
play Rack is available without charge inasmauch fA J abies eigncer 
in a choice of two balanced assort- are part of the store to another anc 
ments of four construction sets which displays six or more shovels, 
Counter madele tee theese etyies of spades and scoops is made available 
. 5 ao ‘ at g xtra cost. Also st 
Saw Horse Brackets and one style of at a small extra cost Alsc at mode 
Folding Leg Brackets are available cost, the company offers three mer- 
without charge under certain condi- chandiser and display rack deals for 
a re] < stee Ss. ° n- 
tions through wholesalers. For more shovel and steel goods. For more 1 


. formation— 
information— 
Circle No. U22 on coupon, pg. 97 Circle No. U24 on coupon, pg. 97 


The Ruberoid Co., 500 Fifth Ave., Adjustable Clamp Co., 437 N. Ash- 
New York 36, New York, manufac- land Ave., Chicago 22, Ill., offers free 





it’s a HELLER ! 





er. geese I} 


ve 


Wri rag! 


a Reichl 1 tele) 7 
WIRE STRAINER 


EIGHT SIZES 


FOR THOSE FAST IMPULSE SALES [ | ior 20m, monioc 


The big, new Heller Flexible View dis- 

fixtures incorporate style, grace 
beauty into a practical display that 
can be profitable to you. Your mer- 
; chandise is always at proper, conveni- 
clereer Display Avoos @ & ent level, attractively displayed where 
™ ' . customers can see and buy... more! 


Quick Assembly 
“Easy Arrangements @ ~ { 


Great Strength— Heavy 
Duty Construction @ 





turers use Strataflo as 
original equipment. 


STRATAFLO Foot and Check 


New Stylized Design Available in an amazing range of en- ih Valves end leakage troubles, save 


—Mar Resistant Finishes @ 


gineered sizes to match every need, Lo wear and tear on pump and save 


Handles all types Heller fixtures have the dollar-saving \ their cost in service calls. They are 


of Merchandise 


— Greater Capacities @ conveniences you can’t afford to miss. % ’ ideal for jet-type pumps. 


More Display for Write today for facts on Heller Flexible View fixtures! 


your fixture dollar @ Help yourself cash in on those fast impulse sales. ‘ ae Write for Bulletin 203 or telephone 


James Tannehill, Harrison 3313 today. 


STRATAFLO PRODUCTS, INC. 


WwW. G. if e | | e r & Cc @) + — Write for Catalog Fort Wayne, Indiana 
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FROM THE BLADES UP=THE FINEST OF PRECISION 


GRASS CUTTING MACHINES! 


The ALL NEW 1958 


PENNSYLVANIA 


LAWN MOWERS 


PENNSYLVANIA ROTARY MOWER BLADE 


Made from tough, rugged carbon alloy steel. Aerodynam 
ically shaped to create maximum suction lifts grass 
straight up for a quick, clean cut. Blade is sharpened 
from the tip to the shaft and the edge is flame hardened 
to stay keen season after season. Unique cleanout angles 


1958 
PENNSYLVANIA 
ROTARY 


POWER MOWERS 


THESE EXTRA 
FEATURES 
ARE STANDARD 
ON ALL 
PENNSYLVANIA 
ROTARY MOWERS 
lift blade 





angle tips! 


at tips of blades prevent build up of grass inside housing 


Sy f : 


Precision vacuum 


non-clog clean out 


Pennsylvania Outmows and Outlasts Them All! 


New! 


CROYDON 
21” Self-Propelled Rotary 
Model 68221A 


New design, new color 
scheme, new features! 
Has rugged 2.75 H.P. 
Briggs & Stratton engine 
with rewind starter. 
Strong cast-aluminum 
housing, semi-pneumatic 
tires. Unique wheel height 
adjustment and free leaf 
mulcher! 


21” BROOKLINE 
Model 67221 


and 

18” AVALON 

Model 66218B 
New designs, colors and fea- 
tures. Briggs & Stratton en- 
gines with rewind starters — 
2.25 H.P. on 21” and 1.75 
H.P. on 18”. Semi-pneumatic 
tires, cast aluminum hous- 
ings, unique wheel height ad- 
justments and free leaf mul- 
cher with each mower! 


LAWNDALE 
1” 
Riding Rotary 
Model 69221 


Rugged 2.75 H.P 
Briggs & Stratton 
Engine 
Rewind Starter 


Functional 
and Attractive! 


Built with famed 
Pennsylvania precision 
quality throughout! 


A self-propelled rotary lawn mower equipped 
with a riding sulky for added convenience 


All Pennsylvania Power Mowers Are Avail- 
able With Electric Starters At Extra Cost. 


Free Leaf Mulcher 
packed with each 
Rotary Mower! 


h Unique & simple 
wit height of cut ad- 
justment! 








As 
Advertised 


POST 
In— aes 


and Leading Newspapers from 
Coast to Coast! 


POWERFUL BIG SPACE ADS 
To Get The Message To Your Customers! 








From the blades up .. . the finest of precision grass cutting machines! 


1958 PENNSYLVANIA REEL MOWER BLADES 
Forged from carbon steel with almost twice the carbon 


content of ordinary reel blades. Precision shaped to exact 
P : N N SY L V A N A curvature and carefully tempered. A two-stage, precision 


P 0 W FE s R E F L hollow-grinding process gives them a “barber-scissor” 

efficiency. Blades are mounted on special spring-loaded 

MOWERS cylinders that keep them in accurate alignment to give 
true precision cutting. 


PENNSYLVANIA — MOST RESPECTED NAME IN MOWERS — SINCE 1877! 


DELUXE 
REELRIDER 21” Power Mowers 


7 21” Model 402218B (5 blade) 
Riding Mower Model 4072218B (7 blade, low cut) 
Model 422210 


2.25 HP Featuring Pennsylvania's precision 


self-whetting mowing unit, grass 

Briggs & Stratton Stripper to keep sprocket and chain 

Engine from fouling with grass, and a de- 

Rewind Starter pendable 1.75 H.P. Briggs & Strat- 
ton engine with rewind starter 


Low cut model rec- 
ommended for smooth 
finish cutting of 
creeping bent and 
other fine grasses. 


Built with famed Pennsylvania precision quality through- 

out! Sits comfortably, steers easily and cuts beautifully. 

Has Pennsylvania’s self-whetting mowing unit that stays 

keen for seasons on end and 3” wide semi-pneumatic 18” EXETER we tet also available. 
tires that literally “float” it over hard or soft or rough Model oieeat Son oat 

or smooth terrain. Equipped with 1.75 H.P. Briggs & Stratton en- 
Recommended for the small lawn that seems large or the gines and rewind starters, the EXETER mowers 


large lawn that is large! also are built with the famed Pennsylvania 
precision quality throughout. 


All Pennsylvania Power Mowers Are Available With Electric Starters At Extra Cost. 


1958 
PENNSYLVANIA 
HAND 
MOWERS Pennsylva 

GREAT AMERICAN eo nc —— TRIMMER & EDGER 
First choice of America’s SP CEES — OREN HES. 


- ; , Ideal labor-savers for 
professional Gardeners. In For the medium size sub- Economical for the small 


” ’ i f today. 5 ; ; trimming and edging 
15”, 17” or 19” sizes. — — bBo yy a occasional light paths, gardens and flower 


beds. 











Specifications on all models subject to change without notice. 


PENNSYLVANIA LAWN MOWER DIVISION 
American Chain & Cable Company, Inc. 
Stevens Lane, Exeter, Pennsylvania @ Bridgeport, Conn. 
Export Dept.: 230 Park Avenue, New York City, N. Y., U.S.A., Cable Address “AMCHAIN” N. Y. 





THE CRESCENT wacons 


are rolling 


? som mem, - 


<* Cane 2G aa ‘ 


HAS THE CRESCENT MAN 


VISITED YOU? 


> If not, just drop us a note and we will see 
that he does. He can help you in many ways.. 
merchandising ideas, new tools, new displays 
and practical suggestions on tool department 
arrangement. He will tell you too, about 
Crescent’s dynamic new promotion soon to 
be launched in consumer advertising ... a 
promotion with a plan that sends tool users 
to your store asking for Crescent Tools and 
insisting that their purchase must be a genu- 
ine Crescent. 
Drop us a line today. 


Sign o thé SMS H 
Symbol wy Curclle WI 


Crescent is our trode-mork, registered in the United Stotes and obrood, for wrenches and other tools. Sold by leading distributors and retoilers everywhere and mode only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
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electros and mats to interested deal- 
ers for its “Jorgensen” and “Pony” 
clamps (“C” Clamps, Clamp Fixtures, 
Bar Clamps, Handscrews, Press 
Screws, etc.) Also a wide variety of 
pages and stuffers for counter use, 
for “homecrafters,” school shop teach- 
ers, welders, woodworkers, etc., are 
available. For more information— 
Circle No. U25 on coupon, pg. 97 


Aladdin Laboratories, Inc., 620 So. 
8th St., Minneapolis, Minn., encloses 
a dealer merchandising kit in each 
box of six JON-E’ Hand Warmers. 
Included is a cardboard counter dis- 
play, a four-color folder stuffer, a 
window streamer and a dealer’s re- 
turn order post card for additional 
material. Four-color, self-adhering, 
clear acetate, 10” x 24” window post- 
ers for glass doors, display windows 
and display cases are now available 
from the company, direct. For more 
information— 

Circle No. U26 on coupon, pg. 97 


Atlas Asbestos Co., North Wales, 
Pa., wick manufacturers, furnish 
through wholesalers, metal merchan- 
disers and cardboard counter dis- 
plays with the purchase of merchan- 
dise. Two displays are the metal 
merchandisers for Glaswik and 
Flamemaster which not only keep 
100-foot rolls of these wick brands 
clean, fresh, and easy to cut, but re- 
mind customers to order wick. With 
the 5%’ rolls of Glaswik, Flame- 


master and Beswik, a counter display 
is furnished with every dozen in- 
dividual boxes of a size — the in- 
dividual boxes being packed one 
dozen to a counter display. For more 
information— 

Circle No. U27 on coupon, pg. 97 


Carolina Washboard Co., Raleigh, 
N. C., offers a colorful display carton 
which contains the following assort- 
ment of Carolina Fishing Floats: 4 
doz. No. 000, $.90 per doz.; 4 doz. 
No. 00, $.90 per doz.; 2 doz. No. 0, 
$1.20 per doz.; 2 doz. No. 1, $1.20 per 
doz.; 2 doz. No. 2, $1.20 per doz.; 1 
doz. No. 3, $1.50 per doz. — list price 
is $16.00. For more information— 

Circle No, U28 on coupon, pg. 97 


Red Jacket Manufacturing Co., 
1051 S. Rolff St., Davenport, Iowa, 
offers to dealers a number of catalogs 
and display packages covering its 
line of pumps. It also offers dealers a 
3-color metal identification sign free 
with an order of three power pumps 
at one time. Other sales helps avail- 
able include 12” x 17” trademark 
decals, small size decals, and news 
mats on all of the company’s prod- 
ucts. For more information— 

Circle No. U29 on coupon, pg. 97 


The Irwin Auger Bit Co., Wilming 
ton, Ohio, offers to dealers free metal 
display merchandisers with the fol- 
lowing assortments. No. M-62T con- 
tains metal wall merchandiser and 
13 bit assortment of the Irwin Sello- 





Millions of rotary 
mower owners 
wish they had a 
riding mower 
GIVE 'EM WHAT 
THEY WANT (and 
profitably) with 
is rugged new 


Powered with 4-cycle Briggs & Stratton or 
2-cycle Clinton engine with hand throttle, car- 
type clutch and brake pedals for sure control; 
gives full driving power AND full mowing 


power 


(something that present rid- 
ing mowers just can’t do!) 
Easy to maneuver, quickly 


the same _ time 


Retails with 
4-cycle 124.95 


(2-cycle 
$10 less) 


attached and detached. GET 
YOUR SHARE of the “pre- 


sold” market waiting for this 
inexpensive way to own a rid- 
ing mower; ask your whole- 


SOLD ONLY 
THROUGH 


saler or write us direct. 


While: Lazy Boy LAWN MOWER CO. 


HARDWARE 
WHOLESALERS 


Dept. SH18, 301 W. 73rd, Kansas City 14, Mo. 
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paked 62T Bits, one of each size 
4/16” through 16/16”. No. M-88 con- 
tains metal wall merchandiser and 20 
bit assortment of the Irwin Sello- 
paked Speedbor “88” Wood Bits for 
electric drills, two each of even sizes 
and one each of odd sizes “4” to 1”. 
No. 430 contains metal wall merchan- 
diser with assortment of 30 amber 
plastic handle screwdrivers in the five 
most popular sizes. All displays have 
colorful baked enamel finish and fit 
in a minimum of space. A booklet on 
the selection, use and care of bits, and 
a variety of envelope stuffers are al- 
so available. For more information— 
Circle No. U30 on coupon, pg. 97 


Nixdorff-Krein Manufacturing Co., 
916 Howard St., St. Louis 6, Mo., has 
available the Merchaindiser Display 
Rack which holds eight of the com- 
pany’s fastest selling types and sizes 
of chain with a built-in chain cutter: 
The reels have square holes to pre- 
vent chain from running out on the 
floor. The display has a spare rack 
for extra stock and has a tubular 
steel frame with no sharp edges. For 
more information— 

Circle No. U31 on coupon, pg. 97 


Swan Rubber Co., Bucyrus, Ohio, 
offers to dealers a wide variety of 
free retail sales-aid items on its gar- 
den hoses, including book matches, 
envelope stuffers, “small item” en 
velopes, and pocket protectors. The 
company, in addition, has designed 
the Swan “Merchandiser” metal dis- 
play stand which, with casters, may 
be moved about the store or outside 
to attract sidewalk traffic. For mors 
information— 

Circle No. U32 on coupon, pg. 97 


Wickwire Brothers, Inc., Cortland, 
N. Y., offers for dealer use a mer- 
chandising kit containing colorful 
posters and folders promoting the 
company’s line of wire products. Ex- 
tra posters for windows and folders 
for counter give-aways and envelops 
stuffers are available in addition to 
ad mats of company products. For 
more information— 

Circle No, U33 on coupon, pg. 97 


The Eclipse Lawn Mower Co., 
Prophetstown, Ill., announces that a 
direct mail broadside on Eclipse 
Wasp chain saws is being mailed free 
in quantities up to 500 for dealers 
ordering two or more saws. The col 
orful broadside opens up to 34” x 
23”. Dealers wishing to use more 
than the 500 free maximum may or 
der additional copies “in-the-mail” 
at a cost of two cents each. For more 
information— 

Circle No. U34 on coupon, pg. 97 


Style-Crafters, Inc., Greenville, S 
C., offers a number of promotional 
materials free to dealers for the 
Aqua-Float line. Among these are 
full-color catalogs and bill stuffers, 
metal “Play - Safe” signs, window 
streamers, water-safety posters, wa- 
ter ski and safe boating instruction 
booklets, mailing folder on U.S.C.G 
small boat regulations, counter dis 
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TIE-IN PROFIT 


with every gallon of paint 
when you carry 


DIANOL INSECTICIDE POWDER 


Increase profits 40-100% on every gallon >f paint sold by tying in 
a l-pound can of DIANOL Paint Insecticide... remarkable powder 
that mixes with any paint! When dry, paint containing DIANOL destroys 


insects for years... yet is perfectly safe around children and pets! 


Every paint customer a prospect because every home is bothered by 
insects! DIANOL eliminates flies, mosquitoes, gnats, ticks, fleas, silver- 
fish, centipedes, ants, spiders, moths, roaches! DIANOL is proved the 


most economical method of permanent insect-control known! 


@eeeeeeeeoceeeeeeeeeee @ 
DIANOL Division A 
Mills-Pearson Corp., 2621 24th Street, North 

St. Petersburg, Florida 


» 4 ; 
Please rush full informe ) 


SEND COUPON FOR 
TESTED, PROVEN, GUARANTEED! FULL INFORMATION 


Tested by the U.S. Testing Company 
“ie AND NAME OF 
.. proven by over eight years use in 


industry, institutions, homes . . . £uar- NEAREST 
anteed to control insects or money back! DISTRIBUTOR! 


Nome 

Company 

Address 

City and State 
@eeeeeeeceaeaeoeeeeeeeee@ 


Note to distributors: Several choice territories still available write for details! 
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play cartons for Aqua-Float fenders 
and floats, glossy photos, newspaper 
mats, radio and TV spots, and pack- 
aging. For more information— 

Circle No. U35 on coupon, pg. 97 


Lazy Boy Lawn Mower Co., Inc., 
301 West 73rd St., Kansas City, Mo., 
offers to dealers without charge full- 
color, eight-page insert folders with 
imprint space provided and which 
fold to 3%-inch x 64-inch size. 
Newspaper ad mats in two-column 
by three-inch size are provided also, 
each describing one of the company’s 
four most popular models. For more 
information— 

Circle No. U36 on coupon, pg. 97 


Wooster Rubber Co., Wooster, Ohio, 
offers dealers a free dispensing unit 
for its new shelf and storage area 
rubber coverings, Rubbermaid Shelf- 
Kushion, which comes in 45’ rolls. 
Merchandising aids for dealers stock- 
ing the new product include window 
and wall banners, and consumer fold- 
ers which feature additional home 
uses for the rubber shelving. For 
more information— 

Circle No, U37 on coupon, pg. 97 


Moe Light Division of Thomas In- 
dustries, Inc., Louisville, Ky., has 
available for dealers a number of 
ceiling, wall and counter merchan- 
dising display deals, including a re- 
cessed box display unit. The lighting 
fixtures are displayed on peg board. 


On these deals all fixtures are in- 
dividually packaged and are shipped 
directly to the dealer, master packed 
and equipped with mounting and wir- 
ing kits, plus complete display unit 
and merchandising sales helps; rail 
freight prepaid at Hopkinsville, Ky., 
on all fixtures and display units. Ad- 
ditional aids include free advertising 
mats, product shots of fixtures, a 
variety of full color catalogs, bro- 
chures, envelope stuffers, and promo- 
tional flyers. For more information— 
Circle No, U38 on coupon, pg. 97 


Molly Corp., Reading, Pa., has 
available for dealers: metal merchan- 
diser #612 containing 600 Molly 
screw anchors and 12 utility plugs; 
cardboard counter display #200 con- 
taining 200 screw anchors; 2-color 
leaflet om screen anchors; 2-color 
leaflet on Hi-Speed Installer; 2-color 
leaflet on utility plugs; 3-color, 21” x 
9” window streamer featuring Molly 
screw anchors; and newspaper mats. 
For more information— 

Circle No. U39 on coupon, pg. 97 


Rain Jet Corp., 6253 Hollywood 
Blvd., Hollywood 28, Calif., furnishes 
a wire display rack, 10%” x 14”, with 
an initial, balanced assortment of 
Rain Jet Sprinklers. Each sprinkler 
and head is packaged individually in 
color-coded cartons; $63.90 list price, 
331; percent off to dealer. An initial 
order includes a set of price lists and 
specification sheets; a supply of 


envelope stuffers is included with 
each shipment. For more informa- 
tion— 

Circle No. U40 on coupon, pg. 97 


The Yale & Towne Manufacturing 
Co., Stamford, Conn., provides carded 
hardware as a dealer help in boosting 
sales. The company also advocates 
the use of mounted samples on dis- 
play boards as a permanent mer- 
chandising idea. Package merchan- 
disers are offered by the company 
for location in such strategic position 
as next to the cash register, on the 
counter, in the window, or near tie- 
in merchandise. All merchandisers 
are in bright colors and polyethylene 
bags are used to package many of the 
products. For more information— 

Circle No. U4l on coupon, pg. 97 


Swisher Mower and Machine Co., 
Warrensburg, Mo., offers to dealers 
catalog sheets describing its entire 
line of self-propelled and _ hand- 
propelled rotary mowers. Also en- 
velope stuffers, newspaper mats, 
radio scripts, giant window or wall 
banner, and other point-of-sale ma- 
terials are available. For more in- 
formation— 

Circle No, U42 on coupon, pg. $7 


Republic Steel Corp., 3224 East 45th 
St., Cleveland 27, Ohio, offers the 
Blue Ridge Roofing 15-piece kit for 
dealers which contains dealer infor- 
mation and sales guide folder, news- 





Cartoon ads like this, appearing 
regularly in regional farm papers, are 


catching the attention of your prospects. 


geTHLEHEM 
STEEL 


For more information use Handy Return Card, Page 97 








Ask your 
jobber for these 
Bethlehem Steel 


products............. NAILS AND STAPLES 


WHAT IS IT? 
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paper ad mat sheets, publicity release, 
catalog sheet, radio spots, and full- 
size samples of window banner, hang- 
er or counter card, and consumer 
folders for Blue Ridge and other Re- 
public farm products. If dealer wants 
ad mats, or sales material in bulk, the 
kit includes a _ postage-paid order 
card. For more information— 
Circle No. U43 on coupon, pg. 97 


Henry L. Hanson Co., Worcester, 
Mass., has available a Self-Selle: 
Drill Display which requires 14 
inches of space. A clear cover high- 
lights the high speed drills which are 
held in supporting holes and serve as 
a drill gauge. The size and price are 
marked and quantities are varied ac- 
cording to demand. The cabinet has 
a storage rack for extra stock. An in- 
formation chart is also available. 

The Hanson Self-Seller Display 
Cabinet for taps and dies contains 
initial assortment of taps, dies, screw 
extractors, die stocks and _ tap 
wrenches, including all popular sizes, 
and is graduated according to normal 
customer demands. The cabinet re- 
quires counter space 18 inches x 13 
inches and has space in the back for 
extra stock. For more information— 

Circle No. U44 on coupon, pg. 97 


Peterson Mfg. Co., Dept. SH-3, De- 
Witt, Neb., offers free promotional 
material for its new vise-grip (with 
easy release), consisting of a “space- 


saver” counter display and window 
banner. An introductory offer is 
available for one free No. 10R vise- 
grip (a $2.45 value) with purchase of 
an eight-tool counter sales kit. Deal 
er cost for the kit is $13.10, with re- 
tail price, $19.50. For more informa 
tion— 
Circle No. U45 on coupon, pg. 97 


The Acme Shear Co., Advertising 
Dept., 100 Hicks St., Bridgeport, 
Conn., is offering free to dealers mats 
for their local newspaper advertising 
on Kleencut Scissors and Shears. A 
four-page folder showing the 28 mats 
with a convenient postage paid re- 
turn order card is available upon re- 
quest. For more information— 

Circle No. U46 on coupon, pg. 97 


Upson Brothers, Inc., 65 Broad St 
Rochester 14, N. Y., offers a perma- 
nent, self-service display of all plas- 
tic construction at no extra cost for 
the TD-48 Hold-E-Zee screwdriver! 
assortment. This Tenite display holds 
a stock of 48—17 types and sizes—on¢ 
to six of a kind. Each driver is 
marked on the display for number 
and price for easy replacement when 
sold. For more information— 

Circle No, U47 on coupon, pg. 97 


The Moto-Mower Co., Richmond, 
Ind., offers to dealers a 50-50 co-op 
advertising plan (unlimited), in ad- 
dition to a number of other sales 


helps. Each preferred dealer is sent 
a window display kit which include 
window streamers, jumbo display 
cards, wall charts, authorized deal 
er decals, and consumer folders. A 
lawn care folder called “How We 
Built the Most Beautiful Lawn in 
Town” is made available to dealers 
aS a give-away to persons who visit 
the store or as a direct mailing piece 
Dealers are charged $2.00 per 100; 
$15.00 per 1,000. For more informa 
tluon— 


Circle No. U48 on coupon, pg. 97 


Alan Wood Steel Co., Conshohock- 
en, Pa., has available copies of its 
A. W. Cut Nail descriptive leaflet 
The leaflets can be supplied im- 
printed with the dealer’s name, ad- 
dress and telephone number for us¢ 
as envelope stuffers. For more in 
formation— 

Circle No. U49 on coupon, pg. 97 


Garcia Corp., 268 Fourth Ave., 
New York 10, N. Y., offers to dealers 
a consultant service, a library of 
16mm _ sound-color films, and _ the 
services of fishing experts to set up 
in-store demonstrations and to pre 
sent lectures. Merchandising aids in 
clude the Mitchell Counter Card, die- 
cut to hold Mitchell reel and one 
spool of Platyl; the Abu Reflex Lure 
transparent window streamer; the 
Spin Casting Streamer, an in-store 
streamer illustrating six steps to suc- 








AF 





DUNNO! BUT I PUT 
BETHLEHEM FENCE 
AROUND IT TILL 

I FIND OuT! 











STEEL FENCE POSTS 
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BARBED WIRE 


CLOTHES 
LINE 


BALE TIES 


AUTOMATIC 


BALING WIRE 
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IT'S SO MUCH 
Eaccer with 


the (Sromes 
DRILL 
DISPLAY 


PILFER PROOF 
STIMULATES IMPULSE BUYING 
KEEPS RIGHT SIZE IN RIGHT PLACE 
MAKES INVENTORYING EASY 


CONTACT YOUR JOBBER OR — 
iienpeenmennnnitetitiaittiten ine 
HENRY L. HANSON COMPANY 


28 UNION ST. WORCESTER, MASS. 
AS SET OER Re 
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cessful spin casting; and the Mitchell 
Reel Streamer, available in large or 
small size, and featuring the Mitchell 
reel. For more information— 

Circle No. U50 on coupon, pg. 97 


Utica-Duxbak Corp., Utica 4, N. Y., 
has available for dealers a com- 
plete mat service covering the com- 
pany’s line of sportsmen’s clothing. 
Offered also is colorful corrugated 
display material for window back- 
grounds or for use on TV programs. 
Other sales aids include window 
streamers, counter cards, and litera- 
ture for mailing. For more informa- 
tion— 


Circle No. US1 on coupon, pg. 97 


Moore Push-Pin Co., 113-25 Berk- 
ley St., Philadelphia 44, Pa., offers 
an attractive counter display stand, 
the Moore 720B, which holds 72 
“serve-yourself” window packets of 
Moore picture hangers. Ail metal, the 
revolving display is 1034” high, with 
a 9” diameter base. For more infor- 
mation— 


Circle No, US2 on coupon, pg. 97 


Champion DeArment Tool Co., 
Meadville, Pa., offers dealers a wide 
range of sales aids including imprint 
book matches, display boards and 
display rolls, newspaper mats, count- 
er signs, decals, envelope stuffers, 
and counter coats for sales personnel. 
Display boards offered include No. 26 
which is designed as a permanent dis- 
play. The 26 different pliers on this 
board are securely fastened in place 
and are lacquered to make an attrac- 
tive, long-lasting display. The board 
is %” plywood, measuring 24” x 30”. 
Display boards 57, 75-A and 87, of the 
same size, are dispensing boards con- 
taining selected assortments or the 
complete line of pliers which may be 
sold right from the boards. No charge 
is made for the boards when mer- 
chandise is purchased, boards re- 
maining company property. Small 
4%” pliers available in five different 
patterns are merchandised on 3-color 
display board and are also available 
in a velvet lined fitted case. Adver- 
tised as Channellocks “Little Champ” 
pliers. A counter promotion kit has 
been designed to contain nine of the 
Heavy Duty Slip Joint pliers — four 
6”; three 8”; and two 10” patterns. 
Each plier is individually cartoned 
and all nine pliers are packaged in a 
blue and white on silver foil carton. 
For more information— 


Circle No. U53 on coupon, pg. 97 


Supreme Products Corp., 2222 S. 
Calumet Ave., Chicago 16, Ill, has 
designed a colorful display, free to 
dealers, for its power drill auxiliary, 
the Versamatic. Included with the 
display are point-of-sale consumer 
leaflets. For more information— 

Circle No. U54 on coupon, pg. 97 

American Tackle and Equipment 


Co. “A” and Somerset Street, 
Philadelphia 34, Pa., is publishing a 


monthly newsletter for fishing tackle 
dealers. The publication is designed 
to give tackle dealers information so 
they can make more profit. For more 
information— 

Circle No. U55 on coupon, pg. 97 


S. G. Taylor Chain Co., Inc., Ham- 
mond, Ind., and Pittsburgh, Pa., of- 
fers dealers a new chain display stand 
with long leverage chain cutter. 
When holding its maximum seven 
reels, it serves as a chain department 
in itself, occupying less than two 
square feet of floor space. For more 
information— 

Circle No. U56 on coupon, pg. 97 


Stanley Hardware, Division of the 
Stanley Works, 763 Lake St., New 
Britain, Coenn., announces new and 
improved merchandising features for 
its household hardware, including 
packaging, layout guides, and attrac- 
tive displays. Available to dealers is 
the N2 pegboard display stand which 
allows vertical or horizontal item ar- 
rangement. Stanley products are now 
visually packed, firmly mounted on 
yellow and black space-saving cards, 
on the back of which carry all cus- 
tomer information: item name and 
number, suggested usage, proper ap- 
plication, finish, and materials. For 
more information— 

Circle No, U57 on coupon, pg. 97 


Geyer Manufacturing Co., Rock 
Falls, Ill., offers dealers a selection 
of ad mats covering the most popular 
items in the Geyer Farm and Garden 
Tool line. An illustrated brochure for 
easy ordering is available on request 
For more information— 

Circle No. U5S8 on coupon, pg. 97 


Plymouth Cordage Co., Plymouth, 
Mass., offers dealers a wide range of 
promotional literature, colorful point- 
of-sale displays, and several rope dis- 
pensers. Literature includes pam- 
phlets on use of rope on farms, on 
boats and in industry. Dispensers in- 
clude the SalesRak which sells rope 
off the spool in any length up to 300’. 
The SalesMaker, available in counter 
or floor models, holds seven sizes of 
rope, which can be cut on dispenser 
to desired length. A cardboard dis- 
play occupying less than two feet of 
floor space is available for merchan- 
dising and assortment of ropes and 
twines. All sales aids are available 
through Plymouth wholesalers. For 
more information— 

Circle No. U59 on coupon, pg. 97 


O. F. Mossberg & Sons, Inc., P. O. 
Box 1302, New Haven, Conn., makes 
available to dealers a colorful dis- 
play piece for counter, wall, or win- 
dow, flashing the Mossberg story to 
customers; 8-page consumer folders 
for enclosure with mailings or count- 
er use; a 6-page consumer folder on 
Mossberg’s 4X scopes and its latest 
adjustable power scope; 4-page con- 
sumer folder on the Covey Hand 
Trap; a Mossberg emblem decal for 
use on door or window; a full scale, 
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Carolina 
HARDWARE-HOUSEWARES 
SHOW 


“Where Buyers aud Suppliers Wht ‘4 


FEBRUARY 18, 19, 20, 1958 


Radio Center Auditorium 
Charlotte, N. C. 


"The Market Place of the South" 


= od —E 


“OVER 60,000 SQUARE FEET OF EXHIBIT SPACE” 








aa ALL TABLES and CHAIRS 
ALL SPACES 9'0” x 11'0 PLUS BOOTH BACKDROPS 
OR LARGER FURNISHED FREE 




















FREE SPACE TO EXHIBITORS IN 
CONVENTION MODEL STORE 














ee ° M, F. KAELKE 
All Inquiries Relative To aieniaien miinnen 


Booth Space and Dealer HARDWARE ASSOCIATION 


Reservation Should OF THE CAROLINAS 
P.O. BOX 6215 


Be Mailed To — CHARLOTTE, N. C. 
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LO ARR ae 
THE DEMAND 


ony 
FO <G> 


p= 
CLAMPS! 


*TWO FINISHES 


Bright Nickel—1", 2", 112", 3". 
Natural—4", 5", 6", 8". 


B & C deeper-than-usual-throat-depth, 
dependability and low price is 
boosting clamp profits for B & C 
dealers. Customers find they handle 
the toughest clamping jobs better— 
safer! To build your clamp profits, 
stock and sell B & C. 


Heat treated for extra rigidity. 

@ Screws aligned for accurate seat- 
ing. 

@ Sliding vice-type handles and 


action-free swivel caps permit 
maximum pressure. 





10 STYLES IN OPEN STOCK 
No. Cap. List*|No. Cap. List* 


141 - 28 | 145 
142 7 38 | 146 
142-2 2!" .74 | 148 
143 3" 80 | 241 H. 
144 4" 1.62 | 242 H. 














*SUGGESTED LIST PRICE ONLY 
H. D.—Heavy Duty 


Write for Catalogs 
See Your Jobber 


THE 


BRINK & COTTON 


MFG. CO 
POLAND STREET + BRIDGEPORT, CONN 


For more information use Handy Return Card, Page 97 





do-it-yourself Mossberg Gun Rack 
pattern with a retail value of 50 
cents, available free, only five to a 
store; Retail Sales Manual for the 
dealer and his sales staff. In addi- 
tion, the company offers free electro- 
types as well as radio and TV com- 
mercials. For more information— 
Circle No. U60 on coupon, pg. 97 


Daisy Manufacturing Co., Dept 
3837, Plymouth, Mich., has created a 
free dealer promotion package con- 
sisting of: a pyramid gun display 
(cowboy hat size) die-cut to hold any 
Daisy and card; a display card for 
the pyramid illustrating 98, 25, 94, 
1094 air rifles; and a newspaper ad- 
vertising mat illustrating all models 
For more information— 

Circle No. U61 on coupon, pg. 97 


Fuller Tool Co., Inc., 3522 Webster 
Ave., New York 67, N. Y., offers a 
complete self - service “screwdriver 
department” in the form of hang-up 
rack at no cost to dealers. Fuller 
screwdrivers, individually carded and 
priced, may be conveniently hung 
from the rack for customer con- 
venience. For more information— 

Circle No. U62 on coupon, pg. 97 


Camillus Cutlery Co., Cami!lus, N. 
Y., offers the following sales aids in 
connection with promotions of the 
Camillus and Cameco pocket knife 
lines: In the Camillus line are two 
display cases, the #5600 for the dis- 
play of 12 and the #56-24 for the 
display of 24 pocket knives. Glass 
front panel with limed oak frame 
protects and displays knives in open 
position. Panels on both displays fit 
into locked wood storage cabinet base 
or can be used for wall or window 
display. Both #5600 and #56-24 are 
available without extra charge 
through Camillus wholesalers. Also 
available free of charge are window 
streamers in three colors, pennants 
in three colors, free newspaper mats, 
catalog sheets, and special promotion 
tips. For more information— 

Circle No. U63 on coupon, pg. 97 


Power Products Corp., Grafton, 
Wis., will supply dealers of its power 
mower engine with cartoons and 
other sales aids on request. For more 
information— 

Circle No. U64 on coupon, pg. 97 


Hanson Scale Co., 1777 Shermer 
Rd., Northbrook, II1., offers its deal- 
ers two _ scale promoter. display 
stands. Display #D-103 is a wooden 
stand free to any dealer who has 
Hanson scales, will hold seven sets, 
and is 18” wide by 14” deep. A bath 
scale sampler of six scales, No. 3580, 
includes without charge a merchan- 
diser which can be used on the count- 
er, floor or in windows. It is finished 
with soft rose background and jade 
green trim. For more information— 

Circle No. U65 on coupon, pg. 97 


Week-end Specials 


(Continued from page 52) 


swering the many questions asked 
by customers about their lawn and 
garden problems. 

A 30 by 90 ft. outdoor patio, run- 
ning the depth of the store, dis- 
plays shrubbery, bushes, furniture, 
picnic tables, outdoor fireplace and 
cooking equipment for children 
and adults. 

Litman handles the buying of 
garden supplies, basing his pur- 
chases on 50% of the previous 
year’s sales. Seeds, garden tools, 
mowers, etc., are bought locally in 
December with an April dating. By 
placing an order for fertilizer be- 
fore February 28, $1 a ton was 
saved. The major portion of the 
garden supplies inventory is on 
hand in early February. Weekly 
re-orders are made based on a 
study of the daily want book and 
a weekly stock check. During the 
season Litman approaches his sup- 
pliers or they approach him with 
a good buy. These comprise the 
specials that boost traffic and 
volume. Merchandise turns about 
four times a season. 

About 30% of this store’s gar- 
den supplies sales is on 30-60-90- 
day accounts. There is no carrying 
charge on these accounts. Very, 
very few budget accounts are car- 
ried over an extended period on 
time payments. In these few cases 
customers are known well, their 
credit record well established 
through credit references and 
their pay history with the com- 
pany. 

“Services are very important to 
a good garden supplies depart- 
ment. We deliver small purchases 
eight miles out free of charge. We 
obtain soil tests for customers; I 
personally take a soil sample to the 
testing laboratory of the Uni- 
versity of Maryland and get re- 
sults within two to three days for 
the customer,” Litman added. “We 
rent mowers, shovels, picks, post- 
hole diggers and any garden tools 
a customer needs to carry through 
successfully.” 

An excellent piece of promotion 
for the store was a new and ac- 
curate map of the county and sur- 
rounding counties. Some 2,000 of 
these were distributed. 

“Garden supplies are profitable 
and a boon to every department in 
the store. Tools, play equipment, 
furniture, grass seed, paint—there 
isn’t a department not affected by 
the steady return of garden sup- 
plies customers,” Litman empha- 
sized. 
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Don't pass up the opportunity to get free information about the new products, sales 
aids, catalogs and bulletins listed in the current issue of SOUTHERN HARDWARE. 


Use the card at the bottom of the page to indicate the items in which you are 
interested. Here's how to do it: 


l. Tear out the card along the dotted lines. 5. Note each advertisement of special in- 
terest to you and when you desire more 


information, just write in the advertiser's 
2. Turn through the pages of this issue with name in the space provided on the card. 


the card in front of you. 
Put your name and address on the card in 
3. Note the key number of each editorial item 
that has special the space provided. 


interest for you. 
+ Drop the card in the mail... you do not 


4. Find the corresponding number on the need to put a stamp on it.... SOUTHERN 
card and put a circle around it. HARDWARE will pay the postage. 


You don't have to do anything more! When we receive your card, we will pass your 


name along to the various companies supplying the information you want. Then, in a 
few days they will send you the appropriate information. It's just as easy as that and 
SOUTHERN HARDWARE is glad to have the opportunity to serve you. 


Please send me these catalogs and bulletins: 


BI Bil Bié 821 B26 B31 B36 B4! 
BI2 BI7 B22 B27 B32 B37 B42 
BI3 Bis 823 B28 B33 838 B43 
Bi4 BIg B24 829 B34 B39 B44 
Bis B20 B25 B30 B35 B40 B45 


Please send me more information on these sales aids: 


Ul U6 Ulli Uisé U2i U26 U3i U36 U4i U4s U56 
U2 U7? jUi2 UI? %U22 j%U27 %UV32 U3? %U42 U47 US2~ U57 
U3 USB Ui3 UIs U23 U28 %U33 U38 U43 U48 U53 US58 
U4 UP Ui4 UIP U24 U29 %U34 UIP %U4e U49 U5S4 U5? 
US UIO UIS U20 U25 U30 U35 U40 U45 US50 US55 Ué60 


Please send me more information on these new products: 
642 643 644 445 646 647 648 649 650 651 652 653 654 655 


Send more information on advertisements (give advertiser's name): 














| WHOOPS! 


Sst 





Turn back a page! 
You missed something FREE! 


New Products... 
Sales Aids... 
Catalogs & Bulletins ... 


Advertisements ... 


... are just around the corner. 


See what's in it for you! 


Postage 
Will be Paid 


by 
Addressee 





BUSINESS REPLY CARD 


FIRST CLASS PERMIT NO. 582, SEC. 34.9, P. L. & R.. ATLANTA, GA. 











SOUTHERN HARDWARE 
806 Peachtree St., N. E. 
Atlanta 8, Ga. 
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— oS: : 


Surveys show that the average American doesn’t really 
understand insurance at all. 90% neither read nor fully 
understand their policies; 55 per cent don’t know one 


D oi E ay DA 34 L é kind of company from another; 35 per cent don’t know 
the name of their own company! 


Since insurance is essentially a promise to pay, it’s 

LI KE obvious that the policyholder should know a little about 
the character and reputation of his insurance company. 

Federated Mutual has grown steadily since its found- 

ing in 1904 to become one of the leaders in its field. One 

of its outstanding reputations is for prompt, fair settle- 

ment of claims. Obviously, they could not have grown 


to this stature over a period of half a century without 
integrity. 

There isa difference in insurance COM- (>) reyeeaTeD 
panies. And the fact is that you really do || fast wm me 
Save with Safety with Federated Mutual. || Ytivow Pacts 


Home Office, Owatonna, Minn. — 


Insurance at a Saving for BUSINESS * HOME + CAR 
_ speirr 


4 . 
= 
TRADE ASSOCIATION MEMBERSHIP DOESN'T COST, IT PAYS! 
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NEW PRODUCTS 


Eclipse Mowers 


The Eclipse Lawn Mower Co., 
Prophetstown, Ill., announces an ex- 
panded line of mowers for its dealers 
in 1958. New models include the 26” 
Ranger (riding rotary), a_ self-pro- 
pelled 21” rotary, three other front 
discharge rotaries, and a riding sulky 
for use with the 20” Rocket Deluxe 
reel type mower. 


The Ranger, shown, incorporates 
several features for easy operation 
and for practical use on large lawns. 
Powered by a 5% hp Briggs & Strat- 
ton engine, it has front wheel drive, 
automotive type differential, inde- 
pendent traction and blade clutches, 
foot brake, gear shift lever for two 
forward speeds and one _ reverse 
speed. For more information — 

Circle No. 642 on coupon, pg. 97 


Edger-Trimmer 


The Trim-All Model KS-958 is in- 
troduced as two lawn units in one by 
the K & S Manufacturing Co., P. O. 
Box 421, Fort Worth, Texas—it trims 
and it edges. 

Complete with a two hp, two cycle 
Clinton gasoline engine, the new 
model retails at $59.50. It has a full 


100 


TRIM-ALL 
EDGER & TRIMMER 


aswars rms 
UNSUEP ASSO 
wm QUALITY 


9” trim top with spring steel blade. 
Cutter head is assembled with two 
sealed, dust proof ball-bearings with 
a clamping adjustment for change to 
edging and trimming position. Weighs 
36 lbs. For more information— 
Circle No. 643 on coupon, pg. 97 


Soldering Gun 


A 100 watt “quick-hot” electronic 
soldering gun, model #100, is intro- 
duced by Wen Products, Inc., 5808 
Northwest Highway, Chicago 31, II. 

The gun has a 1-11/16” diameter 


COMPACT 


—~ 


For more information on these new products 


use the return free post card on page 97 


through the housing, is of compact 
design, and weighs only 19 ounces. 
It delivers full 100 watts, heats in two 
to three seconds on ordinary 110-120 
V. A.C. 60 cycle, and is said to cool 
quickly too. The gun has a built-in 
spotlight angled to focus on work, 
six ft. cord, replaceable extra-long 
steel-nosed tips which are inter- 
changeable with hot-cutting or flat 
iron finish-repair tips. The ebony 
black plastic handle and housing are 
heat and impact resistant. 

Price is $5.95 list; unit weight in in- 
dividual containers is 25 oz.; shipping 
weight, carton of six, 10 lbs. For more 
information — 

Circle No. 644 on coupon, pg. 97 


Glassware Caddy Set 


A stylistic silks and saddles design 
is featured on a glassware caddy set 
called Longchamps, introduced by 
Libbey Glass, division of Owens-Illi- 
nois Glass Co., Toledo, Ohio 


The “sport of kings’ motif appears 
in tangerine, white and 22K matte 
gold on frosted 12%-ounce, heavy 
base beverage glasses. 

Eight Longchamps pattern glasses 
in a simulated gold wire caddy are 
priced to retail for about $4.95. For 
more information — 

Circle No. 645 on coupon, pg. 97 
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Music to Your Ears... 


HOLDS THE NO. 1 BEST SELLER SPOT COAST-TO-COAST 
Young America’s choice — Your choice for BIG volume sales 


Doll Stroller 


3 “Oh, what gorgeous style 
Every lass you beguvile.” 


732-1 
Doll Carriage 
“You get the 
glad-eye 
From every 
passer-by.” 


5713 
Dancer Stroller 
“Strong and dazzle-bright 
You're baby's 
safe delight.” 


**When you sell Siebert, 
you sell the best 

Your profits soar, 

"cause you sell more."’ 


Siebert formula for 


BIGGER SALES and BIGGER 


PROFITS 





7-61 Velocipede 


“You're so safe, so new 
A pal that's true.” 


7A-18 Train-a-Bike Ae 


“Rugged and sure 
You've got 3-way allure.” 


7CB-303 

Car beds, 
auto seats 
“Embrace me, 

my wonderful you 
You're comfort 
through and 
through.” 


SIEBERT 


GARDNER, MASS. 


PERMANENT SHOWROOMS 


SPACE 1537, AMERICAN FURNITURE MART, CHICAGO 
SPACE 305, MEW YORK FURNITURE EXCHANGE, NEW YORE 
SOUTHERN PLANT — ALEXANDER ST. & VICTORY BLVD. PORTSMOUTH, VA. 
write pepr. SH-! SPACE, STH FLOOR SOU. FURN. EXPOSITION BLDG... HIGH POINT, WN. C 
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ALWAYS 


We always did, and always 
will, direct customers—millions 


of them—to hardware stores— 
your hardware store, for their 


Water Master needs. 

Your customers ask for Water 
Masters. It pays to carry them. 
For a small investment you can 
enjoy these smooth, easy sales 
the year ‘round. 


GET THE 
GENUINE 


WATER 
MASTER 


The Hardware Man's 


TOILET TANK BALL 


America’s Largest Seller 





SPRAYERS: 


CnUite tor Quality the World 
Over for 70 Years 

SMITH 

BLIZZARD Sprayer 


World's most beautiful spray- 
er. Solid copper tank. Pt. Qt = 
Nothing else like it. 


SMITH 
JIM DANDY 
Cart Sprayer 


~~ 
—~ 


“King of all sprayers.” 
Easy to wheel and operate. 


Large rubber tire wheels, 12 


ft. ofl proof hose. 5 
tank. Pressure gauge 
justable nozzle 


gal 
Ad 





Many Other 
Styles and Sizes 




















Pennsylvania Mowers 


The Pennsylvania Lawndale and 
the Pennsylvania Reelrider are rid- 
ing mowers introduced by the Penn- 
sylvania Lawn Mower Division, 
American Chain & Cable Co., Inc., 
Exeter, Pa., to highlight its complete 
1958 line of lawn mowers, including 
the hand and power-driven units of 
the rotary and reel] types 


The Lawndale, at left in accom- 
panying photograph, is a 21” self-pro- 
pelled rotary mower which has been 
equipped with a riding sulky for add- 
ed convenience. Power is furnished 
by a 2.75 hp, 4-cycle, Briggs & Strat- 
ton engine with a rewind starter. 

The Pennsylvania R2elrider, at 
right, is a 21” reel type mower equip- 
ped with a cushion seat for operator 
comfort. Power is provided by a 2.25 
hp, 4-cycle, Briggs & Stratton engine 
with a rewind starter. 

Each of the riding mowers can be 
supplied with electric starters at ex- 
tra cost. For more information— 

Circle No. 646 on coupon, pg. 97 


Sprinkler System 


The Allenco “All-in-1” set, a do-it- 
yourself sprinkler system, is an- 
nounced by W. D. Allen Manufactur- 
ing Co., Room 500, Allenco Bidg., 
Chicago 6, Ill, Each of the four in- 
dividually adjustable sprinklers is 
said to cover a “square” acre. Siamese, 
couplings, and caps are included, dis- 
played in an open-top carton and 
priced ($8.89 list) below total of the 
individual parts. 


The Allenco sprinklers carry a 5 
year warranty card. The cards in 
turn provide for free goods to the 
dealer and a consumer premium that 
does not compete with the dealer’s 
stock. For more information— 

Circle No, 647 on coupon, pg. 97 


Propane Camp Stove 


In introducing its propane camp 
stove, Turner Brass Works, Sycamore, 
Ill., describes the portable unit as 
operating just like ths ordinary kit- 
chen gas stove. Each burner has a 


separate, self-contained, fuel tank 
and a separate control knob. To op- 
erate, the user turns the valve and 
lights with a match 

It will hold two 10” skillets or pans; 
grills are removable for cleaning. An 
air adjustment helps the camp stove 
operate satisfactorily at any altitude. 
The stove is carried by a fold-away 
front handle. Fuel is propane gas in 
disposable tanks. 

The same stove is also available in 
a singl2> burner size. Literature and 
prices may be obtained from the com- 
pany. For more information — 

Circle No. 648 on coupon, pg. $7 


Dixie Riding Mower 


The Southland Mower Co., Selma, 
Ala., recently introduced the Dixie 
Riding Mower, Model RR-248, which 
has a 24” cut. 


The unit is powered by a four hp 
engine. It is chain-powered to two 
large rear wheels with traction grip 
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sales throughout the year with Hamilton-Gkata/, 
the BIG //in your month-by-month profit picture SPACE 656-068 





Navy Pier, 
hicago National Housewares Show 
_January 16-23 
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THE HAMILTON-SKOTCH CORPORATION, 11 EAST 36 STREET. NEW YORK 16, N.Y MORE THAN 67 FAMOUS PRODUCTS FROM ONE SOURCE ON DISPLAY AT > 











Ta pat¢o 


CGstEeCO Us eat OFF 


HORSE COLLAR PADS 


For every work horse and mule. 
“The pad with the rust-proof 
red hooks” 


Tapat«co 


‘e200 ween CG+s'tetO ws eaF OFF 


TRACTOR SEAT CUSHIONS 








For every tractor and farm 
implement seat. 


See your jobber or write us. 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 


MAKERS OF FAMOUS TA-PAT-CO 
HORSE COLLAR PADS SINCE 188! 





Swedish 
CHAIN SAW 
FILES 

The’ 

FILE 

With The 
SMILE 


Made Of Stubborn Steel 


That Laughs At Wear 


SANDVIK STEEL, INC. 


Saw & Tool Division 


1702 Nevins Rd., Fair Lawn, N. J 
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pneumatic tires. Forward, neutral 
brake and reverse are all included in 
one lever. 

The blade is powered by a positive 
disconnect friction clutch which pre- 
vents the blade from turning when 
disengaged. All operations of the 
mower from start to stop are handled 
by the operator while seated on the 
large cushioned tractor type seat. Two 
extra wheels are mounted on side of 
blade housing to alleviate scalping 
For more information - 

Circle No. 649 on coupon, pg. 97 


Homko Lawn Equipment 


The 1958 “Swept-Line” Homko 
power mowers and related lawn care 
equipment are announced by Western 
Tool & Stamping Co., Des Moines, 
Iowa. The line includes six rotary 
mowers, three riding mowers, three 

l-type mowers, a power arm with 

tachments, and a group of sweepers, 
as well as two types of edger-trim- 
mers, and flat-top stacking gas cans 


Homko rotaries have the Flexor 
blade which is a swing-away type 
with flexible ends that snap back up- 
on contact with an obstruction. They 
also have balanced wheels, side dis- 
charge, all-steel construction, and 3- 
in-1 fingertip throttle levers. The 
line’s rotary mowers include the 18” 
Firebird; 18” electric model, the 
President; 20” Work Horse; 22” Bear- 
cat; and the self-propelled 22” Thun- 
lerbird, which mows without pushing 
and has 2-speed transmission 

Brand new is the Power Arm, a 
single, multi-purpose unit which is 
nounted with only four nuts on a 
rotary mower, an edger-trimmer, or 
a rotary tiller. A 4-cycle Briggs and 
Stratton gas engine with recoil start- 
er powers the arm. For more infor- 
mation— 

Circle No. 650 on coupon, pg. 97 


Master-Grip Handle 


Designed exclusively for the a] 
line of SpinCast rods manufactured 
by South Bend Tackle Co., Inc., 1108 
South High St., South Bend 23, Ind., 
the Master-Grip handle features a 
deeper, longer reel seat that accom- 
modates all the popular thumb-con- 


trolled spin casting reels. 

The Master-Grip handle cradles the 
reel deeper in the seat and places the 
control closer to the caster’s thumb 
in a balanced, ready-for-action posi- 
tion, the manufacturers point out. 
Being longer, the seat allows clear- 
ance for the spool cone of closed-face 
reels, making it universal in use. 

A fully adjustable finger hook is 
said to enhance further the casting 
comfort of the handle and to maintain 
a correct “action angle” for greater 
accuracy, balance, and control. Made 
in both the Presto-Lock and Clip- 
Type design, the Master-Grip handle 
appears on 13 of South Bend’s new 
SpinCast rods For more informa- 
tion — 

Circle No. 651 on coupon, pg. 97 








- ~~ contains 
REAL RUBBER 


—_ 


v¥ Ready to "se. | Waterproof : 
Vv Cannot warp : . 
or injure tile. 


@ Fast tack, 
slow setting. 


@ Tight, perma- 
nent bond. 


1515S N. HADL ST. LOUIS 6. MO 
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from /RUE TEMPER 
NEW co) am Kolo) fi 6) ome Blaal—) 


See your True Temper wholesaler 


SPRING-BACK LAWN RAKE 


apacity t 


No. HGD, HGL 


INT =aG yy. “380° 


$725" each 


© 
LONG-HANDLED 
FLORAL TOOLS 


SMALL-SIZE GARDEN SHOVEL 


wry ilelal lem Stel -letl- 1 or the tady gardener 


ght digging 


ORDER YOUR TOOL-UP TIMEe® 
PROMOTION KIT NOW! 


True Temper's 1958 Tool-Up Time 


relgelaslohaielale time Mhsl- © tall -lae- tealeMiaalela -| 


BULB PLANTER 
WITH D-TOP 


foteliol asi Me cal-lel -..- em he M- @ielelaalell ha. m 
jit -b diell-Miel-le..¢-lel- Mel M@e!-lalal-ia- Me ilelal- fam. le! 
lelleh 20) ok-Pumal-. 2-1 °)- 1°) -iameel- bem tale mele) el 
‘iteihs'mmaal-t¢-lal- ime cemmoclelile Mm) deih¢-lesl-lal aula! 
your store. This valuable kit is FREE 

write for yours today! True Temper, 


ils sc Me aS leiile Me -\'1-lalel- mam @tl 02 -11- tale Mle ME @)al ler 


* Suggested retail prices 


ee ee ee a ee ee ee ee ee ee ee ae 


slightly higher West 


-WT7 3 TEMPER You can look to £7 for leadership Gary 





> 
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Battery Chargers 


A complete new line of Underwrit- 
ers’ approved battery chargers, 6- 
volt, 12-volt, and combination models, 
is announced by Electric Service Sys- 
tems, Inc., 1330 Quincy St., N.E., Min 
neapolis 13, Minn. 








Representative of the new line is 
the Combination Model 6126 which 
charges six amps on either six or 12 


tan colors. It is ventilated on three 
sides plus the base and comes with a 
carrying handle that folds flat. Di- 
mensions are 744” x 74,” x 6”. 

Charging rate of the Model 6126 
starts at six amps on a dead battery 
and tapers down to three amps as the 
battery becomes fully charged. The 
charger delivers up to 55 amp-hrs. 
overnight. A meter shows the charg- 
ing rate, and the model has a built-in 
automatic reset fuse. A full view 
on-off toggle switch is located on the 
front panel. 

The ESS line includes 12 models, 
with amperage charging rates from 
three to 50 amps and list prices rang- 
ing from $9.30 up. 

A display rack is also available, and 
illustrated literature is available on 
request. For more information — 

Circle No, 652 on coupon, pg. 97 


Mow-Master Mowers 


In introducing the Mow-Master 
1958 line of rotary power mowers, 
Propulsion Engine Corp., South Mil- 
waukee, Wis., announces that the 
line features a highly styled deluxe 
model and a low-priced self-propelled 
unit. 

The deluxe model, Mow-Master 422, 
shown, has a massive engine grille 


22” cut, and the blade height adjusts 
to four positions, from 1%” to 3”. 

The Mow-Master 419 has a sug- 
gested list price of $119.95. Besides 
offs2t wheels and front right side 
discharge chute, the self-propelled is 
friction driven by a 1%4” hp Briggs & 
Stratton engine. It cuts a 19” swath, 
and has a removable mulcher plate 
which is standard equipment on all 
Mow-Master rotary mowers, 

The remainder of the line includes 
six rotary type mowers (one electric) 
and two self-propelled ree] types. 
Rounding out the 1958 models is a 


volts by flipping a switch. Housed design, cowling 
in a heavy gauge steel cabinet, the 


Model 6126 is finished in maroon and 


& Stratton motor 


minimize scalping. The 422 has a 


new rotary riding mower. For more 
information — 
Circle No. 653 on coupon, pg. 97 


234” hp Briggs 
Offset wheels 














WEGELE SCOOTER MOWER 


* No Grass Too Fine 
* No Weeds Too Tall 


NO OTHER MOWER HAS THESE 
FEATURES 


. Six h.p. Wisconsin motor. 

. Six-volt ignition system with starter. 

. 24” offset blade. No wheel running on uncut grass. 
. Three speeds forward and one reverse 

. Road gear up to i5 miles per hour. 


Liberal Discount to Dealers 


FRED A. HOPLEY SALES 


Macksville, Kansas 
Exclusive Distributor 





W. R. C. Smith Publishing Co. 0) New 
Department SH 1-58 
806 Peachtree St., N.E. 
Atlanta 8, Georgia 


C) Renewal 


Please enter my subscription to SOUTHERN HARDWARE for 3 


years. 


Name —_ 2 

Firm Position 

P. O. Box or 

Street and No. 

== 
C] Enclosed find $2.00 








a 
C! Send bill for $2.00 




















PICTURE a 
: ' HANGERS MILLION 
and Eyclets SOLD 


NOTICE TO TRADE 


New Letters Patent have been issued by U. S. 
Patent Office on the new Jiffy Picture Hanger 
October 8, 1957. 
This is to notify the trade that our new Jiffy 
Picture Hanger is fully protected by patents and 
anyone copying same will be liable for patent 
infringement. 
PATENTED 
U Ss Patent Office Nos. 
2,647,711 and 2,809,001. Belgium pkg. of 
Patent 558,219. Other U. S. 6 for 19¢ 
and Foreian Patents Pending. 
Booth 522, National omsaweres Show 
Navy Pier, Ch'cago 
JIPFY ENTERPRISES, INC. 
146-148-150 N. 13th St., Phila. 7, Pa. 
Canadian Dist. FIRECO SALES LTD. 
33 Racine Rd., Rexdale, Ontario 




















Gas Furnaces 


Six sizes of its new gas furnace, 
ranging from 75,000 to 200,000 Btu, 
are available from Perfection Indus- 
tries, division of Hupp Corp., 1135 
Ivanhoe Rd., Cleveland 10, Ohio. 





ee 


—— 





Styled along the line of modern 
appliances, the Perfection “70th An- 
niversary” line can be built-in or 
flush-mounted with zero clearance. 
Air return can be from the bottom, 
back, or either side. Features include 
Regulaire with three-stage fire and 
availability of cooling units designed 
expressly to match the heating sys- 
tems. For more information — 

Circle No. 654 on coupon, pg. 97 


LP Gas Conversion Unit 


The Clinton Machine Co., Maquo- 
keta, Iowa, announces a factory in- 
stalled LP gas conversion unit for 
Clinton air-cooled engines. The com- 
pany points out that its simplicity 


and sensitivity saves time and trou- 
ble, and that it requires no choking 
in starting. 

With the conversion unit, engine 
life is said to be extended and main- 
tenance reduced. For more informa- 
tion — 

Circle No. 655 on coupon, pg. 97 
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NUTS 
RIVETS 


SCREWS 


the RIGHT 
size suppler 


Large enough to fill all your requirements on any quantity of 
bolts, nuts, screws and rivets. 
Small enough so your needs aren't “lost in the shuffle”. 

At CLARK, every order is an important order... 
receives the personal attention and prompt handling it deserves. 
Write today for complete catalog on quality 

fasteners by CLARK—the right size supplier. 


aon’t forget. 


CLARK fasteners are treated with an ex- 
clusive rust-resistant protective coating 
that also protects your reputation 


Siuce oe 1354 


CLARK 








BROS. BOLT CO. 
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Choremaster Mower 


Safety, power, and a 24-inch cut- 
ting blade are the features of the 1958 
Choremaster riding rotary power 
mower, Weber Engineered Products, 
Inc., Cincinnati, Ohio, announces. 

The mower has a lock on the blade 
which when padlocked, the mower 
will still move but the blade will not 
turn. The four hp mower is placed 
behind the operator. Speed is con- 
trolled by a centered shift lever which 
holds any forward speed up to five 
mph plus reverse and neutral. 

Other features. include a blade 
height adjustment, foot rests and foot 
treads, simplified engine control, a 
wide handle for easy steering, ball 
bearings in front wheels, and Oilite 
bearings in rear wheels. 

A cart, lawn roller, and lawn aer- 
ator are available as accessories. 


These are connected to the mower by 
snap-on attachments. 

Dimensions include a 36” wheel- 
base, 25” width, 55” length, and 35” 
height. Weight is 275 pounds. Retail 
price of the new mower is $295.50. 
For more information — 

Circle No. 656 on coupon, pg. 97 





CONVENTION DATES 





Alabama Retail Hardware Association 
—Convention and exhibit, Coli- 
seum, Montgomery, Feb. 8-10, 1958. 
Headquarters: Hotels Whitley and 
Jefferson Davis. Charles Giles, Sec- 
retary, 409 N. 23rd St., Birmingham. 


Arkansas Retail Hardware Association 
—Convention and exhibit, Robinson 
Auditorium, Little Rock, Feb. 16-17, 
1958. J. Wayne Tisdale, Executive 
Secretary, 402 Rector Building, Little 


Hardware Association of the Carolinas 
—Convention and exhibit, Radio Cen- 
ter, Charlotte, N. C., Feb. 18-20, 1958. 
Headquarters, Hotel Charlotte. Mar- 
tin Kaelke, S<cretary, P. O. Box 6215, 
Charlotte, N. C. 


Kentucky Retail Hardware Association 
—Convention and exhibit at Ken- 
tucky Hotel, Louisville, Feb. 4-6, 1958. 
Edward H. Keiley, Secretary, 501 Re- 
public Building, Louisville 2, Ky. 


Louisiana Retail Hardware Association 
—Convention and exhibit at Belle- 
mont Motor Hotel, Baton Rouge, Jan. 
26-27, 1958. David O. Mansfield, Sec- 
retary, P. O. Box 1696, Jackson, Miss. 


Mississippi Retail Hardware Association 
—Convention and exhibit at Hei- 
delburg Hotel, Jackson, Feb. 23- 
24, 1958. David O. Mansfield, Secre- 
tary, P. O. Box 1696, Jackson, Miss. 


Missouri Retail Hardware Association 
—Convention and exhibit at Chase 
Hotel, St. Louis, Jan. 21-23, 1958. 
Fred Boemer, Executive Secretary, 
2340 Hampton St., St. Louis 10, Mo. 


Tennessee Retail Hardware Association 
—Convention and exhibit at Fair 
Grounds Coliseum, Nashville, Feb. 
23-24, 1958. Headquarters: Andrew 
Jackson Hotel. Charles G. Brown, 
Secretary, P. O. Box 784, Nashville, 
Tenn. 


Texas Hardware & implement Associa- 
tien—Convention and exhibit, Dallas 
Memorial Auditorium, Dallas, Jan. 
19-22, 1958. Headquarters: Statler 
Hilton Hotel. Ray M. Souder, Execu- 
tive Director, 1108 Gibraltar Life 
Bidg., Dallas 2. 


Tri-State Hardware & implement As- 
sociation—Convention at Herring 
Hotel, Amarillo, Texas, Feb. 9-11, 
1958. R. B. Allen, Secretary-Manager, 
1408 4th Ave., Canyon, Texas. 


Virginia Retail Hardware Association 
—Convention and exhibit at Hotel 
Chamberlain, Fort Monroe, Feb. 9-11, 
1958. George T. Omohundro, Jr., Sec- 
retary, Scottsville, Va. 


West Virginia Hardware Association 
—Convention and exhibit at Daniel 
Boone Hotel, Charleston, Feb. 23-25, 
1958. James C. Fielding, Managing 
Director, 1628 McClung St., Charles- 
ton 1. 





FOLDING COTS 
CAMP STOOLS 


Rugged hardwood frame. Heavy canvas cover 
plain or striped. Sells by the dozens! Ideal for 
camping, picnics—hundreds of utility uses 

Write for catalog and prices 


Tucker Duck & Rubber Co. 


Sturdy 
cots available in five sizes 
Hardwood frames, painted 
hardware and extra heavy 
canvas covering. Legs rein- 
forced with ''S" iron braces 
White or Olive Drab covers 


compact folding 


FT. SMITH, 
ARK. 





GUNVER cold-rolled steel 


CORNER CLAMP 4, 


CADET MODEL B-214 
-.»for every man’s Home Workshop 


> Makes perfect 90° corners 
> A quality clamp at a low price 
> Large — 24%” capacity 


... for FAST SALES — QUICK TURNOVER ! 


Write for 
catalog sheet 
and price list 








If your wholesaler cannot supply you, write direct. 





le? ; ALWAYS SELL GENUINE 


_@aMOLLY 


L 


SCREW ANCHORS 


Write for Free Literature Molly Corp., Reading, Pa 
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prepackaged 


HANDI-Ro, 


FLY SCREEN 


for quicker, 
easier sales 


@ pre-cut to 66” lengths; 28, 32”, 
36” widths 

@ each 12-roll, self-display carton 
occupies less than one square foot 
of floor space 

@ normally supplied in aluminum; 
also available in galvanized steel 
-+. all prime Gold Strand® screen — ble. 

cloths, not short ends = RcY-2 ‘punte Por pigski® 

@ easy-to-follow instructions in —e Finished in COPPS | plate. Suggested 
every Handi-Rol ; with grid of Boren P 

@ quick-deliveries available from ) retail only $9 

conveniently located warehouses 


Order Handi-Rols from the CFal Sales Office nearest you. 
HARDWARE PRODUCTS N 
THE COLORADO FUEL AND IRON CORPORATION BY ROYAL CHEF! 
THE COLORADO FUEL AND IRON CORPORATION—Albuquerque * Amarillo 7 
Billings * Boise * Butte * Denver * El Paso * Ft. Worth * Houston * Lincoln (Neb.) wots Me -F-leel-leitl- me Clalit 
Los Angeles * Ockland * Oklahoma City * Phoenix * Portland * Pueblo 
Salt Lake City * San Francisco + San Leandro * Seattle * Spokane * Wichita WRITE TODAY for information about Royal 
WICKWIR ’ . 


IE SPENCER STEEL DIVISION—Atlonta * Boston * Buf’clo * Chicago ‘ - 
Detroit * New Orleans * New York * Philadelphia 5692 Chef’s complete line of 1958 best-seller grills! 


. Grills from $4.95 to $300.00! Sell Royal P 
% Chef for greater profits! 








Galvanized and prewtaes 


VENTILATORS 


@ PRIME COATED 


(Galvanized) 


@ FHA APPROVED 


@ HEAVY GAUGE 
METAL 


@ WEATHER-PROOF 


7 h 
@ EASILY INSTALLED ».Handsome ¢ 
FLUSH TYPE RECESS TYPE Rnc-124 — Fully oy el : 
; P and glossy he 


ility S$ 
fun duty. Complete with | util 


one piece 
ginless ste 
nothing to ail only s 
assemble 


ROOF VENTS EAVE VENTS 


LOUV-R-PAK, INC. 
Write for name and address of your nearest Distributor. 
2629 6 FIRST ST. FORT WORTH, TEXAS 
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Lawn Mower Rentals 
Spark All Sales 


(Continued from page 50) 


he’s a prospective purchaser of a 
new or used power mower, either 
now or at some time in the future. 
Hence, we push rentals at every 
opportunity.” 

When a renter decides that he 
would like to buy a power unit, the 
company allows whatever rent is 
due on the rental unit to apply on 
the purchase price of the pur- 
chased mower. It is not necessary 
for the customer to buy the unit he 
has been renting in order to re- 
ceive this allowance. 


Credit Sales 


The company sells power mow- 
ers on time, with a minimum of 10 
percent cash at time of purchase. 
The rental involved may be a part 
of this cash payment. 

Financing is through a _ well- 
established finance company spe- 
cializing in appliance and house- 
hold financing, and a “floor-plan” 
system is available to merchants 
using the finance concern’s service 
if such floor-planning is wanted. 

The finance plan particularly ap- 
peals to boys who mow lawns for 
their summer income, but of course 
when a boy purchases a unit on 
time his father must sign the 


finance papers with him. Thus a 
boy is “in business” with a modest 
cash outlay and he is able to pay 
out his unit with a small percent- 
age of his “take” from each job. 

“When a permanent resident, 
who owns his own home, comes in 
two or three times to rent a power 
mower,’ Shaw explains, “we sug- 
gest to him that he would be better 
off, financially, if he would simply 
buy a mower. We point out that the 
rental he pays would go a long 
way toward making the monthly 
payments and that he would pay 
for the unit with a couple of sea- 
sons’ rental fees and that the 
mower would be usable long after 
it has been paid out.” 

Shaw builds gardening supply 
business around mowers because 
nearly everyone who takes enough 
interest in gardening to buy tools 
has a lawn to mow and if the store 
can induce him to come in to rent 
or buy a mower, it is possible to 
sell him other garden equipment 
through displays and suggestions. 

Other garden tools are con- 
spicuous on the floor near the dis- 
play of power mowers, so that 
when a customer rents or buys a 
mower, it is easy to switch his at- 
tention, after the mower deal, to 
the tools displayed nearby. 

To attract interest of passersby 
in mowers, the store keeps several 
displayed on the sidewalk along- 
side the store throughout the lawn- 





BUSINESS OPPORTUNITIES 


HARDWARE, PAINTS, AIR CONDI 
TIONERS—S. La Val. franch Boom 
indus-res. area. Lo rent. Hi net. Ask 
$10,000-terms. Write B9678 
ee & DEPARTMENT STORE, 
CENT. N Well e stab. bus. new in 
dustrial cin Large client. Equpt. & Fixt 
XInt cond Ask $38,500.00 Write 
B-9708 


VARIETY STORE Ark. Prog 
indus cty 10,000. Dwntwn 
Ask $52,500. Write BO7S¢€ 


HARDWARE STORE-——S. Ce: 

Hs. Sq. Grow twn. Estab ‘41. Net 
$27,500 dwn. Write B9785 

sae are HARDWARE STORE N I 
J. Estat 28 }-floor , < ) 
Net 56 $13,261 Exce 

eqpt in gd con. Write 


TOOL RENTAL SERVICE—< 


Sell marine suy seed 
Ask $12,000. Writs B429 


BUSINESS MART OF AMERICA 











mowing season; and gardening tool 
displays fill one display window 
during most of the summer. These 
displays are shifted often—every 
two weeks or so—in order that the 
window maintains a fresh appear- 
ance to those who pass the store 
often. 

Power mower advertising is 
through the local newspaper and 
an occasional display space in a 
weekly paper in a nearby town. 





TOPS 
IN 
ay od 


Evarea we 00. 





ily L & tel 4b he 

—because they're tops in perform. 
ance ... tops in sales-making 
packaging . . . and tops in quality 
—a tape for every purpose! Evans 
puts dynamic merchandising 
punch on your counter . . . top 
profits in your till. You can't miss 
with Evans—the line priced for 
mass appeal, mass sales! 


ASK YOUR JOBBER NOW! 


Elizabeth, N. J. 
Montreal, Quebec 


World’s Largest Manufacturer 
of Steel Measuring Tapes 





MARSHALLTOWN TROWEL COMPANY -« 
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TROWELS 


MARSHALLTOWN, IOWA 
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Announcing the 


. Super Hayliner 73 


with FLOW-ACTION! 


For the customer who needs 
extra bale-power! 


},, See Holland brings you Flow-Action in a heavy- 
duty baler! The new Super Hayliner 78 is engineered to 
put out leaf-packed bales of uniform density in the 16” x 
18” size . . . and put them out fast. Its extra capacity, 
rugged construction, light weight and gentle action make it 
a perfect choice for larger farmers and custom operators. 


Extensive use of strong, lightweight metals makes the 
Super Hayliner 78 exceptionally light for its capacity . . . And for your other customers 
plenty rugged to take the beating of day-in, day-out oper- —the famous Hayliner 68 
ation. Flow-Action handles hay gently . . . saves leaves. 
Special Feeder-Assist mechanism speeds flow of hay into 
path of Flow-Action tines . . . helps prevent clogging or manage family -size farms. Fast, gentle, 
jamming in even the heaviest windrows. Available in eck Ui Tine tate Eada ene, 
epee wae models; engine-powered or P.T.O. Available in twine or wire-tie models; 
By offering a choice of the great new Super Hayliner78 engine-powered or P.T.O. New 
and the famous Hayliner 68, New Holland dealers can Holland Machine Company Division 
meet the baling requirements of virtually every grassland of Sperry Rand Corporation, New 
farmer . . . build the biggest-ever baler sales and profits. Holland, Pennsylvania. 


NEW HOLLAN D ‘First in Grassland Farming" 


UTHERN FARM EQUIPMENT is published monthly st 116 EB Crawford St., Dalton, Ga., by W. R. CG Smith Publishing Company, Dalton, Ga., and Atlanta, Ga 
-_ Executive and Editorial Offices: 806 Peachtree St., N. EB. Atlanta 8, Ga. Accepted as controlled circulation publication at Dalton, Ga. 


Volume 13 Number | 


Postmaster, Send notices by Form 3579 te 806 Peachtree St, WN. E., Atlanta 8, Ga. 





A big favorite the country over. It’s 
the natural choice of customers who 








7 een FACTS AND TRENDS 
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> Farm Income 


Farmers in the seven-state Southeastern area of Alabama, Florida, Georgia, 
Mississippi, Tennessee, and the Carolinas in the first nine months of 1957 
experienced a $213,727,000 decline in cash receipts for their products, as 
compared with the corresponding period last year. . . . Decline was attributed 
to sharp cuts in receipts from crop products, since each state showed gains in 
returns from live~*»ck and its products. 


> Farm Equipment Sales 


Despite the U. S. Department of Commerce report of a 32% decline in sales of farm 
equipment manufactured in the South during the past seven years (most of 

which occurred in Kentucky), the region remained the nation's third most 
important producer of these items. Its $91.3-million output last year was 
exceeded only by the East North Central and West North Central sections. 


> Production Expenses 


Total farm production expenses were up in 1957 from $22.3-billion in 1956 to 
an annual rate of $22.8-billion in the first nine months of 1957. Estimated 
total for the year was $22.8-billion. Prices paid by farmers for production 
items averaged considerably higher in 1957 than in 1956. Biggest increases 
were for feeder livestock, motor vehicles, and farm machinery. A further 
increase in total production expenses seems likely in ‘58. 


> Commodity Highlights 


Cash receipts from dairy products in 1958 are likely to rise to an all-time 
high . . . with record corn, barley and sorghum grain supplies, feed grain 
prices in 1957-58 are expected to average lower than a year earlier, influ- 
enced by a record 1957 production indicated in October and lower price sup- 
ports than in 1956 . . . prospective wheat acreage for 1958, and excellent 
moisture conditions for winter wheat, point to another spanking crop, esti- 
mated to be in the range of 1,000 bushels . . . further reduction in the 
carryover of rice is expected by August 1. 


> Farm Prices Received 


Prices received by farmers during 1957 averaged about 3% above the 1956 
level . . . the improved level of farm prices is expected to continue into 
1958. Somewhat lower prices for 1958 wheat crop are indicated, reflecting 
@ large crop and a lower price support level. 


> Farm Wage Rates 


During 1957, farmers paid their hired workers 4% higher wage rates on the 
average, than they did a year ago. This is about the same percentage 

increase that occurred in 1956, but it is a greater rise than for any previous 
year since 1952. 
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NEWS HIGHLIGHTS 


Sales Manager of New 
Holland Machine Dies 


Rosert Glen Shinabarger, 63, 
general sales manager of New 
Holland Machine Co., died October 
15 in a Lancaster, Pa., hospital. 


Robert Gien Shinabarger 


Shinabarger joined New Holland 
in 1947. Prior to that he was with 
the H. J. Heinz Co. for 35 years, 
and held the position of executive 
vice-president. 


. 


Oliver Announces 
Sales Appointments 


VICE-PRESIDENT Donald Ww. 
Koegle, formerly manager of The 
Oliver Corp.’s domestic farm ma- 
chinery sales, recently was ap- 
pointed general sales manager of 
the corporation. 

The announcement by Executive 
Vice-President Carl L. Hecker also 
disclosed that Clyde A. Hart, for- 
merly Central Division regional 
manager, has been appointed man- 
ager of domestic farm machinery 
sales, replacing Koegle, and that 
William Cregan, formerly branch 
manager at Minneapolis, Minn., has 


114 


Hart 


been named Central Division re- 
gional manager. 

Koegle joined Oliver in 1937 and 
has held various managerial and 
sales assignments in Columbus, 
Ohio; Harrisburg, Pa.; and in the 
company’s executive offices in Chi- 
cago. He was elected a vice-presi- 
dent in 1956. 

Hart, a native of Colorado, 
joined the company at Des Moines, 
Iowa, in 1924. He later served as 
branch manager in Omaha, Neb., 
and St. Louis, Mo., and on March 
1, 1957, was transferred to Chicago 
to become Central Division region- 
al manager. 


~ 


Price Adjustments 
Announced by IH 


INTERNATIONAL Harvester Co. 
has announced increased list prices 
on its wheel-type farm tractors, 
crawler tractors and certain other 
construction equipment, and some 
farm implements. The increase be- 
came effective on October 1. 

The price adjustments amounted 
to 5.5 percent on wheel-type farm 
tractors. 

Increases on crawler tractors 
and certain other construction e- 
quipment products averaged 6.9 
percent, 

No farm implements were in- 
creased more than 6.5 percent, 
some were increased less, and 


many were not increased at all. 

There were no increase on the 
company’s line of binder and baler 
twine. 

The company, in its statement, 
said the only reason for the in- 
creased prices is higher production 
costs caused by increased wages 
and salaries, and the higher pur- 
chasing prices it must pay for ma- 
terials, supplies and services. The 
company estimates that these high- 
er production costs, on an annual 
basis, will amount to more than 
$60,000,000. The company said it 
had delayed any price adjustments 
for several months beyond the 
time that substantial wage and 
materials increases were sustained. 
It said also that in the new price 
schedule it had sought only to re- 
cover its higher production costs. 


> 


Bayley Heads Atlanta 
Farm Equipment Club 


J. N. BayYLey, branch manager 
for J. I. Case Co., will serve as 
president of the Atlanta Farm E- 
quipment Club during 1958. Bay- 
ley, who succeeds Dales William- 
son of the John Deere Co., Atlanta 
branch, was elected at the club’s 
final meeting in December. 

H, F. Thornburg, branch man- 
ager for International Harvester, 
was elected vice-president, while 
L. C. Reinhardt, Trusco Finance 
Co., was re-named secretary-treas- 


urer. 
* 


IH to Distribute Pippin 
and Wagner Equipment 


INTERNATIONAL Harvester Co. has 
entered into arrangements with 
the Cone Automatic Machine Co., 
Windsor, Vt., manufacturer of 
“Pippin” products, and the Wagner 
Iron Works of Milwaukee, Wis., 
whereby it will purchase back 
hoes and commercial heavy-duty 

(Continued on page 134) 
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ANOTHER KEY TO GREATER PROFITS FOR IH DEALERS! 


Deep plowing in hard soil is easy with record-breaking Farmall 450 
tractor, with Traction-Control Fast-Hitch, and 4-furrow McCormick® plow. 


GREATER PULL-POWER! 


- «+ gives IH dealers greater sales power! 


Pull-power, not just horsepower, is the pay-off in tractors! 
This ability to develop more drawbar pull from each engine 
horsepower and each drop of fuel is . widely acknowledged 
advantage of Farmall® and International® tractors. 

The Farmall 450, for instance, holds the pull-power record 
for row-crop tractors. In a nationally-recognized test, it 
pulled the highest percentage of its weight ever recorded. 
Even at a slightly higher speed, it outpulled all others by a 
wide margin. 

But IH engineers do more than give IH tractor owners 
bonus pull-power—they put power to better use! Torque 
Amplifier drive, Traction-Control Fast-Hitch and other IH 
“‘do-more” features can increase daily work output by up to 
15%. This makes IH users BIGGER men on every job. 
Because of this BIG, pay-off performance, you can expect 
greater sales and profits when you’re an IH dealer. 




















INTERNATIONAL HARVESTER 
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By C. Thomas 


It requires littie effort on Ed Sommers’ part to 
convince a cotton-growing neighbor that a trade- 
in on new farm equipment is in order. Sommers, 
right, shows customer how his tractor repair job 
is progressing. Below, he quickly quotes a spe- 
cific price for a specialized equipment overhaul 


This Texas dealer 


is proving that 


Shop Work Can Pay Off! 


HE FARM equipment dealer who 

can build up his service vol- 
ume will find that his sales will 
automatically take care of them- 
selves. 

That’s the conclusion of Ed 
Sommers, manager of the Romney 
Implement Co., a John Deere 
dealership, at Fabens, Texas, who 
has found the way to make his 
service shop pay off. 

“Where service is concerned,” 
Sommers emphasized, “the work 
must speak for itself. Jobs are 
either good or bad, and those that 
please customers tend to attract 
others.” 

There's a general belief that im- 
plement dealers who attempt to 
make a profit from their shops 
lose sales. 

“Actually,” Sommers explained, 
“our shop shows no net profit. 
Revenue from the shop and from 
parts earries expenses. Conse- 
quently, that from sales is all net 
profit. And at least 40 percent of 
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sales profit should be credited to 
the shop, having virtually origi- 
nated there.” 

Sommers’ method of promoting 
his service and parts is unique in 
some respects, but good common 
sense in others. 

“Cotton growers around here,” 
he described, “are, for the most 
part, pretty big operators who own 
and operate lots of equipment. 
They no longer are small-time 
farmers, but think and act like 
successful business men.” 

Sommers maintains that to get 
growers’ business, the dealer must 
accept current conditions. 

For example, he doesn’t waste 
time calling on prospects at home 
or in the field. If it’s quiet around 
his dealership, he heads for the 
local Wrangler’s Club where, most 
every afternoon, the growers con- 
gregate to play dominoes and to 
discuss the boll weevil’s wayward- 
ness. 

Once there, Sommers joins the 


A satisfied farmer, pen in hand, writes 
a check on the spot for tractor repairs 
which wore completed on schedule 
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For neighborhood cotton-growers, Sommers’ shop tackles farm equipment jobs at 
prices which no shade tree mechanic or ordinary automotive shop can undertake 


discussions, or even a game. 
Eventually, he finds, talk drifts 
around to the subject of tractors 
and equipment. 

The members, all with similar 
problems, discuss the merits of re- 
conditioning farm equipment 
against buying new implements, 
and, under these circumstances, 
Sommers’ old customers do his 
selling, which carries weight with 
new members. 

Another belief which continues 
to float around in the business is 
that farmer-growers are, by birth, 
natural “chiselers,” expecting 
shaded prices well below original 
quotations. 

Sommers is quick to deny any 
such idea. “We have one price, and 
that’s it! We give no discount on 
parts, yet keep our regular cus- 
tomers, some having as many as 
25 to 30 tractors which we sold 
them.” 

He is vitally aware that growers 


today are well-read and, hence, 
well-informed. They know what a 
job should cost and are willing to 
pay for it, plus the fair profit. 

“But they want a job done as it 
should be . . . cost is secondary,” he 
asserted. “For example, we often 
get into a tear-down and find an 
engine which needs extra parts 
and labor. We can, 98 percent of 
the time, feel free to finish the job 
on the spot. A few customers, how- 
ever, insist on okaying our diag- 
nosis first, and we contact them 
before resuming the job.” 

Some jobs carry a flat rate 
charge. 

There’s a flat rate of $28.50 to 
grind valves and re-ring a Model 
A tractor. 

“Admittedly, this is not exorbi- 
tant,” Sommers remarked, “but 
while our shop can show a profit 
for such work, no shade tree 
mechanic or ordinary automotive 
shop could profitably tackle the 
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job for that amount. It wouldn't 
pay them to tool up with the 
necessary equipment for the job 
when you consider the small 
amount of work they could get.” 


When a customer wants a price 
for tractor re-rodding, and experi- 
ence has shown that a minimum of 
9-10 hours at $3.75 per hour is re- 
quired, Sommers can come up 
quickly with a specific quotation. 

Sommers and his wife sponsor 
both a teen- and a sub-teen club, 
and every two months or so, give a 
dance for all the young club mem- 
bers. 


Party 


A Christmas Eve party brought 
60 teen-agers, while 70-plus turned 
out for a New Year’s dance. In 
both cases, Sommers’ Hi-Fi equip- 
ment furnished the music, while 
Sommers’ generosity, the refresh- 
ments. When things get overly- 
elaborate, the clubs charge a 50¢ 
admission, he said. 

In this regard, let it be stated 
that Sommers is hardly motivated 
by commercial considerations. He 
has children of his own, and his 
club sponsorships is one means of 
getting in on the fun, as well as 
teaching his youngsters how to 
mix with others. For the same 
reason, he is active in Boy Scout- 
ing. 

Keeping busy in this way has 
made Sommers a vital asset to his 
community, all of which helps to 
erase any erroneous commercial 
“tinge” attached to his efforts. 

Summing it up, Sommers con- 
cluded: “We have so many friends, 
that when we get together to dis- 
cuss a business deal, it is not a case 
of one trying to get the best of the 
other. It all adds up to knowing 
the growers and giving them what 
they want.” 


a 


IH Manufactures Added 
Brands of Baler Twine 


INTERNATIONAL Harvester Co. 
announces the manufacture of six 
brands of baler twine and two 
brands of binder twine, an assort- 
ment designed to provide twine for 
practically every baling and tying 
need. In addition to MeCormick 
and International brands sold by 
the company for many years, IH 
now is manufacturing four other 
brands of baler twine—LST, Cus- 
tom, Shippers, and All-Ty. 
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Shown here is a tractor demonstration in main tent at the premiere 


Case Premieres the New Line 


IN A WORLD premiere at Phoenix, 
Arizona, J. I. Case Co., during 
November, unveiled what was 
claimed to be the most complete 
line of wheel and crawler tractors 
ever offered by a single manufac- 
turer. 

Eight. wheel-type and _ four 
crawler units make up a 12 tractor 
line. 

The new Case tractor family 
combines important new engineer- 


ing developments with a “new 
look” in tractor styling, designed 
to offer the farmer eye-appeal and 
operation convenience. According 
to Marc B. Rojtman, executive 
vice-president, “For the first time, 
real ‘automotive styling’ is avail- 
able to the farmer in tractors. Be- 
cause of the advanced design and 
radical departure from older con- 
cepts, our company has purposely 
chosen to call these new models 





Mare B. Rojtman, executive vice-president 


of the company, is shown at the 
wheel of the 800 model. A full 5-plow tractor it has Case-O-Matic drive 


our ‘1960 Line’.” 

Highlighting the new line is the 
company’s Case-O-Matic drive. 
This new unit, similar to those 
available in the modern automo- 
bile, enables the farmer to select 
the proper gear, and then complete 
his job without shifting, stalling or 
using a clutch. The new Case-O- 
Matic drive is the result of years 
of engineering research. It links 
engine with transmission hy- 
draulically to produce “power au- 
tomation—a new standard of trac- 
tor performance and operation,” 
according to Mr. Rojtman. 


What Case-O-Matic Offers 


The new unit offers the farmer 
variable speed in every gear range 
with constant power to match each 
particular job. “Added safety, an 
infinite number of speeds in every 
gear range, and increased horse- 
power are only a few of the plus 
features resulting from this im- 
portant new engineering develop- 
ment,” Mr. Rojtman said. Case-O- 
Matic drive gives the tractor the 
amazing ability to instantly and 
automatically increase pulling 
power to match the requirements 
of the load. The unit has the 
further advantage of instinctively 
selecting the right ratio to meet 
field conditions. 

The new Case line, said to be the 
biggest in the industry, is being 
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launched with a promotion that 
matches its size. Present and 
prospective dealers viewed the 
1960 line in a World Premiere in 
Phoenix which continued for more 
than a month. Dealers and guests 
viewed the new line in a presenta- 
tion, including competitive tests of 
the Case-O-Matic tractors against 
the latest production models of the 
other big agricultural tractor man- 
ufacturers. An obstacle course the 
size of a football field was erected 
to demonstrate the outstanding 
performance features of the new 
Case-O-Matic drive. 

Included, too, were specialized 
tools such as rotary field cutters 
and shredders, rotary hoes, a utility 
carrier, backhoes and front-end 
loaders, grain drills and stationary 
engines. 

Also on view were a new line of 
moldboard plows, as well as mid- 
dlebusters, disk plows, disk har- 
rows, planters, wheel and power 
take-off driven manure spreaders 
and farm trucks. 

“All machinery units displayed 
at the Premiere are now available 
to farmers on Case’s convenient 
Crop-Way Purchase Plan,” accord- 
ing to Mr. Rojtman. 


Case 400 has power to handle 3-plow loads in heavy conditions 


Major Steps Taken 


Rojtman listed a few of the 
major steps taken by Case in the 
last 10 months: 

—Formation of J. i. Case Credit 
Corp., a wholly-owned financing 
subsidiary to assist dealers and re- 
tail customers in finanving the pur- 
chase of Case tractors and equip- 
ment. 

—Formation of J. I. Case Inter- 
national to expand Case’s export 
business and provide better co- 
ordination for its overseas pro- 
grams. 

—Addition of key executives to 
Case management including Her- 
bert H. Bloom, former president of 
Massey-Harris, Paul Spennetta of 
Caterpillar and Gordon McMillan, 
top Canadian sales executive. 

—Formation of an Engineering 
Research and Development Center 
in Racine. 

—Introduction of a light con- 
struction utility line to broaden 
year-round sales of farm equip- 
ment dealers. 

—Inauguration of the Trac- 
torama Contest Program which in 
nationwide showings pits Case 
crawlers against those of leading 
competitors. To this latter program 
can be attributed much of the 
company’s 200% increase in in- 
dustrial sales in 1957. A full 4-piow tractor the 600 automatically adjusts power to the lood 
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item-for-item trading is the basis of 
this company's successful handling of 
trade-ins. A. M. Gibbons, manager of 
the company, right, is shown working 
up a deal with a prospect. This com- 
ag has been particularly successful 
n holding old customers and develop- 
ing repeat business 


By S. W. Ellis 


Trade-ins Move! 
with this three-point program 


WELL-PLANNED program for 
handling trade-ins is helping 


to maintain profits for Stephens 
Farm Equipment Co., Pine Bluff, 
Arkansas. The program has the im- 
portant result of holding old cus- 
tomers and bringing them back for 


My 


ate 


ee 


Parts Manager Al Davenport po 


a large volume of repeat business. 

In brief, the program consists of 
special efforts directed toward the 
trading of item for item, emphasis 
on repair service, and advertising 
that reaches the prospects with the 
least wasted circulation. 


a ae | 


~~ 


ar 


ints to a reconditioned tractor which, when 


sold, yielded to the company a reasonable profit on parts and labor 
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All trade-ins cre completely recondi- 

tioned. Company believes that custom- 

er confidence in trade-ins helps assure 
future business 


Manager A. M. Gibbons insists 
that farmers will not buy either 
new or reconditioned machinery 
without turning in their old equip- 
ment for trade. “When sales on 
new machinery began falling off 
sharply, we sat down and planned 
how we could keep sales volume 
up and make some profits, too. We 
concluded that a sound trade-in 
policy was the only solution. To us, 
a sound trade-in policy means 
item-for-item. When a tractor cus- 
tomer offers us a disc cultivator 
and a breaking plow in trade on 
the new tractor deal, we contrive 
to sell him another plow and cul- 
tivator. We might have to sell him 
a reconditioned implement, but we 
have plenty of these on hand, 
priced to yield us some profit over 

(Continued on page 134) 





New McCormick Harrow 
Features Welded Bars 


A NEW TYPE of welded-tooth- 
bar peg-tooth harrow, the Mc- 
Cormick No. 7, was announced re- 
cently by International Harvester 
Co. Teeth in the new tooth-bars 
are welded between two steel angle 
irons, providing a rugged design 
for modern high-speed operations. 

According to Harvester, the 
welded tooth-bars resist bending 
and twisting and are completely 
reversible. Also, the welded bars 
without clamps or bolts are said 
to throw off surface trash more 
readily then conventional harrows. 


The McCormick No. 7 line con- 
sists of three basic models: rigid 
section, flexible section, and com- 
bination rigid-flexible section, 
using side-rail links which may be 
pinned together to make a rigid 
section. Each model is available in 
5%, 6, and 634-foot wide sections. 

The reversible feature of the 
new tooth-bar permits the oper- 
ator to switch tooth-bars, end-to- 
end or front-to-rear, to “even out” 
wear on both sides of the harrow 
teeth and on front and rear tooth- 
bars. 

The new No. 7 peg-tooth harrow 
has a high weight-per-tooth which 
enables it to penetrate deeply in- 
to the seedbed, and hold its depth 
at modern tractor speeds, the man- 
ufacturer states. 

Also available for the No. 7 
harrow line in two, three, four, 
five, or six-section sizes, is a new 
McCormick steel drawbar with 
hinge joints to permit easy reduc- 
tion to two-section width for 
transport. 

The new McCormick No. 15 car- 
rier for use with peg-tooth har- 
rows, spring-tooth harrows, and 
rotary hoe is a time and labor 
saver in transporting harrow e- 
equipment. 





OMBARD “GLADIATOR™ 


CHAIN SAW 


USUALLY FOUND ONLY 
ON HIGH PRICED SAWS 


@ Foemous cutometic chain cilling, adjustable 
eccording te type eof wooed and verying 
degrees of temperature. 


@ Direct Drive for fostest cutting. 





@ Carefully engi ed, not on bly job. 
Meets Lomberd’s high “Bureau of Stand- 
erds'’ specifications in every respect. Full four HP moter which is stenderd on 
our higher priced sows. 

@ Same economy of operction and low main- 

tenance that's a chorecteristic of all o dable Tiliet Cerburetor — Float 
Lemberd Sows. type — cuts from vertical te 90° right side. 





@ Lomberd's exclusive direct ‘‘corbureter te Fomous Chrome Track Penfield bor. 

cronkease"’ construction assures quicker 

starting. Stenderd Oregon Choin — 7/16" pitch. 
@ Incorporctes standord Lombard Heavy Duty Needle and boil beorings throughout. 

Clutch. 

@ Weight complete sow — 24 ibs. 2 ounces. 

@ Inserts in gearcese prevent bor studs from 

pulling out. @ One size only 16". 


D-40 — $1595° 6.0.8. rectory 


LOWEST PRICE IN THE FIELD FOR A STRICTLY QUALITY SAW 


LOMBARD GOVERNOR CORPORATION 


Ashiand, Massa 
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The new John Deere No. 8 Caster-Wheel Mower with hay conditioner hookup, 
shown in top photo, provides one cost-cutting trip through the field for mowing 
and conditioning hay. The new 3-Point-Hitch Mower, below, offers the convenience 
of 3-point attaching and detaching, is cleanly designed, and ruggedly built 


John Deere Adds Two 
Power Mowers to Line 


JOHN DEERE announces two new 
additions to its power mower line 
— the new No. 8 Caster-Wheel 
Mower and the new No. 9 3-Point- 
Hitch Mower. 

The No. 8 Caster-Wheel Mower 
is the successor to the John Deere 
No. 5. It retains many of the No. 
5’s features, combined with a num- 
ber of improvements. 

The No, 8 mower works with 
any tractor, is said to go on or 
off in less than five minutes. Its 
single caster-wheel design makes 
it completely flexible for clean 
cutting over ridges and through 
swales, in all field conditions, the 
manufacturer states. 

The No. 9 3-Point-Hitch Mow- 
er is practically identical to the No. 
8 with the exception of the frame 
and hitch. The No. 9 works with 
any standard 3-point hitch, com- 
bines convenience with high-speed 
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operation and rugged dependabili- 
ty. 

New No. 8 and No. 9 mowers 
feature a longer pitman stroke, in- 
creasing the sickle stroke by three- 
fourths of an inch, to provide high- 
er cutting speeds, cleaner cutting 
at faster forward travel speeds. 

Both mowers feature a slip- 
clutch-protected roller chain drive 
assembly fully enclosed and run- 
ning in an oil bath; tapered roller 
bearings on all drive shafts, plus 
a heavy-duty, 28-pound flywheel 
to provide smooth operation; a 
safety spring release, permitting 
the cutter bar to swing back should 
it hit an obstruction; high, easy 
lift of the cutter bar to clear ob- 
structions; and special equipment 
for handling any mowing job in 
any condition. 

Drive hookups for the John 
Deere hay conditioner are avail- 
able to make mowing and condi- 
tioning a once-over, cost-cutting 
operation. 


Farmway Introduces 
New Silo Unloader 


A NEW non-suspended silo un- 
loader that features a single motor, 
twin augers and an open bottom 
thrower was announced recently 
by the Farmway Co., Manawa. 
Wis. The new Farmway silo un- 
loader is said to be of simple sturdy 
construction and can be moved 
easily from silo to silo. 

A belt-driven gear box, sealed 
in oil, provides the power take- 
off for auger operation and for- 
ward propulsion. The single motor, 
three or five horsepower, provides 
direct drive for the self-aligning 
thrower shaft. 

Dual augers, rotating in oppo- 
site directions, bring the silage 
from outside to the center where 
it is discharged by the thrower. 
The augers, which are attached to 
the gear box with high speed uni- 
versal joints, are equipped with 
cutting knives for grass and frozen 
silage. In addition, high carbon 
steel knives on dual chippers keep 
the silo wall clean. These are stag- 
gered to prevent forming a ridge 
of frozen silage. 


Another key feature of the silo 
unloader is the open bottom throw- 
er which prevents clogging. The 
two augers bring the silage to the 
thrower which picks it up and 
throws it out with no change in the 
directional flow. 

An automatic leveling device 
keeps the unloader constantly 
level: In addition, two wide drive 
wheels, fabricated from heavy 
gauge steel and equipped with 
short steel lugs, give positive drive 
and positive floatation. Four hand 
screws simplify depth adjustment. 

The new unloader works equally 
well in hay or corn silage and 
easily handles tough frozen 
silage, according to the manufac- 
turer. Silage is delivered by the 
blower ready to eat, fluffed and 
airified in feeding form. 
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IS IT TIME TO RENEW 
YOUR SUBSCRIPTION? 


You may have unintentionally overlooked the expiration 
of your subscription to SOUTHERN FARM EQUIPMENT. 


However, there is still time for you to catch up with the 
clock and to keep SOUTHERN FARM EQUIPMENT 
coming to you without a break. The modest subscription 
price is so small when compared with the wealth of 
ideas that you get each month in SOUTHERN FARM 
EQUIPMENT that you can well understand that it is 
impossible for us to offer you special deals of any kind. 
The only reason for the existence of SOUTHERN FARM 
EQUIPMENT is the service that it renders to readers 
concerned with farm equipment wholesaling and retailing 
in the South and Southwest. Each month, the editors pre- 
select for you special facts and figures relating to your 
business and designed to make your reading informative 


and ‘enjoyable. 


So that we can continue to send you SOUTHERN FARM 
EQUIPMENT, just return to us the order form with your 
remittance and we'll see to it that you don't miss a single 


issue from now on. Won't you do it today? 


CLIP AND MAIL Today! 


. R. C. Smith Publishing Co. 
Dept. SH 1-58 [] New Subscription 
06 Peachtree St., N. E. 


tlanta 8, Georgia [] Renewal Subscription 


ou may renew/enter my subscription to SOUTHERN 
FARM EQUIPMENT for 3 years. 


/ 


ae 


| 
| 
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wae 





Enclosed find $2.00 [) Send bill for $2.00 














HAHN POW-R-BOY 


Single-Purpose 
ROTARY TILLER 


Mae 


Profit-powered 


for sales or rentals... 


tills to 6” deep, 17” wide, in 
even the toughest soil. Breaks up 


and pulverizes hard-packed 
ground; chops up heavy weed 
growth and litter. Ideal for culti- 
vating garden crops. 


Beautifully balanced... 


the POW-R-BOY Single-Purpose 
Rotary Tiller is rugged, heavy- 
duty equipment that is easily op- 
erated by a woman! Once over 
is all it takes to put soil in top 
growing condition. 


Write right now 


for full facts about POW-R-BOY, the 
single-purpose rotary tiller that makes 
owners your best salesmen! 


HAHN, INC. 
| ~ 


1825 W. Franklin 
EVANSVILLE, INDIANA 
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A-C's Big Tractor 
For Big Farming 


A BiG tractor for big farming is 
the way Allis-Chalmers announces 
its new Model D-17 tractor which 
will pull a 5-bottom moldboard 
plow. It has greater work capacity 
than any previous Allis-Chalmers 
wheel tractor, it was announced. 

This low-line, high-crop clear- 
ance tractor is available with 
choice of two new engines — gas- 
oline or Diesel — each rated at 50 
hp plus (manufacturer’s rating). 

The D-17 handles a 5-bottom 
plow, 15-foot double disk harrow, 
and other implements of similar 
capacity. A full line of matched 
implements is available for it. This 
includes a new 4-row cultivator 
with a new “Swing-in” quick-hitch 
principle that makes it possible to 
attach or remove the gangs quickly 
and easily. 

Rear wheel traction of the D-17 
is equal to that of a tractor weigh- 
ing 7,500 pounds. This is made 
possible by the automatic hydrau- 
lic Traction Booster system. 

Weight is approximately 5,280 
pounds with gasoline engine, and 
wheelbase is 93 inches. The Diesel- 
powered tractor weighs approxi- 
mately 5,680 pounds and wheel- 
base is 95% inches. 

The long wheelbase and correct 
weight distribution provide good 
stability for rear-mounted imple- 
ments. Ample space is available 
for front-mounted tools. 

The new concept of low-line and 
high-crop clearance combined in 
a single tractor which was intro- 
duced by Allis-Chalmers in the 
new D-14 tractor early in 1957 is 
carried out in the big D-17. It has 
all the conveniences of a low pro- 
file unit, easy to get on and off, 
but without any sacrifice of high 
clearance necessary for row-crop 
work. 
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Allis-Chalmers exclusive “Pow- 
er Director” (power control sys- 
tem) permits on-the-go shifting to 
high or low range, providing 8 for- 
ward speeds up to 14-2/5 mph. The 
system includes a live power take- 
off, and continuous operating hy- 
draulic pump which assures hy- 
draulic power at all times to con- 
trol a variety of tools. 

Full rated engine power of the 
D-17 and also the D-14 is available 
at the power take-off, This makes 
it possible to use the power fake- 
off for operating pumps, dryers 
and other equipment of high con- 
tinuous power requirement. In the 
field, the power take-off operates 
at constant speed regardless of 
ground travel speed. 

With the “Power Director,” for- 
ward travel speeds can be in- 
creased by 50 percent or reduced 
by 30 percent, without gear shift- 
ing, when needed or desired. For 
power take-off work this is espe- 
cially desirable because travel 
speed can be matched instantly to 
crop conditions. 

Two multiple-disk oil clutches 
are used in the “Power Director.” 
One is for low range and the other 
for high range. Only one is engaged 
at a time. They are controlled by 
a single hand lever with a neutral 
position between the two engage- 
ments. Oil clutches are used be- 


cause of Allis-Chalmers experience 
with this type since 1948. They 
permit smooth, easy starts in either 
high or low range and assure more 
years of service. 

Power steering is optional on the 
D-17. 

- 


Deere Markets Mounted 
Corn Picker-Sheller 


A MOUNTED corn picker-sheller 
with big capacity for clean work 
in the heaviest yields has been an- 
nounced by John Deere, Moline, 
Il. 

The John Deere 50 Sheller At- 
tachment, designed for field in- 
stallation on John Deere 227 Two- 
Plow Mounted Corn Pickers, is a 
neat, compact unit that simply re- 
places the wagon elevator on the 
picker. Drive is from the power 
take-off, and shelled corn is de- 
livered directly into a trailing wa- 
gon. The sheller is quickly inter- 
changeable with the wagon eleva- 
tor, so that part of the crop can be 
picked as ear corn if desired. 

The 50 Sheller Attachment per- 
mits earlier harvesting, while field 
losses are low and market prices 
higher. It saves more corn, reduces 
handling and storage, and leaves 
cobs in the field to improve soil 
tilth. Used with mechanical dry- 
ing or ensiling of high-moisture 
corn, it streamlines the corn har- 
vest — makes it faster, easier, more 
profitable. 

Big capacity is achieved by use 
of a cylinder 56 inches long, spin- 
ning at 650 rpm inside a heavy 
perforated cage with nearly five 
square feet of area. Ears travel 
through the cage from left to right. 

As the shelled corn is discharged 
through the perforations, it is 
cleaned by a blast of air from 
a large fan which extends the full 
width of the machine. The corn 
is augered into the spout, which 
is attached to the wagon by springs 
to keep it over the wagon at all 
times. 
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John Deere Offers New 
3-Point-Hitch Harrow 


THE NEW JOHN DEERE Model “C” 
is described as being actually two 
disk harrows in one. For normal or 
average disking conditions or for 
preparing seedbeds, it is used as a 
conventional double-action disk 


harrow. Where penetration is a 
problem, the rear gangs can be 
raised. This puts all the weight on 
the front gangs, making the Model 
“C” a heavy-duty, deep-pene- 
trating single-action disk harrow 


that will accomplish as much as a 
lightweight bush and bog harrow. 

Converting the harrow from 
double action to single action, or 
vice versa, is done in a matter of 
minutes. There is no lifting, and no 
special tools are required. 

The new John Deere Model “C” 
is a 3-point-hitch harrow. It will fit 
any John Deere tractor with a 3- 
point hitch and other tractors with 
standard 3-point hitch. It is avail- 
able in 5-, 644-, and 8-foot sizes 
with 20- or 22-inch solid or cutout 
disk blades. Disk blade spacing is 
91% inches. Hard iron bearings are 
regular equipment; anti-friction 
bearings available as extra equip- 
ment. 

+ 


IH Offers Adjustable 
Tool Bar Carrier 


AN ADJUSTABLE heavy-duty tool- 
bar carrier for use with three- and 
four-plow tractors with Fast- 
Hitch was announced recently by 
International Harvester Co. Known 
as the McCormick No. 9, the new 
tool bar can be ordered in any 
length to suit operator preference. 

The No. 9 consists of a heavy 
2%-inch bar fastened to coupling 


beams by mounting plates in such 
a way that the bar can be rotated 
24 degrees, giving a total of eight 
different pitch settings to tools 
carried on the bar. This pitch 
selection enables the operator to 
set each type of ground too! for 
just the right amount of suction 
and penetration. 

Another adjustable feature is 
the three settings for adjusting the 
bar up or down for work on beds, 
on the flat or in furrows. Gauge 
wheels are available as an attach- 
ment. 





“T'S FON!... 


to sell the best there is... 





in a price range by itself! 1 


All-gear drive 
and differentig 


There's more... 
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! plus two- whee! 
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First in profit—this big ticket seller nets a 


These many Wheel-Horse features make selling a real 
pleasure. First, you tell your prospect how this famed 
yard tractor goes up to 6 mph in high and | mph in 
low (and goes in reverse, too!) You explain that the 
versatile Wheel-Horse shifts and stops like an auto- 
mobile. Show him why the big 6:00 x 12” tractor-type 
rear tires produce tremendous traction. Describe how 
the exclusive all-gear drive and differential make cor- 
nering much easier. Then, excite the man with the 22 
optional attachments and the low price. Finally, clinch 
the sale with a free tryout offer. You'll enjoy the big 
profits. For all the details on becoming a Wheel-Horse 
dealer, write now to: 


higher profit per tractor. 2 A year ‘round item 
.. ideal for plowing snow, all yard and garden 
jobs. 3 Multiple sales from 22 attachments in- 
cluding rotary and reel lawn mowers. 

4 Exclusive franchise. 5 No set-up 

time. 6 Fully guaranteed. 7 Cur- 

rent advertising features large ads 

in “Better Homes and Gardens” and 

14 other leading publications. 


Wheel-Horse Products 


51457-A US. 31 + South Bend, indiana 
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New Holland Distributor 
Available in Two Models 


A NEW FERTILIZER distributor 
that offers farmers an almost un- 
limited choice of settings is an- 
nounced by New Holland Machine 
Co., New Holland, Pa. The machine 
is available in two models: the 
eight-foot “408” and the ten-foot 
“410.” Both have been designed 
to handle all types of fertilizer, and 
both can be used for sowing of 
brome, oats, Sudan, orchard grass 
and similar seeds without special 
attachments. 

A feed gauge with a fine-adjust- 
ment stop gives a range of 29 
separate stops, each of them con- 
trolling a specific rate of flow. 
With this device, the farmer can 
gradually increase the distribution 
rate up to 90 percent of that which 
would be gained by advancing the 
feed gauge to the next stop, the 
manufacturer points out. 


Smooth Spreading 


Movement of angled agitator 
discs in a sweeping motion across 
the portholes is said to insure a 
smooth spreading of the fertilizer. 
To remove the agitator bars for 
cleaning, the farmer turns the han- 
dle on top of the center bearing 
and lifts off the top half of the 
bearing to remove the bars. Agi- 
tator clutches can be disengaged 
for travel without spreading. Agi- 
tators stop automatically when the 
tractor is backed, preventing over- 
lapping of the fertilizer pattern. 

The machine is made of 13 gauge 
steel and is reinforced at all critical 
points. It has removable and re- 
versible hopper covers to allow 
the operator to choose between 
front and rear filling, both at hip- 
level. 
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Other features include: side 
struts to prevent interference with 
tractor wheels in turning short, a 
long operating handle within easy 
reach from the seat of all tractors, 
a weatherproof aluminum sowing 
chart located on the center brace, 
and a trailing implement hitch. 

Hopper capacity of the Model 
408 is 13.83 cu. ft., and the ca- 
pacity of the Model 410 is 17.33 cu. 
ft. The Model 408 is 114% inches 
wide and 83-5/16 inches long. Its 
weight is 545 pounds. Width of the 
Model 410 is 13734 inches, and its 
length is 83-5/16 inches. Weight is 
608 pounds. 


* 


MM Reveals First Tractor 
of Constellation Series 


MINNEAPOLIS-MOLINE has intro- 
duced «x new 60-engine-horsepower 
Five-Star tractor, first of a new 
Constellation series, said to in- 
corporate the most advanced me- 


chanical, hydraulic, and combus- 
tion engineering in history. 

The Five-Star tractor has a high- 
torque, high compression MM en- 
gine; original built-in power steer- 
ing; new automatic sealed-unit hy- 
draulic system for draft control of 
three-point hitch, mounted, and 
drawn implements; and the firm’s 
original and patented Ampli-Torc 
ten-speed transmission. 

First of the new tractors will be 
gasoline and LP gas models, with 
diesel models to follow. 


Front Ends 


Both universal row-crop and 
standard front ends are available. 
The unique MM interchangeable 
universal front-end mount permits 
a quick change to any one of three 
front-end styles; single wheel; dual 
wheels, adjustable from 734” to 
12%”; and an extendable front-end 
which is adjustable from 52” to 
76”. Power-adjusted rear wheels 
can be extended or retracted me- 
chanically by power from the en- 
gine. On tractors with three-point 
hitch, traction of the rear wheels 
is increased automatically by MM 
hydraulic control. 

For uninterrupted operation and 
operator convenience, the 10-speed 
Ampli-Tore, by a simple push on 
the Ampli-Torc lever, is said to in- 
crease tractor pulling-power up to 
90 percent in any of five gears 
without declutching or stopping 
the tractor. 

Another convenience feature is 
the location of the step to the op- 
erator’s platform located in front 
of the rear wheels. This is de- 
scribed as permitting the operator 
to mount the tractor without 
climbing over any mounted imple- 
ments. 
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Johnson Announces Model 
B-500 Hydraulic Loader 


THE JOHNSON Hydraulic Equip- 
ment Co., Minneapolis, Minn., has 
announced its Model B-500 Hy- 
draulic Loader for utility tractors. 
Features include a universal frame, 
low silhouette, unobstructed vision, 
step-in design, rugged box frame 
and lift arms, float position on 
control valve, case hardened and 
locked pins, and double acting 
cylinders. Valves may be located 
for either right or left hand oper- 
ation. 


Weight of loader less attachments 
is 935 pounds. Overall height of 
loader is 56 inches, and raised 
height under bucket is 10 feet with 
$-foot clearance with bucket 
dumped at 45° angle. 

Breakaway capacity is 4,000 
pounds, and lifting capacity 1700 
pounds. Speed of lift to full height 
is five seconds. 

Attachments include a fork lift; 
6’ boom; 3.5’ tine bucket; 6’ 
straight dozer blade; 4 digging 
bucket (.375 cu. yds.); 5’ stockpile 
bucket (.41 cu. yds.); 6’ light ma- 
terial bucket (.625 cu. yds.); sweep 
rake and push-off. 

A second oil reservoir in the 
frame can be connected for addi- 
tional hydraulic equipment. 


+ 


Lombard Offers New 
Super 6 Chain Saw 


LOMBARD Governor Corp., Ash- 
land, Mass., introduces the new 
Super 6 direct drive chain saw as 
being especially designed for tough 
timber cutting jobs. 

The Super 6 (D-64), developing 
over six horsepower, has a dia- 
phragm carburetor which permits 
cutting in all positions. A new 
flame proof muffler is directed 
forward, out of the way. A man- 


ually operated oiling device is at 
rear handle bar; has a large fuel 
and oil capacity. 


Other Super 6 engineering fea- 
tures include: rugged, positive 
action starter; completely bal- 
anced, lightweight for easy carry- 
ing and handling; wrap around 
handle bar and sprocket shield; 
and heavy duty oversize clutch to 
accommodate lugging speed. 

The Super 6 is available in sizes: 
16”, 20”, 24”, 30”, and 36”; choice 
of 7-1/16” pitch chain, Atkins or 
Oregon. 

Catalog sheets on Lombard’s 
complete line of chain saws may 
be obtained by writing to the com- 
pany. 








H HERSCHEL 
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Make 1958 
YOUR YEAR 
FOR PROFITS! 


HERSCHEL PARTS 


are available to fit 
ALL MAKES of mowers 


and combines 


The past year was a year of heavy 
cutting . . . so for fast, clean cutting in 
1958 many farmers will have to replace 
sections and knives. Renewal of heads, 
gvards, guard plates, rivets and knife 
hold-down parts is of equal importance 
— cutter bars must be kept in true- 
running condition for best cutting 
service and longer mower life. 

Sell ALL the farmers in your territory 
... Stock ond display Herschel Parts 
available to fit ALL MAKES of 
mowers, combines, forage harvesters 
and swathers. Regardless of make, 
you make the sale. 

Check your stock now and reorder 
for heavy 1958 requirements. Profit 
from every sales opportunity! 


DISTRIBUTORS: 


R. C. Cropper Co., Macon, Georgia 
Southern Supply Co. Dallas, Texas 





ae Offers New 
odel Scrape-A-Plane 


ANNOUNCEMENT of a new and 
improved model Scrape-A-Plane, 
the C-126D, has been made by L. 
B. Lindbeck, president of Speed- 
line Implement Manufacturing 
Co., Las Cruces, New Mexico. The 
new model will be in the same 
price range as the old C-120 which 
it replaces. 

Although the C-126D is eight 
inches shorter overall than the old 
model, it features a greater length 
between the bucket and rear 


wheel, giving it a longer leveling 
span than before. Cutting and fill- 
ing action as accomplished through 
Speedline’s Spring Equalization 
mechanism has been improved to 
a new high degree of accuracy, the 
company states. The C-126D comes 
in 8’ and 10’ sizes, with dual hook- 
up kits available for making 16’ 
and 20’ levelers, according to the 
announcement. 

New clod pulverizers, dolly car- 
riages, and two-tone paint jobs 
are additional features. Further in- 
formation may be obtained by 
writing to the company. 


IH Announces New 
No. 7 Distributor 


A NEW FERTILIZER distributor 
known as the McCormick No. 7 is 
announced by International Har- 
vester Co. and is available in 8, 10, 
and 12-foot widths. With a capacity 


* 


, 
: 


of 16, 20, and 24 cubic feet, depend- 
ing on width, the distributor 
spreads a wide variety of dry ma- 
terials in pellet, lump, or powder 
form. 

Agitators move material to feed 
wheels which perform a wiping- 
action to keep distribution holes 
open. Control slide, hopper bottom, 
feed wheel shaft, and lid can be re- 
moved for cleaning. 





Cultiva for = 


at anywhere near its 


small price! 


ROTO-HOE 
Here's how you con 38 


make plenty of easy “satisfied- 
customer" sales this spring 

and summer. It's quality- 

built, tested for three 

years, now tooled for 

volume sales at a price 

unequalled anywhere, for 

its high quality construction and 
top performance. Self-propelled, 2'/2 
h.p., with easy attaching attachments for 
repeat sales. Nationally advertised. 


middlebreakers in No. 1 
steel of the highest quality obtainable. Also, we are 
now producing a mew line of Star Blade-Type Plow 
Shares — in regular and short patterns — made from 
solid steel, rolled to our own strict specifications, and 
automatically heat treated for maximum strength and 
wearing qualities. You'll want complete details now. 


STAR 


SERVICE SHARES 


FULLY GUARANTEED AS TO QUALITY, FIT AND FINISH 


Patterns are available for practically all plows, listers, 


center or No. 2 crucible 


STAR MANUFACTURING COMPANY 


DEALERS WANTED IN SOUTH! 


Write us today for details on this and the 3 other 
ROTO-HOE lines — liberal dealer discount plan. 
ROTO HOE and Sprayer Co. 

Dept. S-143, Newbury, Ohio 
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On January 1, 1958, DMCC became 


COMMERCIAL CREDIT 
EQUIPMENT CORP. 


W. believe this new name is considerably more 
fitting than our old one. Actually, we have been 
operating as a wholly owned subsidiary of Commer- 
cial Credit Company since October 31, 1956. We are 
proud to be a part of Commercial Credit Company 
which enjoys a fine reputation as one of the pioneers 
in instalment sales financing. So, on January 1, 1958 
we officially became known as Commercial Credit 
Equipment Corp. 


There is no other change. The same people and the 
same policies are being maintained in order to 
continue to provide the best possible sales-building 
credit plans for farm equipment dealers. Regardless 
of the line of equipment you handle, you can expect 
sales and profit-building assistance from CCEC. 


Write for free brochure 
on using credit as a sales tool. 




















DEPT, 146 
BIRMINGHAM, MICHIGAN 
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A few of the reasons for 


our growth and expansion 


A variety of financing plans — one to suit 
every need. 


You check the credit—close sales on the 
spot. 

Contracts triple insured —life, property, 
collision/upset. 


You share in finance charges. 

No standard hold-back of funds —no frozen 
cash. 

Acceptable contracts handled promptly. 
Minimum of paper work —easy to use 
forms. 

No customer embarrassment —no chattel 
mortgage on other owned property. 
New or used equipment—any make 
eligible for financing. 


COMMERCIAL CREDIT EQUIPMENT CORP. 


formerly Dearborn Motors Credit Corporation 


1300 N. WOODWARD AVE, 





THE ALL-NEW MASSEY-FERGUSON 65 


AVA 


Hottest Tractor of the Year 





HERE’S THE GREAT NEW Built from the Dealer Profit Standpoint 


1. A graduated Volume Bonus that really pays off 
(up to 534%) on a total annual volume that is 
much, much less than you’d ever expect. It applies 


“across the board” on all equipment, implements 
and parts. 
ie . A generous “‘Performance Bonus”’ for all dealers, 
in addition to the Volume Bonus. 
. A new, liberal Trade Discount, also ‘“‘across the 


board”. . . equipment, implements and parts. 


. New floor planning on a realistic basis that takes 
crop seasons into account . . . on all equipment 
with NO DOWN PAYMENT. 

. A very interesting new arrangement that makes it 
profitable for you to demonstrate the machines you 
sell and to cooperate with youth groups. 

. Other important features which you will want to 
know more about, such as a new freight financing 
plan and free insurance on “‘floor plan’’ equipment. 

This new franchise plan plus the full M-H-F line 
gives Massey-Ferguson dealers greater profit op- 
portunities in 1958 than they ever dreamed possible! 


M-H-F ADVERTISING has an entirely new look, with 
dynamic appeal, constant impact, and the kind of 
messages that will spur farmers into action. The farm 
paper advertising wi!l be the most impressive ever 
staged in the Farm Equipment industry . . . the kind 
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Big 4-Plow lractor 
with the Genuine 


' | ASI Ferguson system 


Here it is! The all-new MF65. It’s a rugged, all-work beauty in the power 
class most farmers and ranchers want. This is a big tractor with the Ferguson 
Hydraulic System engineered and completely integrated with new MF65 
power. Its exclusive Ferguson 4-Way Work Control makes the MF65, with 
big moufited eqtipment, just as maneuverable and easy to handle as a light 
tractor. One demonstration convinces any prospect that the big MF65 is 
years ahead in advanced engineering and all-’round performance . . . in 
economy, comfort, safety and appearance. There are four MF65 models— 
Standard, High Arch, Dual Wheel Row Crop, Single Wheel Row Crop. 


Other Ferguson System tractors are the 2-3 plow DeLuxe MF50 and the 
world famous Ferguson 35. 





of program with which dealers will like to be associated. 
A brand new “big league”’ radio program using the 
country’s top Radio Farm Directors, backed up by 
nationally known farm commentators, on the most 
listened-to-farm stations . . . with dealer names on 
every broadcast. 


SALES PROMOTION. Throughout 58 . . . aggressive 
retail promotions with lots of down-to-earth selling 
punch. Massey-Ferguson dealers are right now getting 
extra business and profits with the strongest pre-season 
selling program on Combines and Balers in the industry. 


NEW FLEXIBLE RETAIL FINANCE PLANS. Not one... 
but three Retail Finance plans make it easy for every 
farmer to buy what he needs . . . when he needs it... 
and to pay for it on a plan that fits his situation best. 
They cover all M-H-F products and include impor- 
tant protective insurance for the purchasers. 

NEW SERVICE PROGRAM. New courses for mechanics, 
new service manuals, new tools, all designed to make 
service departments more profitable and create good 
customer relations. 


«= MASSEY - 
FERGUSON 


MASSEY- HARRIS - FERGUSON, INC., RACINE, WISCONSIN 


World’s most famous combines and the only 
tractors with the Ferguson System 


NEW PARTS PROGRAM. New master parts ware- 
house plus strategically located parts depots . . . new 
Central Inventory Control . . . to provide the finest 
and fastest parts service ever. 


There are tremendous profit possibilities in this new 


Massey-Ferguson dealer franchise. For full infor- 
mation, write—or call—any Branch Office listed here. 


SOUTHERN BRANCH OFFICFS 


BALTIMORE, York and Timonium Roads 
Timonium, Maryland, VAliey 5-6080 


ATLANTA, 4800 Peachtree industrial Boule- 
vard, Chamblee, Georgia, Glendale 7-7251 


CHARLOTTE, 1610 North Tryon Street 
Charlotte, North Carolina, FRanklin 6-4828 


NASHVILLE, Oman Street—Acklen Park, 
Nashville, Tennessee, BRoadway 7-3395 
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MEMPHIS, 1332 Louisiana Street, Memphis, 
Tennessee, WHitehall 2-2416 


JACKSON, Van Winkle Subdivision 
Jackson, Mississippi, 5-3481 


DALLAS, 6219 Peeler Street, Dalias 9, Texas, 
Fleetwood 1-6447 


OKLAHOMA CITY, 3920 N.W. 39th Street 
Oklahoma City 12, Oklahoma, 
Windsor 2-5591 
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The two compani impl 





ts offered by Ford Motor Co. for hay and silage 


handling are the new forage harvester, shown at left with hay pickup, and the 
new grain and forage blower, a tractor-mounted unit shown in insert above 


Ford Offers Two New 
Forage Implements 


Two NEW implements designed 
to help farmers harvest and store 
their hay and silage have been de- 
veloped by the Tractor and Imple- 
ment Division, Ford Motor Co. The 
forage harvester is introduced a- 
long with a grain and forage blow- 
er, a companion implement to han- 
dle chopped silage, grain, and other 
materials to be stored. 

The forage harvester, available 
in engine-driven or tractor power 
take-off models, consists of a four- 
knife cylinder type cutter with an 
integral blade sharpener and a sep- 
arate blower fan. Attachments a- 
vailable for this basic machine in- 
clude a hay pick-up with auger 
feed, a five-foot cutter bar with 
reel and auger feed and a row crop 
header. Each of these attachments 
incorporates its own specially de- 
signed apron and can be attached 
with ease to the basic unit. 

All operating controls for the 
forage harvester are positioned 
where they can be reached from 
the tractor seat. This includes the 
discharge spout which can be 
swiveled for either rear or side 
delivery of cut material. Adjust- 
ment can be made to vary the size 
of cut material from three-eighths 
to four inches in length. 

In addition to its high capacity 
— rated at 15 to 20 tons per hour 
in green hay, five to eight tons per 
hour in dry hay, and 20 to 25 tons 
per hour in row crops — the forage 
harvester is said to require little 
maintenance. The hay pick-up has 
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no grease fittings, and the cutter 
bar, using an exclusive swinging 
link mechanism, eliminates the 
conventional pitman and its at- 
tendant vibration problems. 

The machine is offered with a 
choice of header lift controls, In 
addition to a conveniently located 
hand lift, it can be controlled by 
a cable lift actuated by the trac- 
tor’s hydraulic lift arms, or by re- 
motely controlled hydraulic cylin- 
ders attached to built-in brackets 
on the implement. 

The new grain and forage blow- 
er is described by the company as 
being substantially different from 
all other machines designed to 
convey silage and grains into stor- 
age. The Ford implement is com- 
pletely tractor-mounted and may 
be used with most tractors incor- 
porating three-point implement 
linkage. Thus, the blower can be 
transported easily and placed in 
operation without the usual stak- 
ing-down or wheel retracting. Its 
extra-long feed table, which is 
spring balanced, can be locked in 
the vertical position for transport. 
In this position, the blower is only 
82% inches wide. 

The company points out that an- 
other important feature is the 
elimination of a costly drive belt 
and tractor belt pulley. The blow- 
er is driven directly from the trac- 
tor power take-off shaft. 

Designed for high capacity han- 
dling of all types of material which 
ean be blown, including silage, 
semi-cured hay, dry materials and 
grain, the 40-inch diameter blower 
fan with replaceable blades is fed 


by a 10-inch diameter auger. The 
auger, cross mounted at the end of 
the delivery conveyor, smooths out 
the flow from the conveyor, und 
correctly “meters” the material to 
the blower, thereby preventing 
over-feeding. 

The delivery pipe of nine-inch 
diameter will handle up to 40 tons 
of silage an hour, Quickly detach- 
able telescoping and swiveling sec- 
tions and elbows are available for 
“custom-tailoring” the implement 
to the farmer’s storage facilities. 
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New Wheel-Horse Tractor 
Features All-Gear Drive 


WHEEL-HorseE Products, 51467 
U. S. 31, South Bend, Ind., an- 
nounces a yard and garden trac- 
tor featuring a sliding gear trans- 
mission, differential and two-wheel 
brakes as standard equipment. One 
pedal acts both as the clutch and 
brake. 

Three forward gear selections 
plus reverse produce speeds up to 
six mph. Cornering is made eas¥ 
with the genuinely geared differ- 
ential and automotive link-type 
steering. A 3-6 hp engine is cou- 
pled with tremendous gear reduc- 
tion to produce the power response 
of a big tractor. The heavy weight 
of its all-steel body and big 6:00 
x 12” tractor-type tires assure 
ample traction on rolling lawns, 
terraces or sloping ground. 


The exclusive all-gear transmis- 
sion eliminates belts or chains 
which tend to sap horsepower 
through friction loss. Transrzission, 
differential and reduction gears 
are all in one oil-tight unit. Stand- 
ard equipment includes muffler, 
extra large steering wheel and 
swinging drawbar hitch for quick, 
easy coupling of most Wheel-Horse 
attaching tools. 

Twenty-two optional attach- 
ments make the Wheel-Horse trac- 
tor useful the year around. They 
include a 42” snow plow, 32” ro- 
tary mower, and a self-dumping 
trailer with five cu. ft. capacity. 
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IT’S ‘‘IN THE BAG”’ IN '58 FOR FAIRBANKS-MORSE PUMP DEALERS! 


Coming Your 








FAIRBANKS-MORSE 


has a brand-new, qualified dealer sales and service 
plan! 
IT’S A HONEY, TOO! 


If you can qualify, you’re in for the best chance you’ve 
ever had, regardless of the pump lines you carry now, 
to build a full-time pump sales and service business 
which can show you more sales per year and more 
profits per sale! 


Watch for the Fairbanks-Morse salesman with the 
striped bag in his hand. He’ll be calling on you soon. 
Fairbanks, Morse & Co., Dealer Div., Chicago 5, 
Illinois. 


FAIRBANKS-MORSE 


@ name worth remembering when you want the BEST 





PUMPS * WATER SYSTEMS * GENERATING SETS * MAGNETOS 
MOTORS * SCALES * DIESEL LOCOMOTIVES AND ENGINES 
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New Corn Unit Designed 
for McCormick Combine 


A NEW TWO-ROW corn unit for 
the McCormick No. 101 Self-Pro- 
pelled Harvester-Thresher is an- 
nounced by the International Har- 
vester Co. The unit replaces the 
regular 10-foot grain platform to 
convert this medium-sized com- 
bine into a field sheller at a mini- 
mum cost and increases the use 
that can be made of the harvester- 
thresher. 

Changeover is said to be fast and 
can be accomplished in about an 
hour, enabling the operator to har- 
vest corn or other grains in a single 
day. A storage stand holds the har- 
vesting and shelling attachment in 
position so, according to the manu- 
facturer, all the operator has to do 
is detach the grain platform, drive 
the separator into position, and at- 
tach the corn unit. 

In operation, the corn feeds in 
through gathering units where ears 
are snapped from the stalk when 
they come in contact with stripper 
plates located above the fluted 
rolls; the stalks feed through the 
rolls and fall to the ground without 
going through the thresher. The 
ears are dropped onto a big, cen- 
trally located, grain-tight conveyor 
which delivers the ears parallel to 
the 28-inch wide combine cylinder. 
This parallel delivery between 
cylinder and concave is said to as- 
sure clean shelling with very little 
cob breakage: The cpen grate con- 
cave lets the kernels fall through 
to the grain pan, and as with small 
grains, the combine separates trash 
and dirt from the grain and ele- 
vates the clean shelled corn to the 
40-bushel grain tank atop the ma- 
chine. 

Power for this picker-sheller is 
supplied by the harvester-thresh- 
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er’s regular IH 55 hp six-cylinder 
engine. Through the machine’s 
variable-speed propulsion drive, 
the operater can change travel 
speed in any gear without stopping 
to shift or changing the throttle 
and speed of snapping and Cclean- 
ing units. At the same time, gath- 
erers can be started or stopped in- 
dependently of the separator. 

Hinged floating-type gathering 
points and center divider, raised 
and lowered by the machine’s hy- 
draulic system, can be operated as 
high as 32 inches to clear tangled 
vines and weeds. Six safety slip 
clutches protect moving parts on 
the corn unit, and 16 life-lubri- 
cated and sealed bearings hold 
service time to a minimum. Snap- 
ping roll and stripper plate spac- 
ings can be adjusted independent 
of each other on-the-go through 
levers easily reached from the 
driver’s seat. 


* 


IH to Distribute Pippin 
and Wagner Equipment 


(Continued from page 114) 


front end loaders manufactured by 
those companies for use with IH 
utility-type wheel tractors, for re- 
sale to its dealers and company- 
owned retail outlets. The an- 
nouncement was made jointly by 
M. J. Pippin, general manager, 
Cone Automatic Machine Co.; A. J. 
Werner, president, Wagner Iron 
Works; and R. W. Dibble, general 
manager, farm equipment sales, 
International Harvester Co. 
Harvester will distribute and 
sell the products of these two com- 
panies ‘under the name of IH Pip- 
pin and IH Wagner through its 
farm and commercial equipment 
dealers. Both the Cone and Wagner 


companies will supply IH with 
service parts which will be stocked 
at Harvester’s parts depots and, in 
turn, made available to IH dealers 
and customers as required. Also, 
they have agreed to a continuing 
product engineering program in 
cooperation with International 
Harvester and to perform certain 
service, product-training, and sales 
promotion functions with IH deal- 
ers, stores, and company sales per- 
sonnel. 


+ 


Trade-ins Move! 
(Continued from page 120) 


the cost of reconditioning. A small 
profit on parts and labor keeps us 
out of the red in selling recondi- 
tioned trade-ins. Sometimes we 
merely break even, especially 
when the reconditioned trade-in 
has figured in an item-for-item 
trade. 

“Long ago we learned that care- 
ful manipulation of our trade-ins is 
the vital element in preventing the 
customer from selling us, instead 
of our selling him. He wants to get 
rid of his old equipment in ex- 
change for. something new. The 
item-for-item deal is our safe- 
guard. We can’t put it over every 
time, but our extra efforts along 
this line pay off.” 

At the start of a new equipment 
sale, Gibbons tries to learn just 
what the farmer wants to trade in. 
Before he gives any price, he ques- 
tions the farmer closely about old 
equipment. The _item-for-item 
trade, stressed from the beginning, 
results in more sales of equipment 
to go with the new tractor. 

When a customer buys a tractor, 
he needs and wants a new culti- 
vator, breaking plow, and bedder 
—equipment that nearly always 
can be reconditioned profitably for 
resale. 

Two rather expensive imple- 
ments that have a short life also 
are frequently offered in trade on 
a new tractor — the fertilizer 
spreader and “poison” machine. 
When the prospect proposes trad- 
ing them in on the tractor, Gibbons 
tries to sell him a new fertilizer 
spreader and poison machine. 

To forestall losses in future 
trades including this equipment, 
Gibbons keeps track of the ones 
brought in for repairs. When they 
start needing repairs, the time has 
come to offer the owner a trade on 
new equipment. In the shop, it is 
found that one reconditioning for 
the spreader and the poison ma- 
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chine pays. By the time the second 
reconditioning is needed, an effort 
should be made to induce the own- 
er to trade. If the equipment is 
used too long after it begins to 
wear badly, the repair shop cannot 
profitably recondition it for resale. 
Thus, when the farmer decides 
that he does need the new units, he 
has worn all the life out of his old 
ones, and his trade-in has no value 
to the dealer even when an item- 
for-item sale has been made. 

“Looking forward to trade-ins 
for these two pieces of equipment 
helps to keep us on the profit 
side,” Gibbons explained. “And 
when the farmer buys a tractor or 
other major machinery, he doesn’t 
have junk to dump on us in the 
deal.” 

To win the farmer's confidence 
in all trade-in deals, Gibbons ag- 
gressively promotes the excellent 
repair service he offers. He values 
repair service for selling the cus- 
tomer, holding him, and for mak- 
ing additional profits 

Repairs are promoted in several 
different ways. First, display is 
used to show what the well- 
equipped shop can do with trade- 
ins reconditioned for resale. Gib- 
bons takes pride in displaying his 
reconditioned trade-ins. They are 
often shown with new equipment, 
so that the prospect can compare 
them. Reconditioned tractors of- 
fered for resale are displayed at 
the front and on the back display 
lot. In their fresh coats of paint, 
they look good. When demon- 
strated, they perform perfectly. 

On the showroom floor, recon- 
ditioned disc harrows and break- 
ing plows are displayed to en- 
courage the farmer who wants to 
trade off the old for the new. They 
give the floor salesmen an oppor- 
tunity to push those item-for-item 
trades that Manager Gibbons 
wants. 

Advertising, in all of the small 
weeklies throughout the territory, 
points up repairs. Every week 
these papers carry this dealer's 
display advertisements, inexpen- 
sively and without the waste cir- 
culation that must be paid for 
when space is bought in daily 
papers published in larger cities. 

Direct-mail advertising also is 
employed regularly, covering a 
well-culled mailing list. Mrs. H. H. 
Stéphens, wife of the owner, has 
personal charge of direct mail ad- 
vertising. To make sure that the 
personal touch is given to every 
mailing piece, she signs it with a 
pen. No rubber stamp signature is 
tolerated here. The recipient of a 


direct-mail piece must feel that the 
owner and his wife are personally 
interested. 

This personal interest is also 
emphasized when special events 
are staged, such as Community 
Day. Mrs. Stephens sends out 
handwritten invitations, which she 
produces herself. Not even the 
typewriter is tolerated for these. 
She patiently writes each invita- 
tion in longhand, sometimes ap- 
pending her own name. This em- 
phasized another phase of the 
many-faceted promotion program 
used to stimulate sales in these 


days of rather difficult selling. The 
woman on the farm is given an im- 
portant place in any bid for busi- 
ness. Mrs. Stephens herself is at 
the store to receive the wives of 
farmers and to make them feel at 
home, whether they come in on 
Community Day or any other day 
of the year. 

Manager Gibbons admits that he 
closes many a sale by maneuvering 
for the farmer’s wife to be on hand 
when he demonstrates machinery 
in the farmer’s field and tries to 
make a trade. The small-farmer’s 
wife does one-third of the work, 





NEW for Boom Sprayers 





External split clamp made of cad- 
mium plated heavy duty steel. Twin 
bolts equalize compression and hold 
tight. Parts touched by chemicals are 
entirely separate from clamp and 
supplied in brass, aluminum or stain- 
less steel. Write for Bulletin 89. 


LIGHTWEIGHT DOUBLE 

SWIVEL CONNECTORS 

Adjustable to any 

angle in 360° 

For use on drop pipes in row crop 
é spraying. Write for Bulletin 90. 





No. 7421 
SPLIT-EVELET 
TeeJet 
SPRAY NOZZLES 


No. 7521 
SPLIT-EVELET 
arc TeeJet 
CONNECTORS 








NEW 


For use with rotating handle type 
of trigger action guns. Quality built 
with gore and packing nut seal, 
full size steel handle and trigger lock 
that’s set with touch of index finger 
and releases instantly when handle is 
pressed. Write for Bulletin 88. 


spray guns. Gives all the convenience 





“ 


MADE BY the manufacturers of TeeJet SPRAY NOZZLES 


arate from other gun 
use of stainless steel w 





or Gun Sprayers 


NEW for Portable Sprayers 


Completely new design with inlet 
body, cap and orifice tip entirely sep- 
rts. Permits 
n needed at 
relatively low cost. For use with Tee- 
Jet interchangeable orifice tips and 
extensions. Write for Bulletin 87. 





SPRAY GUNS 








for farm sprayin 
relief valves, 


and their distributors. 








The most complete line of spray nozzles, 
interchangeable orifice tips and accessories 
. including pressure 
eeValve control valves and 
suction strainers. Sold through America’s 
leading spraying equipment manufacturers 


J 


WRITE FOR 
CATALOG 30 








3277 Randolph Street 





SPRAYING SYSTEMS co. 


Bellwood, Illinois 
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In the face of the growing scarcity of compe- 
tent help, continually rising production costs, and 
the many other factors which each day put a 
premium on his time and labor, the row-crop 
farmer is ever on the lookout for ways to squeeze 
more work into every hour. And John Deere has 
the answer for him—modern, big-tractor power 
equipped with big-capacity 6-row equipment. 

Blazing wide new trails in southern farming 
are new fully integral, quickly attached 6-row 
bedders and listers, as well as a new fully integral 
cotton and corn planter for drilling or hill-dropping 
on flatland, in beds, or on furrows. 


For the corn belt the 6-row job is being done 
by a new planter which, in addition to drilling or 
hill-dropping is capable of accurate check-planting 
of corn, beans, and other seeds. 


John Deere 6-row farming equipment also 
includes a Quik-Tatch cultivator that really 
spreads its wings. Outer sections can be folded 
forward for narrowing the transport width or 
removed entirely for cultivating crops planted 
with 4-row equipment. 


Many new conveniences and outstanding fea- 
tures contribute to the easy maneuverability, 
quick adjustments, and excellent field performance 
of these new machines. 


This is the kind of advanced engineering that 
makes the John Deere franchise the most valued 
in the industry. 


eM JOHN DEER... 


MOLINE, ILL. 





Dealers! WIN a FREE 
















‘has an Equal Chance to WIN 


Additional Prize Trips to New Orleans and Colorado 
First prize in this wonderfully easy Eclipse contest 
is a carefree, cost-free vacation in Mexico. The 
winning dealer (and his wife!) will revel in the exotic 
charms of Mexico for 7 full days. Second and third 
prizes are similar FREE vacation trips to colorful 
Colorado and historic old New Orleans. And remem- 
’* ber: store size or sales volume do not affect your 
chances; any Eclipse dealer—in any size town— 
can win a vacation or some other worthwhile prize. 


There’s nothing difficult or costly about having an Eclipse Try-Out Party in 
your town. We provide a complete how-to-do-it manual. You can do it alone, 
or (in larger communities) combine your efforts with other Eclipse dealers. 
The object of the Try-Out Party is simply to get your customers to operate 
Eclipse mowers in person ...see for themselves how easy and restful Eclipse 
mowers are to use. 

Nothing sells quite so dramatically as a self-demonstration. You’re bound to 
get real, “live” prospects—actually sell more mowers—make more money. 
And regardless of the size or scope of your “Try-Out Party”—when you report 
on the results, you have an equal chance to win a free vacation! 

Plan now to win... mail the coupon or see your Eclipse salesman for details. 


THE ECLIPSE LAWN MOWER CO. 
Div. of Buffalo-Eclipse Corporation 
1824-A Railroad St. : Prophetstown, Illinois 
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Duplicate prizes to 
Sales Clerks, too! 


This contest recognizes the impor- 
tance of retail selling—by giving 
an equal prize to the manager of the 
mower department in the winning 
stores. Here, too, the wives are . . 
included on the free vacations! Picture-a-minute 


Polaroid 
Cameras 


In another contest there 
will be Polaroid camera 
prizes to winning mower 
sales clerks in ALL 
Eclipse sales districts— 
with duplicate prizes to 
their employers! This is 
the nationally famous 
camera that gives 
printed pictures in 60 
seconds from the snap 
of the shutter! 


= 
SIMPLE RULES 


@ Hove your mower sales clerk(s) fill in a simple 
“quiz sheet” and return to Eclipse. 


@ Hold an Eclipse Try-Out Party before July 1, 1958 
that has been advertised to the public. 


@ Send o written report on it to Eclipse with photos 
and proof of promotion (tear sheets, station 
affidavits, etc.). 


4 Keep it strictly an Eclipse demonstration—no 
other products of any kind. 


THE ECLIPSE LAWN MOWER CO. 1824-A 


Prophetstown, Illinois 
Yes—! want a chance at thet wonderful vacation in Mexico—and the PROFIT 
from more Eclipse sales! Send me full details by return mail. 


We hove ........ clerks who sell Eclipse mowers. 
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and can do it faster and better 
when the farm is mechanized. 

One of the clinchers used fre- 
quently for machinery sales is the 
fact that the excellent service shop 
repairs only equipment that it 
sells. And the news of the fast, de- 
pendable service available in the 
shop has spread over a large area. 
It actually figures prominently in 
many a deal where competitive 
machinery salesmen are trying to 
sell the farmer. 


Friendly Approach 


“Farmers like the way we make 
them feel that they are members 
of our large, friendly family,” Gib- 
bons concluded. “Everybody 
knows everyone. Community Day 
brings farmers and their wives 
from all points of our territory. 
And they come for more than 
movies, sandwiches and cokes. We 
make it a big day of neighborli- 
ness, And we make sure that 
everyone who attends will be im- 
pressed with our service shop and 
the reconditioned trade-ins that we 
display. Practically every one of 
these farmers has some implement 
that he could trade, and we want 
those in the hands of our mechan- 
ics before they are too old to be 
repaired profitably.” 
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"Straightline" Cutting 
Featured by Clinton 


“STRAIGHTLINE” cutting is intro- 
duced by the Clinton Machine Co., 
Clinton, Mich., as a new concept 
in chain saws. According to Pres- 
ident Don Thomas, “Straightline” 
cutting is achieved through a bal- 
ance which makes the chain saw 
work with the user, not against 
him. The design is said to dis- 
tribute weight in the cutter’s favor 
in all positions and to take 85 to 


90 percent of the effort out of cut- 
ting. 

The Straightline cutting design 
is incorporated in all 1958 Clinton 
direct drive and reduction belt 
drive models. Cutting capacities 
range from 14 inches to 42 inches 
in the reduction belt drive models; 
16 inches to 26 inches in the direct 
drive models. 

The reduction belt drive chain 
saws are protected by “torsion 
drive” which is said to absorb load 
shocks. The direct drive models 
are said to be suitable for all-a- 
round farm use, and for the pulp- 
wood and professional cutter, or 
the occasional user. 

Other features of the 1958 line 
include the latest diaphragm car- 
buretion with built-in fuel pump 
for all-position cutting without 
power loss; Clinton engines with 
recoil starter; and grouped con- 
trols. 

President Thomas states that 
the company will continue to place 
emphasis on its exclusive engine 
replacement plan. If a major over- 
haul is needed, he explained, the 
Clinton service man will install a 
brand new replacement engine in a 
matter of minutes, and a liberal 
trade-in allowance is given on the 
old engine. 





CONVENTION DATES 


Cerolises, Jan. 26-28, Hotel Charlotte, 
N. C. Secretary, A. A. Chappell, 210 
National Bank Bidg., Wilson, N. C. 


Mer-Del-Va, Feb. 9-11, Emerson Hotel, 
Baltimore, Md. Secretary, Millard E. 
Eyler, Box 285, Winchester, Va. 


Mid-South, Jan. 20-21, Hotel Peabody, 
Memphis, Tenn. Secretary, Thad Car- 
raway, Chisca Hotel Bldg., Memphis. 


Oklahoma, Feb. 2-4, Skirvin Hotel and 
State Fair Grounds, Oklahoma City, 


Okla. Secretary, Aaron Gritzmaker, 
515 Midwest Blidg., Oklahoma City, 


Okla. 


Texas, Jan. 19-22, Statler Hilton, Dal- 
las, Texas. Secretary, Ray M. Souder, 
1108 Gibraltar Life Bldg., Dallas, Tex. 


Tri-State, Feb. 9-11, Herring Hotel, 
Amarillo, Texas. Secretary, R. B. Al- 
len, Canyon, Tex. 


Virginia, Jan. 30-Feb. 1, Hotel Roan- 
oke, Roanoke, Va. Secretary, David 
Raine, 1103 E. Main St., Richmond, 
Va. 
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=... Cemper 


PRE-CUT PACKAGED CHAIN 


... available two ways— 
by the box or in this 
new Merchandiser. 


Here’s a completely new way to merchandise chain. This 
new eye-catching unit with a complete stock of Proof Coil 
Chain takes up only one square foot of counter or floor 
space. It’s an ideal starting stock, just the popular sizes 
and lengths: %" and 4" chain in 10’, 15’ and 20’ lengths; 
and %%”" chain in 10’ and 20’ lengths. 

Start selling Campbell “Blue Temper” Chain in the new Merchan- 

diser. Call your Campbell distributor or write direct for details. 


LOOK AT THE SALES FEATURES OF 
CAMPBELL “Blue Temper” CHAIN 


e Rich Bive Color—tempered right into the chain » Pre- 
Cut to eliminate measuring and cutting ¢ Pre-Packaged 
for self-service, attractive display and convenient storage 
e Load Rated safe working load limit clearly shown on 
every package ¢ “Measure Mark’’ Chain, marked every 
5’ and color-coded in 50’ and 100’ lengths « Labeled for 
instant identification of grade, size, price « Clean, no 
dirty hands or clothing. 


CAMPBELL CHAIN Comsany 
York, Pa.—W. Burlingten, lowa 

CHAIN E. Cambridge, Mass. — Seattle, Wash.— Portland, Ore. 

Sacramento, San Francisco, Los Angeles, Calif, 


CAMPBELL 
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ORDINARY GALVANIZED FENCE 
AFTER EIGHT YEARS 


Unretouched photograph (enlarged) of eight year old fence on farm of Paul A. Nobbe near Waterioo, Illinois. 


This unretouched photograph tells the most exciting 
story every recorded about Rep BRAND fence. 

Eight years ago, Paul A. Nobbe of Waterloo, IIL, 
put up some Galvannealed Rep BrRanp fence. In 
one field he spliced it to a new piece of ordinary 
galvanized fence. 

This fence was not erected as a test of quality. 
But no test could have been more conclusive. Each 
roll was regular dealer stock. They were erected by 


the same man. Spliced together, they had the same 
tension. They were exposed to the same weather 
and atmospheric conditions. 

Eight years later, here’s what Mr. Nobbe has to 
say: “I always likéd*REp Branp fence and thought 
it was better. But I never would have believed so 
great a difference would show up in eight years. 

“Believe me, whenever I buy fence in the future 
it will be Rep BrRanp.” 


142 SOUTHERN FARM EQUIPMENT Section for JANUARY, 1958 














WHY 15 THIS 


TURE 
OF 


RED BRAND 


IMPORTANT 10 YOU? 


It’s telling your customers Rep BRAND is the best fence value. 
It’s showing them proof of Rep BRANp’s extra years of service. 
Placing this exciting story in leading farm publications is just one 
of the many ways RED BRAND gives you powerful selling help. 

For many years, Keystone has carried on extensive adver- 
tising in magazines, on radio and now on television. Special pro- 
motion programs are yours for the asking. They will help build 
sales of all your products. 

Buyers instantly recognize REp BRAND woven wire by the 
top wire painted red, Rep BrRaANp barbed wire by the red barbs 
and Rep Top® steel fence posts by the tops painted bright red. 
You'll find these distinctive marks of quality help lick com- 
petition quickly. 

Don’t wait! Talk to your Rep BrRanp salesman soon about 
the many features of Rep Branp fence, in addition to Galvan- 
nealing, that makes it the best. Rep BRAND can work wonders 
for you with faster turnover, new customers and more profit. 





KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, illinois 


RED BRAND® Fence « RED BRAND® Barbed Wire « RED TOP® Steel Posts 

Non-Climbable Fence « Keyline Poultry Netting « Ornamental Fence + Naiis th . on ly 

Gates + Bale Ties « Keymesh® + Keycorner «+ Keyt ead « Keywall « Keyweld . A 
fence line 


6 his) 7 : 5 that sells 
. «.% on sight 


Paul A. Nobbe, Waterloo, lil. 
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Adams Co., C. F. 

Adjustable Clamp ‘Co. 

Aladdin ~~ a Ine. 

Allen Mfz w. 

Allis-C ot "Mfe. 60. 

American Biltrite Rubber Co. 

American Chain & Cable Co 
Inc., American Chain 


Div. .. Front Cover 


American "Pad & 


Textile Co : 70, 


American Steel & W ire Co 
Oyclone Fence Div 
American . ee Co. 
\mes Co oe 
Animal eep Co. “of Ame rica 
Arrow Fastener Co., Inc... 
Atlantic Steel Co... > ld 
Atlas Tack Co. 
Aurora Pump Division 
New York Air Brake ¢ 


Bassick Co 

Bernz Oo., Inc., Otto 
Bethlehem Steel Corp 
Big Boy Mfg. Co., Inc 
Blue Co., Inc., John. 
Bommer Spring Hinge 
Brearley Co. ie 
Brink & Cotton Mig. 
Bronson Reel Co. 

Brown OCorp., W. ia 
Burlington Molding Corp 
Business Mart Of America 
Butcher Polish Co 


Cc 


Calbar Paint & Varnish Co 
C ampbell Chain Co 
Carolina Washboard Co 
Case Co., J. I. .. 
Champion DeArme nt Co 
Chattanooga Royal Co 
Choremaster Div. Weber 

Envineered Prods., Inc 
Clark Brothers Bolt Co..... 
Niarke Sanding Machine C 
Classified Ads 
Clemson Bros., Inc 
Cleveland Mills Co 
Clinton Machine Co 
Coleman Company, In« 
Colorado Fuel & Iron Corp 

Wickwire Spencer 

Steel Div 
Colorite Plastics 
Columbia Malleable 

Castings Corp. 
Columbian Rope Co. 
Commercial Credit Equip 

Corp ‘ 
Consumers Glue Co 
Continental Scale Corp 
Cooper Mfg. Co. .. 
Corning Glass Works 
Orescent Tool Co : 
Crosman Arms Co., Ince 
Cross Mfg. Co. .. , be 
Cyclone Fe nee Dept., United 

States Steel Corp. ‘ 


D 


pomacese Steel Products Corp 


Daze 
Dear 


Deere, John Knee 36, 


Demeritt Co ‘ 
Dempster Mill Mfg. ‘Co 
Diamond Tool & Horseshoe Co 
Dianol .. 

Draper-Mayns nard o omp any 


E 


Eclipse Lawn Mower Cx 
Lawn Mower Div 
Chain Saw Div. 

Electric Wheel Co 

Ellinor Village ... 

Empire Brushes, Inc 

Empire Plow Co. 


F 


Fairbanks, Morse & Co 
Fasco Industries, Inc. . 
Federated Mutual Imp lement 
& Hdw. Insurance Co 
Ferguson ... 
Fitler Co., Edwin H. . 
Fleischmann Handle Co. 
Fleming and Sons, Inc 
Fletcher-Terry Co. 
Flex-O-Glass, Inc., 
(Warp Bros.) 
Flintkote Co. 
Foley Mfg Co 
Follansbee Steel Corp 
Ft. Myers Iron Works 
Fuller Tool Co Inc 


G 


Gale Products 

Garcia Corp o< 

Gehl Bros. Mfg. Co 

General Steel] Warehouse 
Co., Ine, ‘ 

Gilbert & Be nnett “Mfg 

Gilmour Mfg. Co 

Gladding & Co., B. F. 17, 

Gould Pumps, Inc 

Graham & Co., Inc., John 
Bevin Bros. Mf«. Co Div 

Graham & Co., Inc., John 
G. W. Griffin Div.. : é 

Graham & Co., In« John H 
‘ing Cotton Cordage 


Div we Second Cove 


Graham & Co., Inc., John H 
Ohio Machine Prods., Inc 

Great Neck Saw Mfgs., Inc 

Greenlee Tool Co 

Griffin Mfg. Co 

Gunver Mfge. Co 


H 


Hahn, Inc , 
Hamilton-Skotch Corp 
Hanson Co., Henry L 
Hardware Assoc. of the 
Carolinas ee 
Hayes Spray Gun Co 
Heineke & Co . ° 
Heller & Co... W. C 
Hemp & Co 2 
Herschell Mfg. Co., Inc., R 
Hodell Chain Co 
Hol-Dem Elec. Fencer Co 
Holthouse & Hartup, In 
Hopley Sales, Fred A 
Hyde Mfg. Co 
Hypro Engineering, Inc 


Ideal Brass Works, Inc... 
Ideal Fishing Float Co., Inc 
Igloo Corp 
Ingersoll—Products Division 


Borg-Warner Corp. (Discs). . 


International Harvester Co. 
(General Line) 
Irwin Auger Bit Co 


J 


Jackson Mfg. Co 

Jiffy Enterprises . 
Johnston Lawn Mower Corp 
Tones & Laugblin Steel Corp 


K 


K & 8S Manufacturing Co 

Kaiser Alum. & Chem. Co 

Keil Lock Co., Inc. ... 

Kellog Brush Mfg. Co 

Keuffel & Esser Co 

Keystone Steel & 
0. 

King Hardware Co 

Klein-Logan Co.. 

Klein & Sons, Mathias 


L 


Lamson & Sessions Co 


Landers, Frary & Clark 

(Dazey Corp.) .. 
Landers, Frary & Clark 

(Universal Products) 
Langley Oorp . 
Larson Co., Chas. O 
Lawn-Boy, Div. of 

Outboard Marine Corp 
Lazy Boy Lawn Movver C¢ 
Lebanon Chemical Cory 
Lilliston Implemen; Co 
Linen Thread Co., Inc 
Locke Stove Co. 
Lombard Governor Cor} 
Louv-r-Pak, Inc ; 
Lufkin Rule 


M 


Mann Edge Tool Co ee 
Marshalltown Trowel Co 
Massey-Harris-Ferguson. 130 
Master Lock Co 
H 


Maze Co... W. ¢ 
Melnor Industries, Inc 
Midland Industries, Inc . 
Milwaukee Tool & Equip. Co 
Mirro Aluminum Co, os 
Modern Tool & Die Co 
Moe Light Division of 
Thomas Industries, Inc 
Molly Corp 
Moore Push-Pin Co 
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The Customer is 
ALWAYS Right with 


WATER 
SUPPLY 





EQUIPMENT 
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America’s Complete Line of 


WATER SYSTEMS 


It’s always easier and more profitable 
for a Dempster Dealer to do business 
because whatever his customers want, his 
customers can get from Dempster’s 
complete water system line. 


Wether it’s price, capacity, pressure, 
depth, quality or any combination of 
factors, there’s a Dempster water system 
to meet the need. And every Dempster 
pump is tops in performance, 
engineering and construction. Nearly 

80 years of water system experience 
guarantees full satisfaction. 


WATER 
SUPPLY 


EQUIPMENT 
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Now...the Dynamic D-17 


BIG POWER... 
BIG WEIGHT... 
BIG FARMING 


Count the bottoms that 
mean more acres per day 


Haz's news that thousands of farmers 
have been waiting for —a new, heavier, 
more powerful addition to the Dynamic 
D Series of Allis-Chalmers tractors . . 
THE MODEL D-17! 


One look, and any farmer will know 
instantly that here is a BIG tractor that’s 
years ahead of its time — an impression 
that will be greatly enhanced when he 
mounts the low, roomy platform in one 
easy step, settles himself in the most com- 
fortable tractor seat he ever sat on, en- 
gages the Power Director, and experiences 
the thrill of a new kind of power and 
traction that handles five vlows or a 
15-foot tandem disc harrow with ease he 
never believed possible. 


Every feature a farmer could ask for 
...many of them exclusive ...is incor- 
porated in the D-17. Here are just a few: 


@ Choice of two new powerful engines 
— gasoline or diesel. 

@ Low over-all height, high crop clear- 
ance, long wheel base. 
TRACTION Booster system for rear 
wheel traction equal to that of a 7500- 
lb. tractor. 


Power Director ...with quick, on-the- 
go shifting in two speed ranges. 
Eight forward speeds, live power take- 
off, completely enclosed hydraulic 
system. 

Ro..-Surrt front axle. 

Power-Shift rear wheels. 
SNApP-CouPLeR hitch. 

A full line of matched, big-capacity 
implements. 


Never before have Allis-Chalmers 
dealers been able to offer their customers 
so much work capacity, so much econ- 
omy, so many time and labor-saving 
conveniences, so much all-around effi- 
ciency — all wrapped up in one outstand- 
ing tractor. 

Yes, the D-17 is truly a new concept 
in BIG tractor power! 


ALLIS-CHALMERS, FARM EQUIPMENT DIVISION, 
MILWAUKEE 1, WISCONSIN 


Traction Booster and Snar-Covur.er 
are Allis-Chalmers trademarks. 


DIESEL 


ALLIS-CHALMERS 





024 — The most populer Gloss 
Cutter ever manufactured. Used 
by millions for general purpose 
glass cutting 


023 — identical with 024 except 
hes ball handle. 5" long. Easy 
finger-reach handle. Super-honed, 
long lasting wheel 


06 — Designed for cutting glass 
along template or paper patterns 
- Small 5/32" wheel makes tool 
maneuverable for precise cutting 


04 — Equipped with a special 
wheel developed for cutting 


extra-hord glass such as vitrolite, 
Ny corrara, etc. 


*All Red Devil Glass Cutters are now in the 
new packaging except the No. 7 which are 
pocked 12 to a box and the carbide wheel 
cutters which are sold in individual plastic 
tubes with metal caps. 


Rod Devil 


New Glass Cutter Packaging” 


MEANS BIGGER SALES— 
HIGHER PROFITS— 
LESS WORK FOR YOU 


PACKAGING & DISPLAY 


All Red Devil Glass Cutters are now 


REVOLUTIONARY NEW 
INDIVIDUAL PACKAGING 


An idea completely new in Glass Cutter merchandising. Each Red 
Devil Glass Cutter is individually packaged in a cardboard box—specially 
designed to hold and display the cutter and to protect the wheel. The com- 
Se eee ee ee aa eee 


© REDUCED PILFERAGE~Bright, large package and “crinkly” cellophane 


A Red Devil COMBINATION that can’t be rivaled, Red Devil Glass Cutters—the 
world’s best—with super-honed, Chapmanized, bearing mounted wheels and easy-to- 
hold shape. And the newest in scientific sales-making packaging that protects the 
Glass Cutter and its wheel from damage, dirt and rust, and which both displays and 
sells the cutters. Red Devil's new “Fight Unfair Competition” pricing policy gives 
you an extra 8% profit—40% or more on this line—to better fight price cutters with 
aggressive promotion at the local level. 
Products of 


Red Devil Tools. UNION, N. J., U. S. A. 
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One of Master’s famed “Secret Service” series . . . combining 

the two most important principles of padlock security: PIN-TUMBLER SECURITY 
LAMINATED CASE CONSTRUCTION, stronger than a solid block of steel. 
BRASS CYLINDER, PIN-TUMBLER LOCKING MECHANISM, acknowledged 
superior design and construction. Ph h b y 
You can offer your customers no finer padlock protection ni “ silve aa a 
than a Master “Secret Service.” r pin tumblers 


: ass long, ; 
Ask your wholesaler. pn ll ong, trouble-free 


Master Jock Company. Milwaukee 45.Wis. (Joldi- Largest Padlock Monufadtiners 


... finest known 
to lockmaking. 
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